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ABSTRACT 
Market failure, inconsistency and fluctuation have been some of the challenges 
facing small-medium scale farmers (SMFs) in Fiji.  Past records show that major 
government and privately driven marketing projects have failed to achieve long-term 
sustainability.  This thesis takes into account these shortcomings and proposes an 
alternative framework based on the ideology of clustering, which has been shown to be 
successful in other countries.   
The research employed a qualitative phenomenological approach.  It involved in-
depth interviews with 34 stakeholders in Fiji, namely; hoteliers, academics, Ministry of 
Agriculture employees, and representatives from private organizations. The results 
showed that participants valued quality, efficiency, monetary benefits and culture as 
core issues surrounding the acceptance of the model.  According to participants, quality 
entailed a holistic approach incorporating pre-planting, post-harvesting and marketing 
phases; efficiency focussed on the turn-over time in the production process; monetary 
benefits included economic returns and ownership; while culture emphasized the 
importance of the communalistic behaviour of “solesolevaki” in traditional society, and 
how this could be consolidated in a market-driven environment.  A refined CCM is 
proposed based on this feedback.  
This research is useful for policy makers and project developers in the agriculture 
sector.  In addition it would be useful to aspiring groups of SMFs at the provincial and 
divisional level in Fiji.  This study also provides additional literature on the ideology of 
clustering SMFs in the Fijian context through the proposed model. 
  
1 
1.0 CHAPTER 1:  INTRODUCTION 
1.1 Introduction 
Agriculture is the mainstay of Fiji’s economy (Otanez et al., 1999, Fijivillage, 
2008, Veit, 2007).  Set in the idyllic Pacific, the island nation of Fiji offers a fertile tropical 
environment with large areas of land enriched with moist, dark soil derived from 
volcanic parent material.  This soil and the long growing season have made agriculture 
an important source of economic livelihood and subsistence living for the majority of 
rural dwellers in the villages and outer lying scattered islands.  
Given the importance of Agriculture to the local economy, successive 
governments have initiated several schemes to uplift this sector. This includes the 
setting up of government-initiated marketing boards such as the national marketing 
authority (NMA) from 1988-mid 1990; Yalavou beef scheme from the 1970s to the mid 
90s; the Viti Corp dairy farming enterprise from 1990-2000; the Australian Rice 
Development Project from 1980-mid 90s, and the Cocoa scheme from 1970-late 80s 
(Takele, 2010, MAFF, 2009).  These initiatives have met with mixed success with the 
majority failing to achieve long-term sustainability (Collier et al., 2003, Veit, 2007).   
The country continues to face enormous challenges within the agriculture sector.  
Some of these are related to structural factors such as poor marketing infrastructure, 
inconsistency in supply and quality, disparity of geographic farm locations, smallness of 
farm sizes and competition from abroad. There are also issues related to the socio-
cultural characteristics of the population that have not been adequately addressed in 
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successive agricultural projects. The latter issues, according to Takele (2010) are evident 
in the collapse of the Cocoa and Yalavou beef schemes in Fiji in the 1980s and 90s. 
These factors have posed huge challenges for organizing a structure to consolidate 
production at a consistent level and provide a competitive advantage through scale 
economies. Against this backdrop, this thesis aims to provide such a structure based on 
the understanding gained from the analysis of the factors that have contributed to 
project failures in the past. 
1.2 Smallness of Farm Sizes 
The majority of farmers in Fiji cultivate relatively small and often isolated farms.  
The term “small-medium scale farmer” has been generated to identify farmers who 
work between two and six hectares of land.  SMFs are a significant component of Fiji’s 
economic infrastructure, contributing to over 50% of the national employment and 
comprising around 90% of the total agricultural industry (Mahadevan, 2009, Fiji Bureau 
of Statistics, 2005, Ministry of Information, 2009, Otanez et al., 1999).     
However, SMFs face unique challenges due to their smallness and isolation.  
Saffu (2003) identified that an obstacle many small farmers face is the inability to 
achieve economies of scale  due to the individual lack of a resource base that can 
effectively provide consistent supply to buyers for an extended period.  Another 
obstacle identified by researchers is the high quality demanded by professional 
marketing centres such as supermarkets, hotels and international exporting agencies, 
which would be impractical at the individual small-scale farmers’ level (McGregor and 
Gonemaituba, 2002, Djerdjour and Patel, 2000).    
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1.2.1 SMFs in the Sugar Industry 
For many years sugarcane has been the dominant agricultural crop in Fiji’s 
economy.  However, globalization has adversely affected SMFs in the sugarcane 
industry. With increasing competition from bigger countries such as Brazil, it is likely 
that sugarcane will not be as stable a source of income as it used to be for Fiji (Narayan 
and Prasad, 2006).  An indication of this trend was the initial removal of sugar 
preferential prices by the European Union in 2007.   It was postulated that sugar prices 
would eventually decrease by as much as three times the current price (Szmedra, 2002, 
Collier et al., 2003, Ministry of Information, 2009).  To address these challenges faced by 
SMFs, there is a call for heightened efforts to increase crop diversification and 
rehabilitation and to develop effective support strategies and structural market 
programs (Mahadevan, 2009, Narayan and Prasad, 2006).   
1.3 Problem Statement 
A review of the literature reveals that there is limited information on SMFs in Fiji.  
In order to bridge this gap, this study will be informed by findings from a larger body of 
literature which focuses on small-medium scale entrepreneurs (SMEs).  The 
predominant point of identification and comparison between these two groups (SMEs 
and SMFs) is the hindrances encountered due to their small size.   It seems clear that in 
a market-driven environment, both would experience similar challenges in their attempt 
to be competitive in the face of external market forces (Celgie and Dini, 1999, Thwala 
and Mvubu, 2009, Dixit and Pandey, 2009). 
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Small-medium scale entrepreneurs (SMEs) have played an important role in the 
achievement of economic growth in developing countries.  They have been shown to 
provide work opportunities and generate dynamism in the economy, thus enhancing 
entrepreneurial capability (Hew and Nee, 2004, Tambunan, 2005, Carpinetti and Oiko, 
2008).  Not surprisingly, SMEs have been used as major vehicles for both employment 
creation and the diffusion of innovations, especially in less developed economies 
(Suarez-Villa, 1989, Cortright, 2006, McGillivray et al., 2008, Haar and Meyer-Stamer, 
2008).   
In the Pacific Islands and Fiji, SMFs play an important role in the development of 
the economy (McGregor, 2006).  However, with a narrow economic base, these SMFs 
suffer from low productivity and high costs due to smallness of size and inability to 
compete with larger suppliers (Saffu, 2003, Hailey, 1986, Tapuaiga, 2004, Haar and 
Meyer-Stamer, 2008).  Competition with large companies and the surge in globalization 
are other issues faced by SMEs.  Researchers who have encountered these issues in 
other similar economies have suggested the use of clustering to overcome these issues 
(Porter, 1998, Uzor, 2004, Reid and Carrol, 2006, Celgie and Dini, 1999, Southern 
Minnesota Initiative Foundation, 2004, Tambunan, 2005, Strange, 2003, Chung and 
Tibben, 2006).  
Clustering is simply a geographic concentration of integrated firms which 
produce and sell a range of complementary products, and are faced with common 
challenges and opportunities (Sharma and Wadhawan, 2009, Porter, 1998, Celgie and 
Dini, 1999, Richard, 1996, Schmitz, 1992, Porter, 2000, Tambunan, 2005).  A common 
  
5 
clustering ideology envisions firms engaged in similar industries in close geographical 
proximity that work together to achieve common goals.  This has been adopted by 
SMEs, yet mixed results have been seen in different locations (Porter, 1998, Uzor, 2004, 
Tambunan, 2005, Kim and Choi, 1994). There is paucity of evidence regarding effective 
strategies for cluster formation and sustainability (Felzensztein, 2003, Chung and 
Tibben, 2006, Uzor, 2004).  It appears imperative then, that the concept of clustering is 
explored in the context of varying host environments with particular consideration for 
existing cultures.  In the Pacific Island region, village schemes and cooperative projects 
have taken place but the concept of clustering has never been fully implemented 
(Stunnenberg, 2007). This is despite the fact that a United Nations developmental study 
on agricultural farming made a specific recommendation for adoption of the clustering 
philosophy in the Pacific Island region (United Nations, 2001). 
This thesis argues that before clustering can be adopted; there are many 
questions that need to be answered.  Are contemporary clustering methods applicable 
to SMFs in Fiji?   What specific clustering methods would suit the SMFs in Fiji and for 
what reasons?  What makes these methods relevant?  How should these methods be 
applied in an operational framework?   
1.4 Background Issues 
1.4.1 Project Challenges 
The agriculture sector in Fiji has a long history of project challenges involving 
SMFs.  Most notably was the establishment of the National Marketing Authority (NMA) 
to help assist SMFs in rural Fiji.  McGregor and Gonemaituba (2002) reported that the 
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National Marketing Authority (NMA), which later became the National Trading Company 
(NATCO), experienced significant project challenges in its 30 years of operation with 
SMFs in Fiji.  It ceased operations due to an absence of regulatory functions coupled 
with a negative impact on commodity development (Pacific Islands Development 
Program, 1991, United Nations, 2001).  Similarly, the Fiji Co-operative Limited (FCL), 
responsible for merchandising and shipping SMFs’ produce in rural Fiji, also met with 
financial strain which resulted in its closure.   The challenges and closure of these 
projects led to large financial debt (NATCO, 1999, McGregor, 2006).   
1.4.2 Trust  
In addition to surface issues of financial loss and strained business relations 
resulting from the repeated short-falls of attempted agricultural projects in Fiji, a much 
deeper issue has developed.  This is the issue of trust.   
Failure of projects to deliver to expectations has generated a lack of trust among 
SMFs (Takele, 2010).  Project failures and unsustainability ultimately influence 
participant performance (Stanleigh, 2006, McGregor, 2002), and this leads to both 
economic and social consequences (Chulkov and Desai, 2005).  For example, cost 
overruns, delays, and the inability to meet requirements at the domestic front may 
result in the loss of market opportunities to overseas businesses.  The result of this loss 
of market creates a struggle for many SMFs and fuels their distrust and reluctance to 
join new marketing endeavors. 
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1.4.3 Removal of Preferential Prices  
Further challenges in Fiji’s agricultural sector resulted from the removal of sugar 
preferential prices in 2007.  Prior to this time, sugarcane cultivation was known as the 
backbone of Fiji’s economy, providing direct employment to 22,000 SMFs (Snell and 
Prasad, 2001, Mahadevan, 2009).  The loss of these preferential prices has created 
extreme pressure on this once vibrant sector of Fiji’s economy.  In response, Chand and 
Narayan (2008) and Yourn (2008) have stressed the importance of diversifying from 
sugar to other crops, as well as the need for improved marketing facilities and ensuring  
quality for these alternative crops.   
1.4.4 Structural Support 
Suggested solutions to these challenges in Fiji’s agricultural sector have, thus far, 
tended to have significant gaps in their ability to concretely address identified problems.  
For example, Fiji’s former opposition leader, Mick Beddoes, proposed that the tourism 
industry progressively shift 50% of its vegetable import quota to local suppliers over a 
five year time span, in order to inject some $76.9 million into the economy (Fijilive, 
2008a).   Although appropriate, there was no guiding structural model on how this could 
be achieved.  Economic analyses have been conducted by government and academic 
researchers in Fiji; however, none have investigated the challenges with reference to 
the smallness of farm sizes, the complexity between business and culture, and the 
impetus that project management plays in achieving success (Collier et al., 2003, 
McGregor and Gonemaituba, 2002, Sharma, 1985, Singh, 1985, Veit, 2007, Takele, 2010, 
Saffu, 2003, Williksen-Bakker, 2002).  
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1.5 Purpose of the Study 
The purpose of this study is to propose a framework on clustering and to 
evaluate its feasibility for SMFs in Fiji.  The framework builds on the ideology of 
clustering but utilizes the concept of a self-sustained marketing intermediary to mediate 
the performance of SMFs and facilitate marketing contracts with buyers through 
business partnerships.  This study is designed to reveal the type of support structure 
that is required for SMFs in Fiji. 
The study is also an initial evaluation of the CCM; an original strategy designed to 
address the specific challenges of smallness and vulnerability which face SMFs.  This 
study draws upon the lived experiences of stakeholders (i.e. hoteliers, Ministry  of 
Agriculture (MOA) participants, academia and representatives from several private 
agricultural organizations) in order to explore the acceptance of the current design of 
the CCM.  In addition, it will assess whether the idea of the CCM as a tool to assist SMFs 
is justified, and will raise awareness of the inherent issues.    
Very little research has considered the ideology of incorporating a self-sustained 
marketing intermediary into the concept of clustering (Stunnenberg, 2007).  For this 
reason, the results of this study will contribute to new knowledge in the area of 
clustering.   As an in-depth study on the relationship between the clustering of SMFs, 
culture and sustainability, the research findings of this study will fill a gap in clustering 
literature. The collectively-informed design of a structural concept to assist SMFs in Fiji 
will provide a valuable basis for further research to refine the operational structure of 
the proposed CCM and other models based on stakeholders’ contributions. In future 
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studies, the CCM will form the basis of longitudinal studies that examine the impact of 
clustering methods over time. 
1.6 Research Questions 
This research has been guided by a series of research questions designed to 
explore the stakeholders’ perceptions of the potential acceptance of the CCM by SMFs 
in Fiji.  These research questions are: 
1. How is the CCM received by selected stakeholders in Fiji according to the 
following criteria: CCM concept; Partnership; Controlled approach; 
and Culture? 
2. Is there justification to agglomerate SMFs through the CCM? 
3. Is the proposed market-focused approach of the CCM appropriate for 
SMFs in Fiji? 
4. What aspect of the CCM needs to be considered for the Fijian context? 
Gathering and analyzing research participants’ perceptions of the CCM through 
these questions will provide insight into the potential role of the CCM and its likely 
impact on the success and sustainability of marketing projects for SMFs.  Key elements 
of the CCM that are supported by the responses of the stakeholders will be 
incorporated into the final model. Factors identified as likely to hinder cluster 
performance will be reconsidered in the CCM.   The resulting revised model will reflect 
the responses to the key elements identified by the stakeholders.  
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1.7 Nature of the Study 
A qualitative phenomenological approach has been chosen as the most 
appropriate for this study.  Qualitative research seeks to understand the social world 
from the perspectives of research participants by providing detailed descriptions of their 
experiences (Myers, 2000).  One of the strengths of the qualitative approach is the 
richness and depth of exploration  (Myers, 2000).  This qualitative research involved the 
interviewing of Fiji-based stakeholders, namely: hoteliers, academics, Ministry of 
Agriculture (MOA) employees, and employees from private agricultural organizations.  
Semi-structured interviews were conducted which included open-ended questions 
which probed the participants’ perceptions and level of acceptance of the CCM. 
1.8 Scope, Limitations, and Delimitations 
The scope of this research effort includes the perceptions of stakeholders who 
have managed or participated directly or indirectly in projects that involved SMFs. 
Although the SMFs are also primary stakeholders it was decided that, given the large 
sample size that would be required for reliable representation of their inherent 
diversity, an investigation of their perceptions would be better suited to a separate 
study.  All respondents to the interview questions were representatives of organizations 
based in Fiji.  The sample was intentionally limited to individuals with specific specialty 
knowledge pertaining to SMFs in Fiji. Time constraints served as a limitation of the 
study. Practicalities regarding geographic location also limited the scope of the study, as 
the participants were solely located on the main island of Viti Levu in Fiji.   
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1.9 Theoretical Framework 
The foundational theories of clustering which are anchored on concepts of 
partnership, trust and culture provide a theoretical framework for this research. The 
integral role that clustering can play in achieving collective efficiency, effectiveness and 
success in business processes supplies the underlying premise of this study.  Schmitz and 
Nadvi (1999) collated incidental and deliberate effects that appear to surround the 
concept of collective efficiency; where the incidental effects are defined as the 
competitive advantage derived from external economies, and joint action, respectively. 
Other studies identify competitive advantage as passive collective efficiency and 
joint action as active collective efficiency.  According to Nadvi and Schmitz (1994), “one 
can express neatly that clustering brings two advantages: those that fall into the 
producer's lap and those that require joint efforts.”  Therefore, the interplay between 
competitive advantage and joint action provides an essential structure to frame this 
inquiry into the acceptance and appropriateness of the design of the CCM. 
1.10 Summary 
Previous studies on clustering have demonstrated the benefits of clustering and 
continue to generate a high level of interest from researchers in various fields and 
organizations.  However, there is dearth of literature that adequately explores cluster 
formation and sustainability in contextually appropriate ways in developing countries.  
This research will assess the role of clustering through the CCM and its potential 
evaluation by stakeholders in Fiji.  SMFs face sustainability hurdles due to their small 
sizes, isolation and vulnerability to external forces.  According to Bannock (2005) 
  
12 
hundreds and thousands of small farms open each year, however two-thirds of these 
farms fail to progress within three years of the start-up phase.  Heightened awareness 
of the significance of clustering SMFs as a means to achieve collective efficiency has 
prompted this research into stakeholders’ perceptions of elements that support the 
concept of clustering via the CCM.   
Chapter 2 reviews the literature on historical and current practices in Fiji’s 
agricultural sector and reviews literature on the ideology of clustering and its 
implementation in selected countries. In addition, it covers directions previously taken 
by the agricultural sector and briefly outlines the suggested approach for the 
agglomeration of SMFs through clustering.   The chapter also explains the fundamental 
ideology of clustering, the benefits and types of clustering.  Chapter 3 depicts the 
conceptual framework of the CCM explaining the different dimensions.  Chapter 4 
describes the methodology adopted in this research.  The results and findings are 
provided in Chapters 5, 6 and 7: chapter 5 focuses on stakeholders’ perceptions of the 
CCM; chapter 6 examines the justification for the CCM; and chapter 7 gives feedback on 
the market-focused approach of the model and possible contributions by stakeholders 
in terms of a support structure for SMFs in Fiji.  Chapter 8 provides a summary of the 
discussion and provides conclusions and recommendations. It also points to areas for 
further research and provides a synopsis of the revised model. 
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1.11 Definition of Terms 
Academia Research Participants from academic institutions including: The 
University of the South Pacific (USP) and Fiji College of Agriculture 
(FCA).  These RPs have specific insight into the body of knowledge 
surrounding the past and current climate of the agriculture sector 
in Fiji.   
 
Agriculture Officers  Research Participants who work for the MOA who have vast 
“hands-on” experience with SMFs’ projects, agricultural trade, 
marketing policy, research, information and training. 
 
CCM     Centralized Clustering Model - A researcher-designed strategy 
which aims to provide a comprehensive system of clustering SMFs 
by way of an MI (marketing intermediary).  The MI serves as a 
liaison for SMFs and an established market outlet (stakeholders).   
 
Clustering    Agglomerating  enterprises that are producing and selling a range 
of related or complementary products within a geographic 
proximity for economic benefit (Porter, 1990, Richard, 1996, 
Porter, 2000).  
 
Collective Efficiency  The competitive advantage attained through the combination of 
external economies of scale and joint action (Schmitz and Nadvi, 
1999).  
 
Challenged Project   A project that is “late, over budget, and/or with less than the 
required features and functions” (Standish Group, 2004, pp 1). 
 
Hoteliers     Research participants represented by hotel owners, human 
resource managers, chefs and purchasing officers.  These RPs have 
intricate knowledge of the agricultural requirements that would 
sustain the needs of their own hotel and by extension the needs of 
the hotel industry in Fiji.   
 
MI      Marketing Intermediary - a holistic approach of agricultural 
marketing through clustering which establishes support for the 
SMF clusters and secures a market outlet through strategic 
partnership with hotels, export market, area markets, research 
organizations, and trade agreements.  The functions and logistics of 
the MI were specifically taken from Taulealea (2005). 
 
MOA     Ministry of Agriculture - government agricultural sector in Fiji; used 
interchangeably with ministry of agriculture and agriculture in the 
results chapters.  
 
  
14 
SMEs     Small-Medium scale Entrepreneurs - businesses which consist of no 
more than 200 workers (Uzor, 2004, Tambunan, 2005, Shepherd 
and Wiklund, 2005).  Used interchangeably with SMFs at times. 
 
SMFs     Small-Medium scale Farmers - farmers who work between two and 
six hectares of land.  Used interchangeably with SMEs at times. 
 
Project     A project for the purposes of this study is “a temporary endeavor 
undertaken to create a unique product, service, or result” (Project 
Management Institute, 2004, pp 368).  
 
Private Organization Research participants from the Fiji Co-operative Department, 
Pacific Islands Forum Secretariat, Secretariat of the Pacific 
Community, Fiji Sugar Corporation and Fiji Trade and Investment 
Board.  These RPs function from within agricultural-based private 
enterprises in Fiji and provide a unique non-governmental 
perspective of the agriculture sector in Fiji.   
  
RP      Research Participant - an individual who responded to the 
qualitative interview questions of this study. 
 
RQ      Research Questions – These are the main questions outlined for 
this research. 
 
Stakeholders    Individuals or groups who have a vested interest in the 
development of the agricultural sector in Fiji; this includes SMFs, 
hoteliers, academia, private organizations, and ministry of 
agriculture personnel.  
 
PAO      Principal Agricultural Officer of the MOA. 
 
PIO      Principal Information Officer of the MOA. 
 
PEO      Principal Economic Officer of the MOA. 
 
SIO      Senior Information Officer of the MOA. 
 
LA      Hoteliers who purchase fresh agricultural produce from SMFs on 
loose arrangements (no contracts). 
 
MM      Hoteliers who purchase fresh agricultural produce from SMFs via 
middlemen. 
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 2.0 CHAPTER 2: REVIEW OF LITERATURE   
2.1 Fiji’s Agriculture Sector 
The tropical climate and long growing season, coupled with a cultural structure 
that centres on the land, creates an inherent respect for agriculture in Fijian society.  
Agriculture also binds extensive ties to the traditional communal arrangement of the 
Native Fijian population; the significance of agriculture in the social structure of the 
country cannot be underestimated (Ravuvu, 1988, Toren, 1990, Sloan, 2005, John et al., 
2009, Yourn, 2008). 
Second to agriculture, tourism serves as a primary driver of Fiji’s economy 
(Berno, 2006, Otanez et al., 1999, Fijivillage, 2008, Veit, 2007, Narayan et al., 2010).  By 
way of comparison, agriculture contributes 21% of the gross domestic product (GDP), 
providing jobs to 44% of the population (Taylor, 2002, Ministry of Information, 2009).  
Tourism generates 20% of the GDP and 26% of employment (Ministry of Information, 
2009, MAFF, 2009).  The link between these two economic powerhouses lies in the 
massive industry of the hotel resorts.  These hotel resorts need produce to feed their 
guests, and this must either be locally supplied or imported.  Thus, the potential for the 
agricultural sector to soar as tourism flourishes is great (John et al., 2009, Narayan et 
al., 2010, Kerstetter and Bricker, 2009).  Sadly, though, the political instability of the 
country has left tourism, this powerful economic hope, in a feeble and precarious state.  
This was evident when the tourism industry again became unstable and fragile after 
the country’s fourth coup d'état in 2006 and steered towards what seemed to be a  
good cause in the wrong direction (Chand and Narayan, 2008).   
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As a result, the country continues to need the important sector of agriculture.  In 
order for this industry to be effective, certain changes are required (John et al., 2009, 
MAFF, 2009). These changes include: enhanced diversification, high efficiency crop 
production and sound marketing services (McGregor, 2002, Veit, 2007, Yourn, 2008).  
Eila (1952) suggests that these changes will be instrumental in providing monetary and 
social stability in particular for SMFs. In order for the fullness of this prediction to be 
true, vital changes must be implemented to establish the continued force of this 
economic driver.   
As noted earlier, for nearly half a century, sugar cane has been the primary 
agricultural export.  However, the elimination of sugarcane preferential prices by the 
European Union (EU) in 2007 has resulted in the revenue generated through this 
commodity being slashed by nearly a third (Mahadevan and Asafu-Adjaye, 2009, 
Szmedra, 2002, Mahadevan, 2009).  This has left the agriculture industry standing at a 
cross-road particularly as they contemplate the restructuring of the entire industry 
(Szmedra, 2002).   
When a review of Fiji's agriculture sector was performed by the Asian 
Development Bank in 1996, it revealed that Fiji's competitive advantage lies in high 
value niche market exports and traditional food production (Asian Development Bank, 
1996, Asian Development Bank, 2005).  For example, in 1998, taro, kava, and ginger exports 
reached $F8.6, $F36, and $5.0 million respectively (McGregor, 2002).   In addition, the 
export revenue from papaya, mango and eggplant added F$1.3 million (McGregor, 
2002).   These figures substantiate the marketability of other agricultural commodities.   
  
17 
So then, it is critically important to provide an enabling environment for the agriculture 
sector to focus on these two areas.   
In order for this transformation to come about, a number of macroeconomic 
influences in the global and domestic arena must be considered.  It is therefore prudent 
to delve into current issues facing the industry and how they can be addressed from a 
holistic standpoint.  
2.2 Issues Facing Fiji’s Agriculture Sector 
Fiji’s dwindling export performance since 2006 has been a major concern for the 
government. The export of agriculture, forestry and fishing decreased by 22% while 
imports on the other hand increased by 24% (Fijivillage, 2006).  In 2008 Fiji’s interim 
prime minister stated at a world leaders’ summit on food security that lack of 
production was the main problem facing Fiji’s agriculture sector and this was due to the 
lack of appropriate research available and the low business skills of SMFs (Fijilive, 
2008b).  Although true in a sense, these issues only represent a fraction of the 
difficulties facing the agriculture industry.  A more encompassing list of hindrances 
surrounding Fiji’s agricultural industry include:  the impact of globalization, removal of 
sugar preferential prices, low quality produce, inconsistency in supply, smallness of farm 
sizes, feebleness in the agro-marketing structure, inadequate quarantine infrastructure, 
lack of farm management and lack of business training of the SMFs.  
2.2.1 Globalization 
Globalization refers to the process of general trade liberalization or the breaking 
down of trade barriers to free up the movement of goods and services across borders 
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(Urwin G, 2004, Burtless et al., 1998, Aizenman and Jinjarak, 2009, Junarsin, 2009). In 
other words, globalization is the widening, deepening and speeding up of worldwide 
interconnectedness in all aspects of contemporary social life, from the cultural to the 
criminal, the financial to the spiritual (Held et al., 1999, Shamsuddoha et al., 2009).  It 
will thrust a business enterprise onto a higher level playing field which will require 
greater investments for anticipated increased economic returns.  It is an inevitable 
force, and a developing country such as Fiji must be prepared to strategically 
accommodate this global phenomenon (Ministry of Agriculture, 1999). 
 Globalization will enable Fiji to consolidate and specialize in its competitive 
strengths and to trade with other countries in commodities that are not feasibly 
produced in Fiji.  Fiji’s approval of the General Agreement on Tariffs and Trade act 
(GATT) and membership of the World Trade Organization (WTO), demands that the 
country fully prepare itself for the challenges of open trade through reduced tariffs and 
trade restrictions (Fiji Ministry of Information, 2005).  In order to assist farmers, rice, 
cocoa and milk for instance were a few commodities upon which the government 
imposed import tariffs in the 1970s and 80s (Taulealea, 2005).  Today the barrier to free 
trade has been removed.  Now the average consumer purchases these products at a 
cheaper price with more choices.  And in response, those farmers who are prudent have 
shifted to alternative commodities such as taro, cut flowers, papaya, or kava. These 
products reach speciality markets in Australia, New Zealand, USA, Canada and Japan.  
Although it is debateable whether the Pacific Island economies have benefited from the 
globalization of international markets over the last two decades or not, opting out of the 
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global market will certainly not be beneficial (Kerstetter and Bricker, 2009, Gounder and 
Xayavong, 2001, Firth, 2005, Taylor, 2002, Buckley, 2009).   
2.2.2 Sugar Preferential Pricing 
Sugarcane has been a major national agricultural commodity since independence 
in 1970.  The precursor for this was established as a means to help newly-emancipated 
British Colonies.   These liberated nations were provided with a much greater return on 
certain exports as a means to boost their infant economy; this came to be known as 
preferential pricing.  So in Fiji, sugarcane became the primary export commodity; 
eventually dominating the entire agriculture industry to such an extent that it was 
described as the “backbone” of the economy.  Estimates suggest that it employed 
40,500 people directly and indirectly (Mahadevan and Asafu-Adjaye, 2009, Prasad, 
2006).   The resulting mono-cropping and dependency on the preferential pricing system 
failed to reach its objective.  Forty years post independence and with the global 
economy in a markedly different position, the chapter on preferential pricing had to 
close.  The removal of preferential prices, in accordance with the Cotonou Agreement of 
the EU, reduced sugarcane revenue by three times its previous rate of return (Szmedra, 
2002, Mahadevan, 2009).  So preferential market access ceased in 2007 and in its wake 
Fiji sits with an unsustainable industry in today’s economy, pondering how to move 
forward.    
 The hope of clinging to sugarcane as the primary export commodity would 
require production to increase by approximately 50-60% in order to remain 
economically viable (Narayan and Prasad, 2006, Collier et al., 2003, Mahadevan, 2009, 
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Reddy, 2006).   A more feasible solution would require the SMF to diversify farm 
produce.  The benefits of this diversification would impact the agriculture sector as a 
whole.  These benefits would include increasing competition in the domestic market for 
vegetables, fruit and poultry, and improving agribusiness and agricultural service 
industries to meet new opportunities.  Although concerted efforts by previous 
governments have attempted similar developments, successfully diversifying Fiji’s 
agriculture industry is long overdue. 
2.2.3 Quality and Consistency  
In Fiji, there is an urgent need to improve continuous commodity supply, quality 
and clientele servicing in the region to fulfil international market standards 
(Stunnenberg, 2004, Djerdjour and Patel, 2000, Veit, 2007). Similarly, quality and 
continuity are two major constraints for high-value agricultural export products in Fiji.  
Overcoming these problems are the hallmarks of success, even more important than 
price competitiveness (Narayan and Prasad, 2006, McGregor and Gonemaituba, 2002, 
McGregor, 2006, MAFF, 2009).   
2.2.4 Smallness of Farm Sizes 
Amid a total land mass of 1.8 million hectares, only 16% is appropriate for arable 
farming in Fiji:  24% is sugarcane, 23% coconut, and the remaining 53% other crops 
(Ministry of Information, 2009).  The majority of the agricultural activities are 
shouldered by 90% of SMFs tilling 2-4 hectares of agricultural land (Collier et al., 2003, 
Szmedra, 2002, MAFF, 2009).  SMF is a term that was derived from the concept of small-
medium scale entrepreneurs (SMEs).  While the majority of SMFs acquire the essential 
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skills to raise agricultural commodities, they fail to execute the essential role of 
analysing the market atmosphere in advance, and they exhibit little knowledge in 
business and farm management practice (Yourn, 2008, Taulealea, 2005, Asian 
Development Bank, 1996, McGregor, 2002, Hone et al., 2008).  
The agricultural census in Fiji (sugar industry excluded) by Otanez et al., (1999) 
revealed that 96% of farms in Fiji were categorized as SMFs.  This is comparable with the 
sugar industry where the average farm size is 4.2 hectares (Reddy, 2006).  The national 
agriculture survey by Otanez et al. (1999) showed that a total of 101,081 farm units 
existed in Fiji at that time, with an average size of 6.5 hectares. Their survey revealed 
that more than 50% of the farms were located on only 7.3% of the agricultural land with 
each farm using less than three hectares, while an additional 46% of the farms used 56% 
of the land with farm sizes ranging from 3.0-49.9 hectares.  Otanez et al. (1999) also 
noted that only two percent of the farms surveyed possessed 50 hectares or more with 
their combined area equal to 36.7% of the total land. The smallness of farm sizes and 
the lack of strategic planning make it difficult and uneconomical, on an individual basis, 
to meet many of the market requirements.   
2.2.5 Marketing Network 
Although a number of other significant potential market opportunities have 
been identified for horticultural commodities in Fiji, there are currently no marketing 
structures in place and no substantial agribusiness investments to create these 
marketing structures (Lincoln International Ltd, 2003, John et al., 2009).  In remote 
areas, the marketing network is either absent or very weak with inadequate and costly 
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physical access to markets due to the poor network of infrastructure; this will be 
required for building an efficient marketing system (Yourn, 2008, Lincoln International 
Ltd, 2003, McGregor and Gonemaituba, 2002). 
2.2.6 Quarantine Facilities 
Strict and expensive international quarantine requirements make export for the 
individual SMF impractical.  New Zealand, which is one of Fiji’s close trade allies, only 
accepts fruit-fly host commodities from Fiji if they are certified with a high temperature 
treatment forced air (HTFA) quarantine procedure (Tirimaidoka, 2004, Fiji Islands Trade 
and Investment Bureau, 2005).   
In HTFA, fresh produce undergo very high and subsequently very low 
temperatures to treat for fruit fly infections. This arrangement has been established 
through a bilateral quarantine agreement (BQA) between New Zealand and Fiji (Lincoln 
International Ltd, 2003).  Currently, there is only one HTFA plant in Fiji (Fiji Islands Trade 
and Investment Bureau, 2005, McGregor and Gonemaituba, 2002).  The weak capacity 
of quarantine services to develop and negotiate market access, combined with limited 
extension capacity to service farmers seeking to comply with BQA requirements, has 
restricted exports from Fiji. Furthermore, the Australian government requires a 
structured quarantine commodity pathway for farmers prior to the export of papaya 
from Fiji (Australian Agriculture Fisheries and Forestry, 2002, Fiji Islands Trade and 
Investment Bureau, 2005).    
Here again, these structured quarantine requirements pose too great a financial 
investment for the SMFs.  This then necessitates the SMF to sell to a middleman which 
  
23 
reduces the farmer’s revenue for the commodity.  Given the current obligatory 
quarantine standards, SMFs are ill-equipped to maintain these requirements within 
their limited resources.  
2.2.7 Business, Management and Market Training 
Fijian farmers perform well in sugar cane but not so satisfactorily when it comes 
to growing newer diversification crops which require independent and managerial skills 
(McGregor and Gonemaituba, 2002, Hone et al., 2008).  Farmers lack the 
entrepreneurial skill to move into commercial production.  In fact, there is limited 
training available in this area (Lincoln International Ltd, 2003, John et al., 2009, John, 
2007).  The provision of training in strategic areas such as farm management and 
business marketing is a significant need for SMFs in Fiji. 
2.3 Past Efforts 
There have been a number of past and current undertakings by the state to 
protect the interests of farmers and the agricultural industry as a whole. These include 
government policies, marketing and agricultural cooperatives. 
2.3.1 Government Policies 
Following independence, the Fijian government initiated a series of protectionist 
import-substitution policies (Taylor, 2002). These are the government’s direct 
investment in agricultural development projects, aimed at strengthening local 
agricultural ventures and protecting agricultural producers and entrepreneurs (Fiji 
Ministry of Information, 2005).  These government-implemented tariffs forced buyers in 
Fiji to purchase local commodities.  However, although this provided a short-term 
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bolster to the agricultural sector, the locally-grown products were often insufficient and 
of poor quality.    
After 1987, the era of deregulation emerged which boosted exports and saw the 
signing of a major trade agreement with New Zealand and Australia (Chandra, 1998, 
Elek et al., 1993, Mahadevan, 2009).  The initial focus to help protect the local farmers 
through import-substitution, and tariffs were removed in an effort to entice foreign 
investors and boost local exports following continued government instability in 1987.  It 
also meant shifting the focus of primary agricultural producers to areas of comparative 
strengths (Yourn, 2008).  The globalization of free trade also had a big influence on this 
deregulation policy.   
2.3.2 Marketing 
The Fijian government established a marketing intermediary in the early 1970s 
to directly provide a marketing network to assist small scale and isolated rural farmers. 
This was facilitated through the National Marketing Authority (NMA) which later 
became the National Trading Company (NATCO).  Because there was no definitive 
management structure, the project was not a major success (McGregor and 
Gonemaituba, 2002).  The farmers were secured a buyer for their products, but there 
was no regulatory structure for quality assurance.  As a result, the NMA gravitated into a 
buyer of last resort that was faced with the unenviable task of disposal of poor quality 
and high cost produce (McGregor and Gonemaituba, 2002, Prasad, 2006).  By the late 
1970s, financial constraints forced the NMA to abandon the trading of local market 
fresh produce.  It moved to exporting produce, processing activities and attempting to 
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serve as the industry pacesetter to either open up new markets or establish quality 
standards. Unfortunately, problems were soon identified here too. Eaton (1989), as 
cited by McGregor & Gonemaituba (2002), reports that Australian importers 
complained about the variable presentation and poor packing standards of Fijian papaya 
exported by the NMA (Australian Agriculture Fisheries and Forestry, 2002).  Eaton’s 
market research observed poor packing, underweight cartons and the inclusion of both 
over ripe and under ripe fruit. Furthermore, although the NMA was established to help 
assist SMFs in remote areas, it failed to provide basic quality marketing standards; this 
affected the end-product of agricultural produce and ultimately the end-buyer (MAFF, 
2009).  Long-term consistency in quality presentation and supply was missing amidst 
increasing competition from the private sector.  As a government venture, it failed to 
meet the expectations of farmers.  
2.3.3 Agricultural Cooperatives 
The Fijian cooperative movement was birthed in 1947 during the era of the 
colonial government.  It was established to help farmers in rural areas sell their produce 
and to purchase food items from the cooperative store.  By 1958 there were 46 
producer marketing cooperatives registered and 26 consumer cooperatives.  The total 
number of farmers in the cooperative network in Fiji soared from 78 to 3,803 members 
in just 3 years (Singh 1985).  This impressive growth rate raises the question of how such 
an increase was accomplished so quickly.   
Unfortunately, there is little published documentation surrounding the co-
operatives in Fiji.  In an article published in 1985, V.A Singh mentions that the overall 
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image of co-operatives in Fiji was rather negative.  He further states they were viewed 
by the average citizen as ineffectual, especially at the village level.  The reason for this 
attitude was the narrow policy of the colonial government at the time.  The government 
made little provision for the growth of any infrastructure to raise the co-operative 
system to higher levels of activity.  It provided the coop with funds to run the project, 
which was intended to kick start the primary activities of the coop.  However, there was 
no real regulation regarding how the government investments were to be utilised, and 
furthermore there was no training in how to develop the system for those involved 
(Pathak and Kumar, 2008).  As a result, instead of business growth or multiplication, 
these entities became reliant upon each supply of allocated funds, unable to sufficiently 
move in the direction of independence or a sustaining business enterprise.   
More than 20 years on, the cooperative movement continues to struggle to 
support any endeavours that produce long term sustainability.  In a personal interview 
discussing these difficulties, Professor Tony Naughton (2006) gave a mixed reaction to 
the success level of cooperatives in the Pacific region.  Naughton specifically sights 
cultural norms in society and the lack of secondary industries as two of several factors 
hindering cooperative success in this region.   
Equality among members is a strong issue within cooperative philosophy.  This is 
in conflict with the traditional social system and its values and worked to the detriment 
of the cooperative business system (Pathak and Kumar, 2008).  Qalo (1985) suggests 
that cooperatives need to be holistically examined in greater detail and placed in a 
context in which they can prosper.  He suggests that scrutinizing models from the 
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socialist countries - because of their more recent political development - might give 
more inspiration for the development of better cooperatives in the South Pacific region 
Qalo (1985).  More recently, Naughton (2006) suggests researching the Chinese 
agricultural model and identifying the strengths pertaining to their success and how this 
could be applied to Fiji.  As a whole, the management of cooperative enterprises in 
developing countries has long been subjected to criticism, and this has been attributed 
by Naughton (1985) to poor management, lack of profitability and a high failure rate of 
projects.  Overall, the consensus among researchers is that in Fiji the cooperative 
structure lacked effective management, relied on government “hand-outs”, and had 
specific cultural hindrances.  Therefore, in light of the current issues surrounding the 
agricultural sector, these hindrances to the cooperative network must be thoroughly 
addressed.  In summary, the sustainability of projects either in the cooperative or 
agriculture sector remains a huge concern and warrants stringent evaluations.  
2.3 Significance of the Problem 
The history of challenged projects in Fiji has been shown to adversely affect 
organizations, stakeholders, and society in general.  It has also brought in a lot of 
suspicion and mistrust towards SMFs venturing into joint-venture and cooperative types 
of agglomeration. The issue of trust needs to be remedied, however it may stem from 
the failure of projects to deliver to the expectations of producers (especially SMFs) and 
vice versa buyers (e.g. hotels and exporters) (Takele, 2010).  
Project failures, sustainability and challenges ultimately influence the 
organizational performance of a business entity (Stanleigh, 2006), inadvertently 
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resulting in economic and social consequences (Chulkov and Desai, 2005).  For example, 
cost overruns, delays, and the inability to meet requirements for a potentially lucrative 
economic impetus at the domestic front may result in market opportunities shifting 
abroad and may in turn translate into the continued struggling of many small-medium 
scale entrepreneurs.  Stalled or unsustainable projects involving SMFs may translate into 
economic and social loss in the case of a developing country such as Fiji.  The replicated 
effect impacts SMFs, hotels and foreign exchange through increased imports and 
unemployment.  This is in light of the fact that agriculture generates employment to 
80% of Fiji’s workforce (Fiji Ministry of Information, 2005, Takele, 2010, Mahadevan, 
2009).  In the case of sugarcane cultivation, it was the backbone of Fiji’s economy 
providing direct employment to 22,000 small-scale farmers averaging 4.2 hectares 
(Mahadevan, 2009, Prasad, 2006).  These potential small-medium scale farmers through 
the sugar industry and other sectors of agriculture have contributed to improving the 
nation’s economic and social conditions.  
2.4 Suggested Approach:  Agglomerate Farmers through Clustering  
Given the compounding hindrances surrounding the agricultural sector, in 
addition to the limitations impacting SMFs, strategic interventions must be 
implemented.  The need to re-examine and re-evaluate the idea of cooperation 
amongst farmers will warrant an in-depth investigation, given the fact that the idea of 
communal living has been the basis of the Fijian community.  This is an avenue that will 
need to be explored especially in channelling such a traditional strength in the 
community towards a business–focused perspective.  This philosophy of communal 
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living in the Fijian context can be maintained while taking a twist from traditional 
obligations towards a commercial focus. The scenario incorporated in this study is 
planning economic development through the CCM and devising a strategy to encompass 
the idea of communal living in the traditional context towards communal living in the 
business era of today, which includes networking, partnership, strategic alliances and 
monetary gains on both sides.  
There is no doubt that the need to cluster SMFs is essential in light of their size.  
However, past efforts through the cooperative movements have achieved limited long-
term success (Takele, 2010).  For this reason, restructure of the fundamental notion of 
community-based living into the commercial era of business farming is required. It is 
therefore essential to identify and evaluate strengths and weaknesses pertaining to past 
performances in the country and successful small-medium enterprise (SME) models in 
other countries in order to be able to adequately prepare a developmental strategy to 
assist small-medium scale producers in Fiji.    
The Fijian government established policies of import-substitution and imposed 
tariffs and trade barriers from the early 1970s to the mid-80s. This is when deregulation 
started to take precedence due to political instability.  An evaluation of the effects of 
this indicates that Fiji cannot afford to revert to a pre-colonialism type of strategy.  Nor 
can it reside on the subsistence and self-regulating conventional living which would 
exclude it from the outside world in terms of trade and political affiliations.  The 
experience of the previous civil turbulence in the nation gave the loud message that Fiji 
cannot afford to be estranged from its trading partners.  There are opportunities 
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available through globalization that can be utilized by a developing nation.  If one is 
better off economically at the end of the day owing to globalization, disregarding wealth 
disparity, initial environmental degradation and societal setback, then the former should 
be the decisive choice for the nation.  Globalization also entails free trade, which has 
been a key contribution to economic growth in Fiji.  Free trade allows the opportunity to 
consolidate and improve on comparative advantages and trade with commodities that 
are better produced abroad (Junarsin, 2009, Burtless et al., 1998, John et al., 2009).  
In regards to state market performance, it is clear that a weak marketing 
network was exposed which could not maintain consistency in commodity quality and 
supply.  The failure of the government-initiated market body to statistically analyse the 
market climate and predict an alternative plan besides current production, showed the 
essential need for a strong market analysis network to prepare for upcoming changes 
(McGregor and Gonemaituba, 2002, Narayan et al 2008).  This was seen in the 
unexpected demise of the cocoa industry in the early 1980s (Takele, 2010).  It may also 
point out the notion that the government would do best by providing the infrastructural 
platform conducive for private sector involvement in trade and marketing services 
(Asian Development Bank, 1996, John et al., 2009). 
The reliance of cooperatives on government assistance has significantly 
influenced the perceived unsuccessfulness of previously attempted cooperatives in Fiji 
(Singh, 1985).  Past cooperatives have also shown to falter in several areas.  There has 
been a lack of networking with other cooperatives, private enterprises, research 
organizations, trade groups and major corporate companies (Pathak and Kumar, 2008).  
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This is primarily due to the lack of trust between parties.  Problems surrounding 
traditional communalism that tends to override the cooperative business philosophy, 
have also posed significant difficulty (Premadas, 1995).   
However, given the confounding conditions facing SMFs in terms of isolation, 
lack of resources or training and many other hindering factors, agglomerating farmers 
remains the most appropriate strategy for Fiji (Hervas and Albors, 2009, Tapuaiga, 
2004).  This then demonstrates how necessary it is to investigate avenues around the 
stumbling blocks of previous agricultural cooperative endeavours.    
By identifying key points of weakness, strategic interventions can be 
implemented to meet the agricultural sector requirements for a restructure.  It is likely 
that once identified, this change would necessitate a paradigm shift for farmers in how 
they conduct farming at a business level.  In addition, it would provide a structural basis 
to bring into realization the economic potential available through agglomerating small-
medium scale farmers through clustering.    
 
 
2.5 The Concept of Clustering 
 2.5.1 Overview 
The concept of clustering in developing countries has been widely researched.  
These studies have been conducted from a number of different approaches of cluster 
implementation.  In recent years, a large number of countries around the world have 
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chosen cluster-based economic development to propel their economies to new levels of 
competitiveness (Cortright, 2006, Tambunan, 2005, Parrilli et al., 2010).  
Through clustering, enterprises of similar interest are agglomerated so they may 
collectively yield greater economic benefit (Porter, 1990, Richard, 1996, Porter, 2000, 
Jitesh et al., 2009). This agglomeration often includes suppliers of input, exporters, 
government institutions, business associations, providers of business services and 
agencies that support clustered enterprises (Porter, 1998, Cortright, 2006).  Empirical 
results show that collaborative action among small-medium scale enterprises (SMEs) 
has many benefits which include: upgrading business endeavours (Kaplinsky, 2000, 
Kaplinsky and Readme, 2001, Jitesh et al., 2009); achieving a commodity quality 
standard that meets export requirements (Czinkota et al., 2004, Nadvi and Schmitz, 
1994);and reducing transaction costs (Brautigam, 1997, Tulus, 2009).  This results as 
smaller firms cluster together as opposed to attempting to address these demands as 
single entities (Sharma and Wadhawan, 2009). 
2.5.2 Limited Study 
Interestingly, very little research documentation can be found on the concept of 
clustering in Fiji or in the Pacific Region (Stunnenberg, 2007).  This has prompted the 
United Nations Development Project (UNDP) to investigate the adoption of a cluster-
based development strategy for small-medium scale farmers (SMFs) in the region 
(United Nations, 2001, Gnyawali et al., 2006).  The smallness of farm sizes makes the 
phenomena of clustering a necessity in terms of widening the resource base, facilitating 
collaboration with other SMFs to improve efficiency, sharing costs, and competing at 
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the corporate level (Hunter, 2007, Chipika and Wilson, 2006, Hervas and Albors, 2009).  
But the question of how this will best be facilitated has not been succinctly available in 
literature, particularly in relation to the unique needs of SMFs in the Pacific or Fiji. 
2.6 The Proposed CCM 
This study will look at the concept of clustering of SMFs in Fiji through a self-
sustaining marketing intermediary; and will investigate its appropriateness for the 
agricultural sector.  With ninety percent (90%) of Fiji’s agricultural sector consisting of 
SMFs (MAFF, 2009, Otanez et al., 1999), clustering is seen to have the potential to be 
culturally and economically sustainable.   In contrast to definitions by various scholars 
that SMEs consist of no more than 200 workers (Uzor, 2004, Tambunan, 2005, Shepherd 
and Wiklund, 2005); this study defines SMFs as individual farmers who cultivate 4-6 
hectares of land, although the vicinity farm size extends to 50 hectares (Otanez et al., 
1999).  This study proposes to use the concept of a self-sustained marketing 
intermediary (MI) as the mediator between SMFs and buyers (Taulealea, 2005, 
Menkhaus, 2002, Eric, 2001); and this will build upon the underlying basis of clustering 
by using vertical and horizontal partnerships (Visser, 1999, Anonymous, 1993).  This 
concept is called the centralized clustering model or the CCM.  The CCM proposes to 
agglomerate individual SMFs into clusters that are amicable for viable collaboration and 
interaction. 
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2.7 What is Clustering? 
There are many definitions pertaining to the concept of clustering that are 
available in academic literature. This stems from the fact that the concept may be used 
for a variety of different business structures, applications and categories.  The different 
definitions of clustering are largely based on the categories from which they originate, 
such as: national-regional-cross-border clusters, clusters of competence, or industrial or 
production systems (Carpinetti and Lima, 2009, APEC, 2005, Cortright, 2006).   
Clustering is seen as a way in which to increase SME effectiveness, support 
collective research, rationalize a whole industry, and implement environmental 
management systems.  It is strongly premised on the notion of agglomerating 
enterprises with related economic factors and organizations for the purpose of drawing 
productive advantage through mutual proximity and associations (Porter, 2000, 
Carpinetti et al., 2007, Sharma and Wadhawan, 2009).  
Despite the different definitions, most share the fundamental ideas of proximity, 
networking and specialization.  
2.8 Reasons for Clustering 
2.8.1 Smallness of Size and Disparity 
Small-medium scale enterprises play various roles in achieving economic 
development in developing countries. They not only provide employment opportunities 
for an abundant labour force, but they also generate dynamism by realizing 
entrepreneurial capability (Hew and Nee, 2004, Tambunan, 2005, Walker and Preuss, 
2008).  Small-medium sized enterprises have also been major vehicles for both 
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employment creation and the diffusion of innovations at local and regional levels, 
especially in less developed economies (Suarez-Villa, 1989, Haar and Meyer-Stamer, 
2008, Galbraith et al., 2008). However, SMEs are often unable to capture market 
opportunities which require large scale production, homogeneous standards and a 
regular supply (Uzor, 2004, Celgie and Dini, 1999, Tambunan, 2005, Fesser, 2004, 
Sharma and Wadhawan, 2009).  
In the case of Fiji, SMFs have failed to meet international and hotel market 
standards stemming from their isolation and smallness (Veit, 2007, Narayan et al., 
2010).  Due to these limitations, small business endeavours experience difficulties in 
achieving economies of scale in the purchase of inputs such as equipment, finance, and 
consulting services. According to Thwala and Mvubu (2009), small firm size and 
geographic isolation are often viewed as sources of economic vulnerability which might 
adversely affect the economic growth and performance of SMEs.   
2.8.2 Stability 
The issues of smallness and isolation, limited access to market information, and 
high business operation costs, yield low production efficiency and poor product design; 
this ultimately results in lower gross margins (Sharma and Wadhawan, 2009, Muma, 
2002).  Because of the fierce struggle required to preserve their narrow profit margins, 
island entrepreneurs are often locked in their routines and unable to embrace 
innovative improvements to their production techniques/strategies, or to look beyond 
the boundaries of their farms to capture new market opportunities (Baldacchino, 1999).  
In addition, elusive economies of scale, the absence of technological know-how, high 
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freight costs, and a lack of marketing expertise have also made the penetration of Fijian 
products into the world market very difficult (McGillivray et al., 2008, Baldacchino, 
1999, Collier et al., 2003).  The vulnerability of small firms to external forces poses a 
great threat to the sustainability of the SMEs.  
Clustering of enterprises can address these problems (Chung and Tibben, 2006). 
When clustering is functioning effectively, it addresses the primary limitations of 
smallness of size, production process, marketing, and procurement of inputs 
(McGillivray et al., 2008, Reid and Carrol, 2006).  The cooperation of enterprises through 
clustering may take advantage of external economies such as: the presence of suppliers 
of raw materials, components, and machinery parts; the presence of workers with 
sector-specific skills; and the presence of workshops that make or service production 
equipment (Nadvi and Schmitz, 1994, Sawers et al., 2008).  The challenge, however, is to 
provide an amicable structure capable of sustaining the clustering ideology.  
2.8.3 Trust 
One of the biggest challenges facing cluster-based economic development is that 
of getting competitors to trust each other and to agree to make a conscious effort to 
work together on joint initiatives. Trust is embedded within the concept of what 
economists mean by the term social capital.  Social capital describes those “features of 
social organization, such as trust, norms and networks that can improve the efficiency of 
society by facilitating coordinated actions” (Rodgers, 2010, Putnam, 1993, Hatzakis, 
2009).  Thus, social capital plays a critical role in the development of a successful cluster 
initiative (Hospers and Beugelsdijk, 2002, Iyer, 2007, Aleksandar et al., 2007). 
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The issue of trust will be crucial for the Fijian context as in the case of hotels, 
they will be willing to work in contractual collaboration with farmers only if they are 
guaranteed quality and consistency of supply of fresh agricultural commodities (Eric, 
2001, Veit, 2007, Vining and Young, 2006, Trienekens and Zuurbier, 2008).  This is not 
feasible at the individual scale level of farmers due to their small sizes and therefore 
warrants collaborative networking amongst farmers to meet the mass requirement of 
the market.  
2.8.4 Stability 
This study argues that clustering on its own will be futile without providing 
structural support to uphold the benefits that can be accrued by clustering.  In 
Indonesia, a country with a similar economic structure to Fiji, clustering has run into 
several challenges (Tambunan, 2005).  The difficulties of the clustering concept in that 
country have been mainly attributed to the neglect of cluster linkages to markets, the 
neglect or erosion of individual SMEs' self-organization potential, and limited support 
from the local government and private organizations (Tambunan, 2005).  When a 
support structure is present, it can be viewed as a competitive networking tool.  With 
this in place, clustering can facilitate the development of local economic strategies and 
capabilities to achieve competitiveness in the global market; especially in small and 
open economies (Felzensztein, 2003, Cortright, 2006, Carpinetti and Lima, 2009).   
2.9 Benefits of Clustering 
Entrepreneurs who have conducted research into clustering agree that clusters 
increase productivity.  Wolfe and Gertler (2004) argue that clusters increase productivity 
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as a result of the specialized support achieved through access to the following four 
competitive advantages of clusters: superior access to specialized inputs, diverse 
specialization, improved capacity to innovate through access to knowledge, and the 
stimulation of the process of business formation through start-ups and spin-offs.  
Breschi and Malerba (2001), Von Hipple (1994) and Shepherd (1999) complement the 
work by Wolfe and Gertler (2004), but place more emphasis on factors related to the 
use of informal social interactions to transfer knowledge.  (Tambunan, 2005) identifies 
better access to a variety of resources such as information, technology, suppliers, and 
markets as factors enabling cluster firms to operate more productively. Increased 
productivity has been identified as an important benefit of grouping small enterprises 
together through clustering.   
However, other essential factors must be considered to effectively group clusters 
that will ultimately yield increased productivity.  For example, in the wine cluster in New 
Zealand, the dominant issue in its development has been the extent to which 
participants have felt a need to cooperate as opposed to simply wanting to cooperate 
(Simpson and Bretherton, 2004, Aleksandar et al., 2007).  In essence, a cluster has been 
found to be much more than just a geographic concentration of interrelated businesses.  
It is really a process whereby competing firms work together to solve problems and 
address challenges that, due to the lack of resources, they are unable to address and 
solve as individual business entities.  Porter (1998) affirms this by stating: “the mere co-
location of companies, suppliers, and institutions creates the potential for economic 
value; but it does not necessarily ensure its realization.” 
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The vital pursuit for economic value is established through what Schmitz and 
Nadvi (1999) call collective efficiency.  Collective efficiency is the competitive advantage 
attained through the combination of external economies of scale and joint action.  
While external economies of scale are passive and often fall into the producer’s lap, 
joint action is active and can only be  achieved through conscious collaboration (Schmitz 
and Nadvi, 1999).  The central focus of any clustering strategy should be to get 
businesses to work together to identify collaborative solutions to commonly shared 
problems (Diez, 2001).  Successful clusters promote collective learning that tends to be 
bottom-up and interactive in nature (Landabaso, 1995, Reid and Carrol, 2006).  
Collective efficiency is powerful, and is the essence and lifeblood of successful cluster-
based economic development initiatives.  
The continued development of clusters will have an impact on competitiveness 
within countries and across national boundaries. The clustering ideology should 
promote both competition and cooperation with rivals competing intensely to win and 
retain customers; for without vigorous competition, the structure will fail.  Zineldin 
(2004) describes this as co-opetiton: where independent parties cooperate with one 
another and co-ordinate their activities and in so doing collaborate to achieve mutual 
goals, but at the same time are in competition with each other and with other firms.  Yet 
there is also cooperation, much of it vertical, which involves related industries and local 
institutions.  Competition can coexist with cooperation because they occur in different 
dimensions and among different players (Porter, 1998, Bengtsson and Kock, 2000, 
Richman, 2003, Hervas and Albors, 2009).  Clusters affect competition in three broad 
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ways:  first by increasing the productivity of companies based in the area; second by 
driving the direction and pace of innovation, which underpins future productivity and 
growth; and third by stimulating the formation of new businesses, which expands and 
strengthens the cluster itself (Porter, 1998, Hervas and Albors, 2009). The 
empowerment of business owners and decision makers in identifying a collective 
pathway to higher levels of competitiveness is critical to cluster success. 
Every cluster-based economic development initiative should be uniquely 
designed to reflect the cultural, political and economic context of the geographic region 
within which it functions (Diez, 2001, Porter, 1998). However, although seemingly 
workable from the outset, the clustering concept must be immersed within the socio-
economic environment of a country (Pathak and Kumar, 2008).  In order to assess the 
socio-economic environment, a thorough feasibility study of the social, cultural and 
economic structure of the country must be conducted.  This will assist in country-
specific strategizing and enable the adoption of the most appropriate clustering 
dimensions. 
2.10 Dimensions of Clusters 
One key to understanding clusters is to recognize that there are multiple dimensions 
that can impact cluster relationships. These include local geography, social distances, 
technology, and production flows.  Not all clusters operate in all dimensions.  Clustering 
is about proximity. The underlying rationale is that businesses that are closer to one 
another have collective advantages that are unavailable to businesses that are further 
away.   
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Three dimensions of culture were considered by Feser (2004):  life cycle (existing, 
emerging, and potential); linkages (buyer-supplier or labour pool); and geography 
(regional or state-wide).  In some cases, a cluster may be thought of as a broad industry 
in a state or metropolitan area, and in others, it may be seen as a narrow set of products 
in a specific neighbourhood.  
Tambunan (2005) specified four types of cluster by which clustering initiatives in 
Indonesia could be categorised.  They are artisanal, active, dynamic and advanced.  The 
artisanal cluster consists mainly of micro enterprises that experience low productivity 
and as a result their wages are also low.  In addition they are stagnated, meaning there 
is (no) market expansion, increased investment and production, improved production 
methods, and no management, organization and production development. They sell to 
the local market whereby buyers are mainly low-income consumers, and they use 
primitive tools and equipment.  Many producers who are illiterate and passive in 
marketing have no idea about their market and the role of middlemen is dominant, 
even though they are fully dependent on them for marketing.  As a result there is a low 
degree of inter firm cooperation and specialization (i.e.) no vertical cooperation among 
enterprises and no external networks with supporting organizations. 
Active clusters use higher-skilled workers and adopt better technology.  They 
have access to national and export markets and are active in marketing.  The degree of 
internal as well as external networks is high.  For the dynamic cluster, trade networks 
overseas are said to be extensive; with internal heterogeneity within clusters in terms of 
  
42 
size, technology, and served market being much more pronounced.  In addition, leading 
and pioneering businesses play a decisive role. 
The advanced cluster shows that the degree of inter-firm specialization and 
cooperation is high.  At this stage, business networks between enterprises with 
suppliers of raw materials, components, equipment and other inputs; providers of 
business services, traders, distributors, and banks, are well developed.  In addition, 
cooperation with local, regional, or even national government, as well as with 
specialized training and research institutions such as universities is said to be good.  
Moreover, many businesses are export-oriented and this is mainly achieved through 
exporting companies. 
Despite the various clusters depicted by Tambunan (2005), it must be borne in mind 
that clusters vary from industry to industry and from place to place, and operate in 
many different dimensions.   Different clusters have different needs.   There is no one 
set of policies that will make all clusters successful or that will ensure success for all 
clusters.  For example, a technology-cluster may require help with research or capital, 
while a metal industry cluster may require assistance with job training or in its 
deployment of technology.  For the wine cluster example in New Zealand, it might 
require a networking strategy to explore potential market opportunities collectively 
(Simpson and Bretherton, 2004).  For the centralized clustering model, it involves 
agglomerating SMFs and would entail training in the area of phase planting for 
continuity, agronomic and post-harvest practices to ensure quality is achieved and 
maintained.  In all aspects, the management and organization of clusters do play an 
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important role in the sustainability of cluster organizations. In the holistic operation of 
the CCM, it will be crucial to ascertain the organizational and management impact on 
Fiji’s socio-economic environment.  At the end of the day, it is the economic 
sustainability of a project that counts. 
2.11 Management and Organizational Capability 
A developmental project or cluster organization involving SMFs that is unsustainable 
may leave the organization, SMFs and customers (hotels, exporters, overseas buyers) 
vulnerable to increasing market forces.  The management of projects has therefore 
become an essential business process that supports organizational performance and 
ultimately affects society (Chulkov and Desai, 2005, Verzuh, 2003).  Organisational and 
management ability, which plays an important role in the success of SMFs, is an area 
lacking in the Pacific Islands especially among indigenous populations (Asian 
Development Bank, 1996, McGregor and Gonemaituba, 2002, Kumar and Reddy, 2008).  
Attributes such as business and operational management, financial control, record 
keeping, marketing and customer focus, access to information, use of technical advice, 
keeping abreast of market information, forward planning, research and technology; 
these are some key contributors for SME success and sustainability (Asian Development 
Bank, 1996).  
The question to be raised is how will SMFs take on such responsibilities?  It is absurd 
to identify such elements as organizational and management ability by developmental 
organizations as lagging, while SMFs’ small farm sizes coupled with the surrounding 
social structure makes it infeasible to accomplish these prerequisites for sustainability.  
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It would be easy for the Asian Development Bank to identify these shortcomings 
pertaining to agriculture development, but in reality this will continue to be a challenge 
without remedial actions.  As such, this study proposes a developmental model termed 
the centralized clustering model (CCM).  It is founded on the ideology of clustering 
specifically aimed at assisting SMFs in the area of quality and consistent supply to meet 
market requirements.  This is further discussed in the next section. 
2.12 Foundational research for the Centralized Clustering Model 
The foundations of the centralized clustering model (CCM) are built upon the 
concept of clustering, and it is structured with the aim of advancing a network of 
clusters through connections and participation with consumers and research and trade 
groups, via a marketing intermediary (MI).   
 Several studies on clustering namely by Uzor (2004), Miller and Besser (2000), 
Felzensztein (2003) and Tambunan (2005) provide the foundation for the centralized 
clustering model.  In addition, a feasibility study conducted by Collier et al., (2003) on 
how to revamp Fiji’s agricultural sector in the face of Fiji’s ailing sugar industry, and a 
country report by McGregor and Gonemaituba (2002) on Fiji’s agricultural marketing 
system, provided impetus for the marketing aspects of the CCM.   
The results and findings gathered from the different studies have showed diverse 
perspectives in the clustering ideology and the important role marketing plays in the 
sustainability of clustering small-medium scale enterprises (SMEs).  
2.12.1 Study by Uzor (2004) in Nigeria 
  
45 
The study by Uzor (2004) analyzes the economic dynamics of small-medium scale 
cluster enterprises in Nigeria.  The study probes into the kind of constraints 
experienced, and the role of the state institutions in terms of small scale enterprise 
development.  The forms of interaction identified for the selected region were 
conducted using sampled entrepreneurs within the chosen cluster with selected 
questions put forward.  The questions were related to the kind of growth constraints 
experienced and the role of the state and institutions in small scale enterprise 
development.   
2.12.1.1 Framework for clustering 
The framework for clustering in the SE region of Nigeria focused on localization, 
inter-firm networking and joint action.  In this case, the clustering ideology in the study 
involved furniture making by carpenters from two localities; Orgwi and Asata.  The 
structure for the two groups respectively included area of coverage (300 and 100 square 
meters); number of workshop units (60 and 20 units); number of workers per workshop 
unit (3-10 and 2-5); number of apprentices per workshop unit (2-4 and 1-2); nature of 
production system (unsystematic for both groups); and nature of capital intensity 
(simply the availability of hand tools for furniture making) (Table 2.1).   
 
 
 
 
Table 2.1 The structure of the Cluster 
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Structure Orgwi carpenters- SSE Clusters Asata carpenters – SSE Cluster 
Area coverage 300 square meter 100 square meter 
Number of workshop units 60 units 30 units 
Number of workers per unit 3-10 2-5 
Apprentices per workshop unit 2-4 1-2 
Nature of production system unsystematic unsystematic 
Nature of capital intensity Hand tools Hand tools 
Source:  (Uzor, 2004) 
The inter-firm relationship is mainly horizontal.  The small firms in the cluster 
cooperate by sharing hand tools, information on conditions and sources of raw 
materials as well as sharing the transport costs on raw materials through joint 
purchases.  The Orgwi carpenters’ union installed a central saw for the enterprise in the 
cluster.  The carpenters can cut bulky wood planks to specific sizes at minimal costs,  
thus reducing both transport and production costs of the small size enterprises (SSEs).  
Vertical cooperation existed only through subcontracting from the Nigerian 
Construction Company (NCC). The company collapsed in mid-1980 due to management 
and corruption, followed by withdrawal of the foreign technical partner. The 
productivity of the SSE in the cluster declined drastically.  In terms of joint action, this is 
apparent among Orgwi carpenters (Table 2.3).  These actions are deemed to reduce 
production costs on the one hand and to increase learning on the other.   
 
 
Table 2.3 Forms of joint action in the cluster 
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Cluster Bilateral (between firms) Multilateral (firms, inst. & associations) 
Orgwi Carpenters 2 firms buy planks in bulk to reduce 
transport costs 
SSEs and GTC 
Asata Carpenters 2 firms buy planks in bulk none 
Source:  (Uzor, 2002) 
The bilateral actions among firms are to reduce costs, as individual small firms 
cannot bear the transportation costs of bulk wood planks for furniture making.  Two 
firms usually make bulky purchases and share transportation costs.  Multilateral action 
is very weak with the only one in place being between the Government Technical 
College (GTC) and the cluster. The GTC provides some technical advice on new 
production systems to the SSEs in the cluster.  The SSEs in turn provide practical training 
for the students of the GTC.  The quality of furniture produced in the cluster is below 
standard because there is low competition.  The export possibilities are few because the 
quality of furniture products supplied to the local market is far below International 
Standard Organization standards.   
2.12.1.2 Limitations Lessons learnt 
The productivity of the cluster declined drastically, not only due to the collapse 
of the major Nigeria Construction and Furniture Company (NCFC), but also due to the 
absolute decline of direct procurement by the government agencies in the region.  In 
addition, the supply of poor quality furniture resulted in low production and weak 
expansion of the cluster. Weak infrastructure and support impacted the growth of 
clusters.  This included poor roads and inadequate public utility services.  In addition, 
firms were operating under hazardous health conditions, implying that social costs tend 
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to be higher than social benefits in the clusters.  The only educational institution 
passively supporting the cluster was the GTC.  There was little or no direct support from 
the local chamber of commerce and industry for the cluster.  Furthermore, SME 
development constraints in Nigeria were not only due to policy problems, but also to 
non market order behaviour.  It is difficult for the SSE clusters to grow in an 
environment where civil and commercial laws are very weak; political instability and 
ethnic differences have induced corruption in public institutions and information about 
a firm’s activities and market transactions are not documented. Banks and formal credit 
institutions also have difficulties in giving loans or credit to small entrepreneurs in the 
cluster.  Valued securities submitted for credit guarantee by small entrepreneurs are not 
adequate and sometimes collateral submitted for loans does not exist.  
2.12.1.3 Findings 
The findings on clustering showed the importance of SME development.   Strong 
theoretical arguments were put forth in the study to indicate how social interactions can 
induce confidence in entrepreneurship development.  However, the results indicated 
that there were no effective institutions supporting the cluster development in Nigeria.  
As a result, there is a need for partnership building between the state, institutions and 
the private sectors in order for SME development to occur.  According to Uzor (2004), 
such relationships would play an important role in economic development especially in 
infrastructure and capacity building.  The paper strongly suggested that incentives 
should be made in order to motivate the growth of African SME clusters.  This can be 
seen through the opening of new market opportunities and dismantling some trade 
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barriers that negatively affect SME development, a move which is imperative in the 
current wave of globalization of the world economy.  Also, the notable absence of 
vertical integration along the production stages is an area of concern, implying that 
there is a vacuum within the industrial structure.  It has been found that SMEs in Nigeria 
lack the capacity to participate in a global value chain; meaning that the role of large 
firms in inter-firm cooperation is significant.   
2.12.2 Study by Miller and Besser (2000) in Rural Iowa 
Another approach, investigated by Miller and Besser (2000), examines whether 
small business owners and managers can be clustered on the basis of the values they 
hold towards their communities, and whether cluster designation was significantly 
related to the kind of business strategies employed.  Their study measured community 
values and management strategies by the self reports of 1,008 small business operators 
in 30 rural Iowa communities.  According to Miller and Besser (2000), small businesses 
have been especially ignored by corporate social responsibility scholars.  There seemed 
to be bias towards bigger corporations and thus studies on social responsibility in small 
businesses have been suppressed.  A theoretical model of business social responsibility, 
termed the enlightened self-interest model by Aram (1989), maintains that socially 
responsible actions on the part of businesses will be reciprocated by the community 
under certain circumstances.  This occurs through (1) an enhanced public image which 
increases the number of customers buying the products or services; (2) the willingness 
of banks to offer these businesses attractive rates on loans; (3) the increased probability 
that suppliers will treat them fairly; (4) higher employee morale and an edge in 
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attracting and retaining good employees; and (5) an increased number of collaborators 
seeking them out as partners in lucrative ventures.  It is in this sense that social 
responsibility to community can be seen as a strategy for business success.  On the 
other hand, community support does involve expenditures that may force the business 
to raise prices above those available from non-contributing businesses or to reduce 
profit margins – dangerous practices in highly competitive markets.  
2.12.2.1 Research Hypothesis 
Their argument presented suggests that residents, and by extension business 
owners and managers, will engage in socially responsible behaviour in accordance with 
their own personal values of community attachment and social responsibility, which are 
in turn associated with the values of collective action prevailing in the community.  Since 
personal values and community collective action vary, the authors expected variation in 
the levels of community attachment and social responsibility exhibited by small business 
managers and owners.  Specifically, they posited that business operators can be 
grouped on the basis of similarities in levels of community values and as a result they 
forwarded the following three hypotheses:  
H1: Small business operators located in small communities can be grouped on the 
basis of their community values. 
 
            H2: Community values of small business operators will vary in accordance with the    
            selected demographic characteristics. 
 
H3: The evaluation by small business operators of the importance of various 
business strategies will differ in accordance with their community values, 
selected demographic characteristics. 
 
2.12.2.2 Findings 
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In the study, respondents identified five strategies based on value cluster 
designation.  The identified strategies were:  (1) working to strengthen the local 
community; (2) providing wider choices; (3) cooperating with other local businesses; (4) 
professional development for owner; and (5) networking with businesses outside the 
community for mutual benefit.  For both types of business strategies, cluster three was 
significantly lower than clusters one and two.  This suggests that small business strategy 
formation does differ by the level of community values.  It appears that the impact of 
personal resources such as education, household income and community attachment 
could be interchangeable in generating business social responsibility. 
In retrospect, their arguments suggest that residents, business owners, and 
managers will engage in socially responsible behaviour in accordance with their own 
personal values of community attachment and social responsibility.   These values in 
turn reflect the values of collective action that are currently prevailing in the 
community.  The five scope strategies that were examined were perceived to be 
significantly different in terms of their importance to cluster formation.  The study 
showed that significant relationships exist between the community values, business 
demographics and strategies for success used by business operators.  
12.2.3 Study by Felzensztein (2003) 
In contrast to the focus on values, Felzensztein (2003) concentrates on the role 
of developing joint marketing activities and alliances accruing from firms in close 
proximity to each other.  Three in-depth semi-structured interviews were conducted in 
the salmon farming industry cluster, located in the rural and remotes areas of the 
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northwest of Scotland.  These interviews represented the first explorative insights of a 
three year research project, which aimed to understand how companies cooperate in 
joint marketing when they are located in close proximity.  They were conducted with 
Directors of two SMEs involved in the value chain activities of the industry; the third was 
conducted with the CEO of a Trade Association.  This specific industry sector was chosen 
because it had the characteristics of an industrial district or regional cluster.   
In the literature review, many articles can be found which examine the topic 
from an economic/geographical perspective to a more strategic perspective.  However, 
although there is extensive literature on this topic, only very limited research exists to 
indicate the degree of impact that industrial clusters have on marketing activities at 
local and international levels, which represents a gap in the body of knowledge that this 
study will supplement. The aim of this research was to investigate regional clusters and 
their impact on the firms’ joint marketing activities through a cross-country analysis in 
Scotland. 
2.12.3.1 Purpose of Study 
The purposes of this research are summarized by the following objectives:  (1) To 
build an understanding of and relationship between the issues related to inter-firm 
cooperation and marketing externalities in regional clusters; (2) To investigate the 
influence of regional clusters in the development of marketing externalities and joint 
marketing activities; (3) To explore differences in the marketing externalities with regard 
to the comparison between clusters located in two countries of different levels of 
economic development. According to the above research objectives, the specific 
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research questions for this study were:  (1) What is the effect of clustering on joint 
marketing activities of individual firms in a domestic and international context?  (2) 
What are the joint marketing activities that firms perform within a cluster?  (3) Are 
these interactions part of personal or business networks?  (4) If joint marketing activities 
can influence internationalization, how is this likely to happen?  (5) Is there any country 
specificity in the types of joint marketing activities that companies in a cluster use? 
2.12.3.2 Results of Felzensztein (2003) Study 
 The results showed that companies located in close proximity tend to 
collaborate in some aspects of the production process.  However, geography seems not 
to be an important factor leading to inter-firm cooperation in marketing activities.  
Moreover, the use of electronic means in building networking among firms has changed 
the rules of geography.  As a result, companies located in close proximity do not talk 
about marketing or conduct joint marketing activities because of the issues of strong 
competition in the industry.  More than geographical proximity, the social elements and 
the role of informal contacts, cooperation with trade associations, common culture 
within a region, mutual trust, commitment and understanding among companies, seem 
to be key issues in building collaborative arrangements in marketing.  
 2.12.4 Study by Tambunan (2005) 
Tambunan (2005) evaluates the cluster strategy by exploring why some clusters 
do better than others.  The researcher reviewed the development of most SME clusters 
in Indonesia with the available cluster information.   The main aim of the study was to 
answer the following questions:  do all existing clusters do well? If not, why do some 
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clusters perform well, while others do not?  What were the main characteristics of 
poorly-performing or stagnated clusters?  
The review of the performance of SME clusters in Indonesia was based on 
selected important studies that were available for verification.  SME clusters can be 
found in all provinces, with most of them located in rural areas.  The clusters were 
established naturally as traditional activities of local communities whose production of 
specific products have long been proceeding.   
2.12.4.1 Foundational Cluster Structure for Indonesia 
In the era of world trade liberalization and economic globalization, great 
demands are made on the ability of SMEs to improve their efficiency and productivity 
and to adapt to and be flexible as regards market, product, technology, management, 
and organization.  As the era generates larger market opportunities, individual 
enterprises are often unable to capture these opportunities that require products with 
better quality and prices and good service after sale, larger production quantities, 
homogeneous standards and regular supply.  Many enterprises experience difficulties 
achieving economies of scale, and they also constitute a significant obstacle to 
internalizing functions such as training, market intelligence, logistics, and technology 
innovation, and can also prevent the achievement of a specialized and effective inter-
firm division of labour, all of which are at the very core of firm dynamism.  Through 
clustering, individual enterprises can address their current problems related to their 
size, production process, marketing, procurement of inputs, risks associated with 
demand fluctuations, market information, and can improve their competitive position.  
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Through cooperation between enterprises in a cluster, they may take advantage of 
external economies: the presence of suppliers of raw materials, components, machinery 
and parts; the presence of workers with sector-specific skills; and the presence of 
workshops that make or service the machinery and production tools.  A cluster will also 
attract many traders to buy the products and sell them to distant markets.  Also, with 
clustering of enterprises, it becomes easier for the government, large industries, 
universities, and other development supporting agencies to provide services.  The 
services and facilities would be very costly for the providers if given to individual 
enterprises in dispersed locations. 
Fig 2.01 Networks of a Cluster  
 
Source:  (Tambunan, 2005) 
Clustering creates external economies and joint actions and increases scope.  In 
effect, individual enterprises in a cluster can gain collective efficiency.  Close proximity 
facilitates the establishment by enterprises in the locality of industrial links without 
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substantial transaction costs or difficulties.  However, these economic advantages can 
only be achieved if the cluster has well-developed internal and external networks. 
Internal networks can be defined as business cooperation or links among enterprises 
inside the cluster, which can be in various forms, for example marketing, distribution, 
production, procurement of materials, and training for workers.  External networks are 
business and other forms of links between enterprises inside the cluster and actors 
outside the cluster, such as large industries (LIs), suppliers of inputs, providers of 
business services, and so on.   
Further, internal networks or inter-firm cooperation can be divided into horizontal 
and vertical cooperation.  The first type is cooperation among SMEs occupying the same 
position in the value chain.  Through such cooperation, enterprises can collectively 
achieve scale economies beyond the reach of individual enterprises and can obtain bulk 
purchased inputs, achieve optimal scale in the use of machinery, and pool together their 
production capacities to satisfy large-scale orders.  It also gives rise to a collective 
learning process, where ideas are exchanged and developed and knowledge shared 
among individual enterprises in a collective attempt to improve product quality, 
upgrade technology, and move to more profitable market segments.  The second type is 
cooperation among SMEs along the value chain. With this, an enterprise can specialize 
in its core business and subcontracts other related works to other enterprises in the 
cluster.  However, in many cases, it has been found that many individual enterprises 
have vertical cooperation with large industries (LIs).  
                              Fig 2.02 Internal and External Networks of a Cluster 
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Source:  (Tambunan, 2005) 
 
2.12.4.2 Findings from Indonesia Cluster Study 
This study concluded that SME cluster development policies regarding the 
improvement of conditions should include efforts to create specialized education and 
training programs; establish local university research efforts in the cluster-related 
technologies; support cluster-specific information gathering and compilation; and 
improve specialized transportation, communications, and other infrastructure required 
by the cluster. It is obvious that this approach is also very important from a regional 
economic development policy perspective.  The study also found that the development 
of clusters in a region should be supported by policies with a clustering approach which 
will also promote the development of related and supporting industries, industrial or 
suppliers parks, business development services, training facilities, local research and 
development activities, financial institutions, infrastructure and free-trade zones in that 
region.  It will also attract investment in that region from abroad or from other regions 
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within the country.  The development of clusters can also be an effective way of 
promoting rural economic development, as well-performing SME clusters will generate 
"trickle down effects" on other local economic activities, through their direct as well as 
indirect production and income linkages.  Government efforts to develop SME clusters 
in Indonesia, according to Tambunan (2005), can be traced back to the late 1970s with 
the introduction of a national program called BIPIK by the Ministry of Industry.  This 
program basically focused on promoting selected clusters showing some dynamism or 
good market potential.  The main strategy comprised training, donation of equipment to 
selected producers that had participated in training programs, provision of a special 
credit scheme to support acquisition of new machinery by clustered enterprises, and 
most importantly, the setting up of common services facilities, which included technical 
service units (UPTs).  Each UPT provides machinery and equipment that can be used by 
all enterprises in the supported clusters. 
As a whole, the results from this study on clusters in Indonesia show that SME 
cluster development policies should include several elements:  efforts to create 
specialized education and training programs, the establishment of research into cluster-
related technologies, the support of cluster-specific information gathering, and the 
improvement of specialized transportation, communications, and other infrastructure 
required by the cluster.  The study also found that the development of clusters in a 
region should be supported by policies with a clustering approach, as these will promote 
development.  
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2.12.5 Feasibility Study and Country Report by Collier (2001) and McGregor and 
Gonemaituba (2002) 
The comprehensive study presented by Collier (2001) and the country report 
authored by McGregor and Gonemaituba (2002) for the Fijian government respectively 
highlighted the potential available in Fiji’s agriculture sector.  The absence of a notable 
marketing infrastructure in rural areas has hampered SMFs’ ability to branch into 
commercial farming.  
The missing link presented in their papers suggested the need to establish 
collection centres to purchase fresh agriculture produce from farmers in villages within 
provinces.  This proposal supported Uzor (2004) and Tambunan (2005)’s findings that 
SMEs need structural support from business entities and that a strong marketing 
network is absent in SME clusters in Nigeria and Indonesia respectively.  It was also 
identified that besides Fiji’s traditional crops, other crop commodities such as ginger, 
root crops, tropical fruits and vegetables have a readily available market overseas at a 
face value of FJ$25 million dollars.      
In addition, the weak capacity of quarantine services to develop and negotiate 
market access, combined with limited extension capacity to service farmers seeking to 
comply with BQA requirements, has constrained exports.  As a result, there are 
inadequate internal linkages within the sector which can facilitate marketing, 
information flow and technology transfer.  For example, domestic grain production is 
largely focused on regional or household food security while domestic livestock 
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agribusinesses cannot obtain reliable local supply of feed grains that meet basic 
specifications and they thus rely on imports.    
In more remote areas such as Rakiraki and Vanua Levu, marketing networks are 
absent or very weak and physical access to markets is constrained and costly due to 
inadequate infrastructure.  Poor road and electricity infrastructure in western Vanua 
Levu has limited economic development and has been a critical factor in the demise of 
agribusiness projects there in the past.  Proposals for construction of improved port 
facilities have been tabled and agreement reached on Savusavu as the preferred 
location, as it already has facilities for loading ships with coconut oil and roll-on, roll-off 
ferries. There is potential to tie this infrastructure development into ongoing 
infrastructure assistance from the Asian Development Bank  
Solving production and marketing constraints requires the government to 
facilitate industry organisations to take the lead in industry development, improving 
product standards, and in marketing, and to strengthen organisations providing services 
critical to agricultural exports.  Technology constraints can be met by equipment and 
practices which are already used by a small minority in the sector and can also be 
adapted from appropriate designs and systems proven in similar contexts overseas. 
Increasing adoption of these technologies will however require training to acquire new 
skills, some adaptive research, and focused agricultural extension support.  
A key problem is the lack of a commercial ethic amongst farmers, a result of 
domination by a single, large industry which is governed by an award rather than 
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market forces, and which is also a result of government programs that have typically 
provided production assistance rather than production and management options.   
2.13 Summary of Findings 
The absence of a regulatory marketing agent in Fiji’s rural sector prompts the 
establishment of a marketing intermediary to be responsible for the marketing of fresh 
agriculture produce.  Although McGregor and Gonemaituba (2002), recommended the 
idea of establishing collection centres in rural sectors at a provincial level to channel 
agriculture commodities, it would need to encompass a sustainable concept in the light 
of history revealing consecutive failures in past agricultural projects (Takele, 2010, 
MAFF, 2009).  This is echoed by Uzor (2004), whereby SME clusters in Nigeria are not 
getting the support from stakeholders and marketing organizations. In the case of SMFs 
in Fiji, Collier et al., (2003) and McGregor and Gonemaituba (2002) identified that a 
sustainable marketing structure is the missing element in rural areas.  The CCM concept 
proposes the establishment of a self-sustaining marketing intermediary proposed by 
Taulealea (2005); and will utilize the clustering concept of agglomerating farmers within 
the same geographic location for collaborative networking and collective efficiency.  
Furthermore, the studies on cluster formation and marketing constraints by Uzor (2004) 
and Tambunan (2005) indicated that partnership is a significant component in the 
practical implementation of the clustering concept.  In order to appropriately initiate 
such strategies, the potential impact of social values on cluster development as 
projected by Miller and Besser (2000) must be carefully considered, together with the 
wide range of other influences that are specific to a particular region.  Based on these 
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findings, the strategy for the development of SMF clusters in Fiji will focus on strategic 
partnerships as stipulated by Uzor (2004); the bonding factors of common culture, 
values, and trust as suggested by Felzensztein (2003) and Miller and Besser (2000); the 
incorporation of appropriate training, and the implementation of relevant research 
(Tambunan, 2005).  
In light of identified constraints that tend to limit the effectiveness of individual 
SMFs, the CCM has been designed to create a strategy for farmers to sell their produce, 
as this will directly provide resources that may serve as a catalyst to improve the 
standards of living of the individual farmers.  In order to address constraints facing 
SMFs, the CCM proposes a structure based upon clustering that will enable the 
establishment of a consistent buyer for agricultural commodities via the concept of a 
marketing intermediary (Tulus, 2009).  This will create a flow for farmers’ commodities 
that will be channelled smoothly through the MI to local and export buyers.  
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3.0 CHAPTER 3:  THE CENTRALIZED CLUSTERING MODEL 
The centralized clustering model (CCM) builds on studies by Tambunan (2005), 
Uzor (2004), Felzensztein (2003), (Miller and Besser, 2000) , (Collier et al., 2003, 
McGregor and Gonemaituba, 2002) discussed in the previous section.  The model builds 
on the concept of partnership as suggested by Tambunan (2005) and Uzor (2004) by 
proposing strategic alliances with clusters of SMFs through a self-sustaining marketing 
intermediary and intends to develop strategic business partnerships with established 
buyers and trade and research organizations. In addition, the model incorporates 
traditional values of communalism and individualism as was evident in the study by 
Miller and Besser (2002).  The establishment of a self-sustaining marketing intermediary 
stems from a feasibility study conducted by McGregor and Gonemaituba (2002) and 
Collier et al. (2003) in which they highlighted the notable absence of marketing 
infrastructure in isolated rural areas in Fiji.  The creation of clusters was simply taken 
from the strategic importance of SMEs agglomerated together to achieve collective 
efficiency and networking as postulated by Felzensztein (2003), Tambunan (2005) and 
Uzor (2004). 
    The role of the central and self-sustained marketing intermediary in the 
proposed model is based on the notion of a governing body for the cluster networks 
proposed by McGregor and Gonemaituba (2002). This governing body provides expert 
business and farm management guidance to sustain the agricultural production 
requirements of SMFs.  The intermediary provides the market impetus required to 
sustain the cluster of SMFs in respective geographic locations.  This missing component 
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was identified by McGregor and Gonemaituba (2002) and Collier et al., (2003) as a key 
element required to rejuvenate the marketing of agricultural produce in rural Fiji.  The 
administrational and structural operation of the marketing intermediary over a 20 year 
period was conducted by Taulealea (2005).  This included a 20 year financial analysis of 
key agricultural commodities.  The concept of a marketing intermediary was also drawn 
from Menkhaus (2002), where a marketing intermediary is seen to act as a buyer from 
many small firms and a seller to strategic organized markets.  
This system not only enables primary producers to continue functioning in their 
role as farmers, but will also strengthen their production capability through strategic 
planning.  In addition, standards will be set for the type of produce accepted by the 
marketing intermediary (Trienekens and Zuurbier, 2008).  The intermediary will receive 
primary produce from the created clusters under its domain and will fulfil steps required 
for these products to reach the final destination.  The clusters will aim to provide the 
highest quality harvest and the marketing intermediary will facilitate their achievement 
of this aim through providing new farming technology, education and equipment.  As a 
result, a quality and consistent supply of harvested goods will be continually channelled 
through the marketing intermediary.  Ultimately, it is envisioned that through these 
quality products, a reputable regional brand name will be established (Uzor, 2004, Veit, 
2007, Hone et al., 2008).  
3.1 Marketing Intermediary  
The self-sustaining marketing intermediary will serve in the capacity of a 
monitoring system for the groups and will facilitate all supply and demand of primary 
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agriculture produce, oversee the production process of SMFs, establish contracts with 
buyers, provide input through training, technology and research, and will also be 
responsible for the packaging and shipment of agricultural produce.  The stakeholders 
will be individuals representing various organizations in Fiji.  They have a vested interest 
in the development of the agriculture sector and this includes hoteliers, academic 
representatives, selected participants representing private organizations and MOA 
agriculture personnel.    
The novel aspect of this model is that it integrates a self-sustaining marketing 
intermediary (MI), devised by Taulealea (2005).  According to Taulealea (2005): 
The financial plan for the MI included a 20 year plan whereby close to $1 million (M) Fiji 
dollars (F$) in capital investment will be required to prepare the basic infrastructure for 
the proposed market centre.  The major capital costs are the building facility 
(F$550,000); office equipments (F$14,080); 2 dump-tanks (F$10,000); 2 milk-vats/3 
coolers (F$124,000) and auto expenses (F$230,000).  These expenses are annualized 
over their lifetime to give the present value on an annuity basis.  The wages of 14 
employees and other expenditures linked to the operation of the MC are also factored 
in the economic analysis. 
 
A five year economic analysis (Yr1-Yr5) on nine agricultural commodities showed that the 
anticipated gross revenue (GR) to be realized was (F) $265,027, $388,962, $539,602, 
$652,189 and $787,261 respectively.  The expenditure in operating the market centre 
from Yr1–Yr5 stood at (F) $569,982, $587,086, $608,730, $628,584 and $657,080.  From 
Yr1–Yr3, the market centre will be running at a loss of (F) $304,955, $198,124 and 
$69,128.  However, an annual positive net return (NR) of F$23,605 and F$130,180 will be 
realized by Yr4 and Yr5 respectively.   
 
The MI will assume the task of a facilitator and seller to buyers with the 
fundamental goal of representing many sellers through strategic partnerships with SMFs 
(Houck 1984).  This approach is described by Spulber (1996) as one recognizing the role 
of smaller firms in an industry and coordinating activities between these firms.  
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According to Menkhaus (2002) an intermediary is an economic agent that buys from 
suppliers for resale to buyers.   
The MI would function within the existing clustering framework of the CCM with 
the marketing intermediary and the clusters of SMFs functioning in a symbiotic 
relationship.   A physical layout of the MI extracted from Taulealea (2005) can be found 
in Appendix 8.0. 
3.2 Cultural Approach   
The CCM is unique as it proposes to utilize both communalistic and individualistic 
approaches. It builds on Miller and Besser (2000)’s study on community values.  The 
study showed the significant relationships that existed between community values and 
business demographics.  In the case of Fiji, communalistic and individualistic behaviours 
existed with the Native and Indo-Fijian population. Communalistic (also known as 
collectivistic) by definition refers to a set of feelings, beliefs, behavioural intentions, and 
behaviours related to solidarity and concern for others (Hui, 1988).  Individualism refers 
to feelings of independence and self-reliance within society (Williksen-Bakker, 2004). 
This philosophy is represented in the clustering model through the interaction of the 
cluster network’s common goals toward achieving supply for the marketing 
intermediary.  It requires all members of the cluster to contribute towards the holistic 
requirement of the group in order to meet the demands of the market, which is vested 
through the MI.  It simply means that the market quota from established buyers is 
shared amongst individual members.   
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On the other hand, individualism is also satisfied in the model as each member 
of the cluster must work diligently and effectively in order to provide produce that 
meets the standard required by each member of the cluster network and as specified by 
the marketing intermediary.  So the concept fosters group work and interaction to meet 
market demands and quotas, while at the individual level, each member is required to 
fulfil their own tasks to meet the group target. 
3.3 Dimensions of the CCM   
The centralized clustering model is formed through the integration of three 
dimensions.  The primary dimension relates to the clusters of SMFs. The secondary 
dimension is the regulatory component of the model:  the concept of the Marketing 
Intermediary.  The tertiary dimension incorporates buyers and developmental 
organizations.  
3.3.1 Primary Dimension 
The primary dimension deals specifically with the SMFs.  This dimension provides 
an explanation of the actual implementation design of the clustering of SMFs, and 
serves to demonstrate how the clusters interact with each other and with the marketing 
intermediary.   
The factors of farm size, location, ownership structure, and contractual 
agreement play an influential role in defining the means by which each cluster of SMFs 
is agglomerated. In effect, this dimension creates boundaries for each business 
enterprise, and influences how it operates within the agricultural industry and in related 
markets.  
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In the CCM, the average number of SMFs per cell cluster will range from 6-15, 
with five cells making up a zone cluster of 30-75 SMFs.   Each cluster will comprise SMFs 
who are located within the same geographic vicinity for ease of transport costs, the 
efficient communication of market specific information, and machinery sharing.  The 
CCM plans to offer SMFs the opportunity to earn commissions when contractual 
agreements are maintained as a means of providing an impetus for continued 
productivity.    
The zone-cluster aspect of SMFs incorporates identified individuals who work 
together in specific roles to achieve the common goal of the business.  This jointly 
involves cell leaders, SMF managers and SMFs. Skills, training, cluster conditions, 
benefits, and rewards have been identified as having a significant influence on SMFs’ 
performances.  Factors relating to the themes of organizational behaviour are key 
elements in this dimension.  A representative from each zone cluster will serve as the 
primary liaison between the MI and the zone cluster. 
3.3.2 Secondary Dimension 
The Marketing Intermediary (MI) is the focus of the secondary dimension. The 
role of the MI is to control SMF systems, and this is essentially how the business 
dealings of SMFs are managed in both an operational and an administrative sense. The 
core function in the establishment of the MI is to direct the financial and resource 
elements of the SMFs.  
In addition, the MI may also establish greater controls over product output in an 
effort to meet both regulatory and consumer demands.  The MI is responsible for the 
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marketing of commodities, and assumes the role of a project manager for the cluster-
based organization in order to maintain smooth operations, sustain viability and provide 
good leadership. It defines, establishes, and exemplifies the organizational culture of the 
cluster-group. This conceptual understanding is fundamental to the CCM as it extends 
the role of the MI to that of ensuring market access, fair prices and rewards. 
An important aspect of the MI is to provide sustainability through developing 
strategies to handle the internal and external influences that may impact the model. 
Three interrelated components are presented: management and planning; risk and 
transformation; and research, technology and partnership. Through effective 
management and planning, the MI will provide direction and clearly communicate 
marketing implications to SMFs.  The MI will facilitate a strategic partnership with zone 
cluster leaders with the aim of providing benefits to foster increased quality and 
production levels.  
The component of risk and transformation addresses the issue of how SMFs deal 
with risk factors, manage alterations and are willing to engage in a paradigm shift in the 
carrying out of their tasks. Risk defines how SMFs are geared towards the future and 
how they incorporate transformation. The MI facilitates the process of risk and 
transformation through the provision of systematic procedures that are guided by a 
contractual agreement.  
The capacity of the model to handle new research and technology is extremely 
important.  The identification and implementation of research-based practice is seen as 
an important aspect required for the maintenance of quality production.  For this 
  
70 
reason, the MI will aim to foster research and technology in an effort to investigate 
current market climates and to identify market requirements. 
The MI functions from the perspective of a self-sustaining agriculturally-based 
project. In this way, the MI and the clusters of SMFs would essentially function in a 
symbiotic relationship; each benefiting the other but neither inherently relying on the 
other for continuation. In order to be self-sustaining, the MI would require 
approximately 200 ha of land (Taulealea, 2005).  This will ensure that the model, if 
applied, will be able to continue to function in scenarios where the cluster is challenged 
or fragmented by external forces.  
3.3.3 Tertiary Dimension 
The tertiary dimension is described as the H.E.A.R.T. of the CCM as it provides a 
vital component for the model.  The letters of the HEART acronym are defined as: H is 
for hotels - mainly referring to tourist resorts that provide meals to their guests; E is for 
export market - buyers of agricultural produce outside of Fiji; A is for area market- 
buyers of produce within Fiji; R is for research - organizations that can facilitate 
agricultural research; and T is for trade - organizations that will facilitate knowledge of 
international trade requirements.  It is through alliances with each section of HEART that 
the MI identifies and enforces the performance standards for SMFs to achieve. The MI 
ensures that the clustered SMFs are strongly linked to external organizations through 
this tertiary dimension.  
Partnering hotels will expect holistic quality from SMFs via the MI.  In an effort to 
achieve these requirements for the hotels, it is intended that the MI will devise a 
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planting program and facilitate the provision of infrastructure to meet the demands of 
holistic quality, appropriate transportation and consistent supply for each hotel that 
becomes a participating member of the CCM.   
Links to the export market will be fostered through strategic alliances with 
international buyers. In order to facilitate export, the MI will aim to address 
international quarantine regulations and logistics for trade.  
Links to the area (domestic) market will be fostered through business exchanges 
between the MI and local supermarkets, shopping centres, and the municipal markets. 
The MI will focus on providing reputable quality, service, and reliability with affordable 
pricing that is targeted to meet the specific needs of the area market.  
Research organizations are incorporated as a very strong component of the CCM.  
The links created with research organizations will facilitate research implementation.  
These research centres may be either based in Fiji or internationally.  
Finally, the MI will negotiate with trade organizations for trade services through 
partnerships at the local government, regional and international levels. The MI will seek 
out business exchanges that are grounded in trade agreements. The components 
described by the HEART concept provide the projected aim of partnerships facilitated 
through the MI.  Through these partnerships the MI will conduct negotiations with 
national and regional governments, private sector organizations, corporate industry and 
international organizations. 
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Description 
1. The green circles with stars represent cell clusters, with the stars representing the 6-15 SMFs 
in each cell.  A cluster of five cells makes up one zone cluster. 
2. The purple arrows connecting the cells signify the interactive collaborative networking that 
takes place between the cells in each zone cluster.  
3. The encompassing transparent arrow above each cluster is representative of how each zone 
cluster works together with other zone clusters; and also represents the potential for the 
inclusion of additional zone clusters.   
4. The HEART allies are represented in the labelled pink triangles.   
5. The MI in the blue circle is clearly shown as the central mediator between the clustered SMFs 
and HEART. 
6.  A red fringe surrounds the MI and represents the sustainable resource base that is available 
for the MI.   
7. Finally, the shadowed black arrows symbolize mutual partnerships between the MI, the cell 
clusters and HEART. 
Figure 3.01 The Centralized Clustering Model 
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3.3.4 Summary of the Functions of the Marketing Intermediary 
 
Input 
 
A. Farmers will be invited to join a cell via  
partnership with the MI with the proposed 
benefits being: 
1. Market access 
2. Fair price 
3. Bonus scheme based on 
performance 
4. Farm planning and advice 
5. Machinery hire and cost sharing  
6. Provision of high temperature 
force air (HTFA) quarantine plant 
through the MI 
7. Technology and research transfer  
8. Farm mgt. guidance/husbandry 
practices & phase planting 
program. 
B. In order to maintain the efficiency and 
sustainability, farmers  must (as will be in 
the agreement): 
1. follow the planting programs and 
meet production quota 
2. Conform to husbandry and 
management practices 
3. Provide the required quality 
produce 
4. Strictly abide by the agreement in 
the contract  
C. The marketing centre (MI): 
1. Is responsible for the marketing 
(i.e. packing, labelling, 
transport/selling) of agriculture 
produce. 
2. Gives direction on what crops to 
grow, how much to grow and 
provides a phase planting 
program. 
3. Provides current research and 
technology to farmers and 
subsidies on input/equipment. 
4. Investigates the market climate in 
advance and identifies what the 
market needs. 
5. Seeks partnership with corporate 
companies, hotels and research 
groups. 
 
 
Output 
 
A. Hotels 
1. Through a contractual agreement the 
partnering hotels will expect a high quality 
and consistency from the MI. 
2. The MI will devise a planting program to 
facilitate continuity and consistency to meet 
hotel demand. 
 
B. Export Market 
1. The MI is responsible for developing 
connections with international markets 
through contractual buyer/seller 
agreements. 
2. The MI will be responsible for meeting the 
required quarantine regulations overseas. 
 
C. Area or Domestic Market 
1. The first category under the area market will 
be supermarkets & shopping centres in Fiji 
and the MI will aim to meet the domestic 
demand in terms of affordable pricing and 
quality. 
 
D. Research Org/Industries 
1. Linkages to research services will be a strong 
focus  and the MI will look at: 
a. National Government 
b. Regional Government  
c. Private Sector 
d. Established Industries 
e. Global Groups e.g. FAO 
 
E. Trade Services and Government Bodies 
1. Government Level 
2. Regional  
3. International 
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3.4 Conclusion 
The primary, secondary, and tertiary dimensions of the CCM explain its unique 
components.  Once the cluster networks are established in the primary dimension, they 
will be ready to work with and receive guidance from the Marketing Intermediary.  The 
secondary dimension is the domain of the MI in its important role of regulating the 
exchange of information and products between the other two dimensions.  The tertiary 
dimension is the place of independent consumer opportunity for the benefit of the 
cluster networks that are committed to the CCM.      
The CCM provides the structural basis for a necessary research framework that 
can study the impact of clustering in Fiji’s context.  The development of the model 
shows that links can be established in a way that can test the roles and identify suitable 
points for the adoption of a clustering initiative for SMFs.  The model also addresses the 
identified gaps between common clustering concepts and their outworking in 
cooperative groups; and includes strategies to address factors that are seen to have an 
influence on SMF performance.  The initial implementation and trial of the CCM will be 
inherently useful as the basis for a detailed study into the requirements for its wider 
acceptance by Fijian stakeholders. It will also form a strong practical and conceptual 
basis for future longitudinal studies that can further examine the impact of clustering 
methods over time.  
The CCM will be used to draw attention to the practical outworking and 
application of the clustering of SMFs. It also has the potential to arouse interest through 
its testing of attitudes, acceptance criteria and the influence of culture. This will serve to 
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promote the identified need for change in how clustering methods are developed and 
used for SMFs in Fiji. Only through such applied research can the issue of the place of 
clustering in the business dealings of SMFs be clearly brought to the attention of all who 
are concerned with the support of SMFs; which includes various support interest 
groups, stakeholders and the government. 
It is anticipated that the assumed and often cited impediments of cost, time and 
relative impact do not fully explain why SMFs have not adopted clustering methods to 
any significant level. Issues such as lack of understanding and poor conceptual 
interpretation may also have lead to a situation in which SMFs have not been able to 
practically justify the use of clustering in the Pacific islands and Fiji. While SMFs are an 
important component of Fiji’s economic infrastructure there is little evidence to clearly 
support or refute the use of clustering methods by SMFs, or to explain how clustering 
will impact upon their outputs, internal structures, and relationships to external factors. 
However, the commonly accepted clustering methods have had little success in 
targeting the needs of SMFs, and also do not appear to have had any real impact in Fiji 
or in any other Pacific islands.  
Finally, the CCM provides a significant contribution to the study of the 
relationship between SMFs and project sustainability in agriculture-based ventures, and 
is also a model that can be further investigated and applied to SMEs in other industries. 
The need to study this model is strongly supported by the lack of concrete research 
studies into the elements needed for the establishment of successful clustering 
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strategies in Fiji, the constraints faced by SMFs, and the issue of whether the CCM can 
be implemented and used effectively and sustainably by SMFs.  
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4.0 CHAPTER 4:  METHODOLOGY 
4.1 Introduction 
The purpose of this qualitative phenomenological study is to explore 
stakeholders’ acceptance, feedback and insights into the centralized clustering model 
(CCM) for small-medium scale farmers (SMFs) in Fiji.   The CCM focuses on clustering 
SMFs via smart partnerships with a marketing intermediary (MI), which is also 
strategically aligned to external buyers, corporations, trade services and research 
organizations.  
This research employs the phenomenological research method developed by 
van-Kaam (1966) and modified by Moustakas (1994a).  Through the phenomenological 
approach, the vivid descriptions of the research participants’ project experiences with 
SMFs, perceptions of Fiji’s agriculture industry and SMFs’ market performance allowed 
for deeper insight concerning the phenomena of clustering embedded in the CCM.   
4.2 Research Design and Appropriateness  
A recent focus by the Fijian government has been on reviving the agriculture 
industry and establishing SMFs in order to adopt a market-driven approach.  University 
of the South Pacific economist, Dr. Mahendra Reddy, has also strongly suggested that 
Fiji’s agriculture sector should be revitalized as it continues to be a major source of 
growth for the country (Fijilive, 2008c).   A significant number of agriculture-based 
projects for SMFs have been implemented in the past by the national and overseas 
governments.  Many of these projects have had the potential to be of particular benefit 
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to the indigenous Fijians, and have included:  cocoa farming schemes from the early 
1970’s to the mid 1980’s, National Marketing Authority (NMA); National Trading 
Agricultural Company (NATCO); Viti-Corporation; Australian Development Project (ADB) 
rice farming; Australian-Government Funded Beef Scheme for Sigatoka farmers; Navuso 
Farmers Scheme by the Australian Methodist Church and Yaqara Pastoral Company.  In 
2002, the nation also saw the establishment of the Agricultural Marketing Authority 
(AMA), an offshoot of NMA and NATCO to look into agricultural marketing (McGregor 
and Gonemaituba, 2002). However, the overwhelming majority of these projects were 
either cancelled or unsustainable, most falling into the category of “challenged 
projects.”  The CHAOS study of over 50,000 projects indicated that 53% represented 
challenged projects, meaning the project would be over budget, delayed, or would not 
meet requirements (Standish Group, 2004).  The vulnerability of small firms to external 
forces and closure is great, with two-thirds of closures taking place within three years of 
start-up (Bannock (2005).   The problem that this research addresses is the reason for 
the high rate of cancelled or unstainable SMF projects in Fiji’s agriculture sector and the 
degree of acceptance of the CCM.    
As a phenomenological study, capturing the lived experiences of Fiji-based 
stakeholders representing diverse departments in the state and private sectors, this 
research explores the acceptance and applicability of the CCM for SMFs in Fiji.  To better 
diagnose insights into the acceptability of the CCM, semi-structured interviews were 
designed to gather the lived experiences and perceptions of selected stakeholders.  
Seidman (2006) asserted that the basic reason for conducting in-depth interviews is to 
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glean a deeper understanding of the lived experiences of other people and the meaning 
they make of that experience.  Through the phenomenological approach, a vivid 
description of the research participants’ experiences with SMFs, perceptions of Fiji’s 
agriculture industry and SMFs’ market performance was assessed.  Qualitative research 
seeks to understand the social world from the perspectives of research participants and 
the detailed descriptions of their experiences (Myers, 2000).  The richness and depth of 
explorations and descriptions represents one of the strengths of the qualitative 
approach (Myers, 2000).   
The phenomenological strategy was appropriate for this study because “. . . 
phenomenology is a method of inquiry that offers a way of systematically studying and 
learning about phenomena that are typically difficult to observe or measure” (Wilding 
and Whiteford, 2005, p 99).   The phenomenological research design acquired data that 
could be analyzed in order to arrive at an accurate description of a clustering 
methodology that supports SMFs in the Fijian context.    
4.3 Design Framework 
Creswell (2003, p3) noted three major considerations in the design of research: 
(a) philosophical assumptions about what constitutes knowledge claims; (b) general 
procedures of research called strategies of inquiry; and (c) detailed procedures of data 
collection, analysis, and writing, called methods.  Knowledge claims refer to researchers’ 
assumptions about “how the researcher will learn and what the researcher will learn 
during the inquiry” (Creswell, 2003, p6).  Creswell identified four schools of thought 
related to knowledge claims: (a) post positivism; (b) constructivism; (c) participatory; 
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and (d) pragmatism.  Strategies of inquiry guide the research process in terms of how 
the study will be conducted (Creswell, 2003).  For example, the phenomenological 
research proposed for this study is a strategy of inquiry associated with qualitative 
approach processes.  Research methods outline how the data are collected, analysed, 
and presented (Creswell, 2003). 
The philosophical underpinning of qualitative research centres on  an individual’s 
experiences and interaction with the world (Creswell, 2003).  According to Harris, 
Pistrang, and Barker (2006, p3), “qualitative methods are particularly suited to 
understanding complex phenomena and the meanings individuals ascribe to events 
within their social context.”  Qualitative research exhibits key characteristics that 
differentiate this type of research from the quantitative approach (Simon, 2006, 
Creswell, 2003).  According to Simon, qualitative research seeks to understand a 
phenomenon through its participants’ perspectives and perceptions.  The researcher is 
the primary instrument for data collection and analysis; research usually involves 
fieldwork; researchers primarily employ an inductive research strategy; and the result is 
richly descriptive (Simon, 2006).  
In contrast, quantitative research methods seek to test a hypothesis. The 
primary means of data collection is through instruments such as tests and surveys.   
Quantitative methods employ inferential statistics and use data that are numerical 
(Simon, 2006). Quantitative methods and instruments could have been used in this 
study to measure and assess the acceptance of the CCM by stakeholders and its possible 
influence on performances of SMFs.   However, this research sought to gain a better 
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understanding of the phenomena of clustering projected through the CCM in an 
organizational setting pertaining to Fiji.  Furthermore, it sought to investigate issues 
such as trust, partnership, national culture, research and technology, paradigm shifts by 
SMFs, acceptance/rejection of the model, and necessary changes to the model.  In order 
to effectively achieve these aims a qualitative phenomenological strategy of inquiry was 
found to be the most appropriate method for this study.  
4.4 Purpose of the Study 
The purpose of this phenomenological qualitative study is to explore the 
acceptance of the CCM by stakeholders and their perception of the model in relation to 
its relevance and appropriateness for SMFs in Fiji.  This research employed the 
phenomenological research method developed by (van-Kaam, 1966) and modified by 
(Moustakas, 1994a).  The phenomenological approach provided a vivid description of 
participants’ acceptance of the centralized clustering model based on their experiences 
and knowledge of the challenges of working with or encountered by SMFs. 
Phenomenology allowed for deeper insight concerning the phenomena of clustering, its 
acceptance and refinement.  
Participating research participants were required to sign the Informed Consent 
form (see Appendix 4.0) prior to participating in the interviews.  Twenty-two interviews 
were scheduled three weeks in advance using purposive sampling in which a consensus 
was reached between the researcher and research participants. The other twelve 
interviews were achieved by a snowballing technique whereby existing research 
participants referred and recommended other stakeholders.                                                
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The participants were also asked to reflect specifically on the CCM concept, its 
relevance, appropriateness, workability and any challenges encountered in working with 
SMFs. Questions remained homogeneous in order to capture the experiences of each of 
the four categories of participants: project management; academia; private 
organizations; and hotel representatives. Research participants were asked to share 
their perceptions concerning the role of the CCM in the performance of SMFs.  
As organizations increasingly implement clustering methodologies, it is beneficial 
to explore the phenomena surrounding the CCM and cluster management. The findings 
of this study may provide insight regarding the elements of the CCM that enhance or 
detract from cluster success. It may also assist SMF leaders or project facilitators in 
decreasing the failure rate of cooperative or cluster projects and potentially improve 
operational and marketing performance.  A series of research questions guided this 
study and sought to explore the acceptance and feasibility of the CCM for SMFs in Fiji.  
4.5 Research Questions 
Four research questions provided direction for this study.  The research 
questions are: 
1. How is the CCM received by selected stakeholders in Fiji under the following 
subheadings: CCM concept; Partnership; Controlled approach; and Culture? 
2. Is there justification to agglomerate SMFs within the CCM? 
3. Is the proposed market-focused approach of the CCM appropriate for SMFs 
in Fiji? 
4. What aspects of the CCM need to be considered for the Fijian context? 
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These research questions were designed to assess the stakeholders’ perceptions 
of the CCM.  The primary motivation behind these questions was to fill a critical gap in 
literature on this topic.  In order to fill this gap in a format that has a practical 
application, the design of the CCM was the focus of the research.   
4.6 Semi-structured Interview Questions 
In order to provide answers to the research questions, 13 semi-structured 
interview questions (Appendix 3.2) were designed and discussed during the interviews 
with research participants in Fiji.   The interviews were designed to gather the lived 
experiences and perceptions of selected stakeholders and were conducted with senior 
agriculture officers, academics, hoteliers, government bodies and private organizations 
from various Fiji-based organizations.  Seidman (2006) asserted that the basic goal of 
conducting in-depth interviews is to understand the lived experiences of other people 
and the meaning they make of that experience.   This study will draw from experiences 
of stakeholders in Fiji in relation to the ideology of clustering through the CCM. This 
expectation is based on the fact that stakeholders have insight and experience 
concerning issues facing small-medium scale farmers and their perceptions of the CCM.   
Interviews were conducted using techniques and protocols offered by 
Moustakas, Rubin and Rubin (2005), Seidman (2006) and Mason (2001).  The answers to 
these questions will provide insight into how the different dimensions of the CCM will 
affect the performance of the cluster groups within the defined boundaries of the 
model.  
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The reason for using semi-structured interviews was that the researcher 
foreknew the subject area of inquiry and was able to prepare questions on the research 
topic prior to the interview proper.   According to Morse and Richards (2002), in such a 
scenario, the researcher designs open-ended questions in a logical order to cover the 
ground required.   The same questions were asked of all participants, not necessarily in 
the same order, and the main questions were supported with either planned or 
unplanned probes.  
The interview began with general conversation in order to develop a rapport 
with the participant before commencing the interview questions.  Some of the 
techniques and strategies used in the interview proper were drawn from Mason (2001).  
These were:  make sense to, or be meaningful to, the interviewee(s); relate to your 
interviewee’s(s’) circumstances, experiences and so on, based on what you already 
know about them; be sensitive to their to their needs and rights, in accordance with 
your ethical position; help the flow of the interview interaction – ‘the conversation with 
a purpose’ – rather than impede it; and ensure an appropriate focus on issues and 
topics relevant to your research questions. 
Although questions are specified, the interviewer is freer to probe beyond the 
answers in a manner which would appear prejudicial to the aims of a standardized 
format (May, 2001).  In addition, there was more latitude to probe beyond the answers 
and enter into a dialogue with the interviewee.  According to Tony Greenfield (2002), 
some of the strengths of interviewing are:  face to face encounter with informants as it 
gives first hand interactions and provide opportunities to consolidate on comments that 
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may need further clarification; large amounts of expansive and contextual data quickly 
obtained; it facilitates cooperation with the research subject; it facilitates access for 
immediate follow-up data collection for clarification and omissions; data are collected in 
a natural setting; and it provides flexibility in the formulation of hypotheses.  On the 
other hand, the weaknesses of interviewing are: data are open to misinterpretation due 
to cultural differences; it is difficult to replicate; it is obtrusive and reactive; and it 
depends especially on the honesty of those providing the data. 
4.7 Study Setting 
4.7.1 Sampling 
The present research was undertaken in Fiji, on the island of Viti Levu.  
Purposeful sampling was the strategy utilized to determine the target population.  This 
means that the researcher chooses individuals and sites for study because they can 
decisively inform an understanding of the research problem and central phenomenon in 
the study (Creswell, 2007).  Through this process, four types of stakeholders were 
selected as research participants.:  1) Ministry of Agriculture (MOA) employees, with 
vast experience with SMFs’ projects, agricultural trade, marketing policy, research, 
information and training;  2) Hoteliers, represented by hotel owners, human resource 
managers, chefs and purchasing officers who have an intricate knowledge of the 
agricultural requirements that would sustain the needs of their own hotel and by 
extension the needs of the hotel industry in Fiji;   3) Academics from the University of 
the South Pacific (USP) and the Fiji College of Agriculture (FCA) representing business 
and economics, sociology and social work, tourism and hospitality; who have specific 
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insight into the body of knowledge surrounding the past and current climate of the 
agriculture sector in Fiji;  4) Employees from private organizations including the Fiji Co-
operative Department, Pacific Islands Forum Secretariat, Secretariat of the Pacific 
Community, Fiji Sugar Corporation and Fiji Trade and Investment Board, who each 
provide a unique non-governmental perspective of the agriculture sector in Fiji.   
4.7.2 Participant Demographics 
The representatives of selected organizations were chosen in order to be able to 
provide insights concerning the institution’s philosophies, priorities, values and 
experiences in the context of SMFs and related projects for the country.  These insights 
came either from the producing, receiving, mediating or academic spectrum.  Only 
research participants who had foreknowledge and understanding and were either 
directly or indirectly aware of the challenges facing SMFs were chosen.  
Thirty-five percent (35%) of research participants were directly involved in SMF 
projects and planning; 29% of RPs worked with SMFs in purchasing commodities for 
their organizations; 18% had understanding from an academic standpoint and the 
remaining 18% mediated in promoting both SMFs and SMEs involvement in the 
domestic and global market arena.  Research participants who had overseen projects 
and worked directly with SMFs had experience in the field which ranged from 15-30 
years.  Hoteliers had worked with SMFs on an average of around 15-20 years and the 
other RPs ranged from 5-20 years’ experience in their respective organizations.  Overall, 
the research focus was to ascertain and explore the acceptance level of the CCM with 
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the underlying focus on trying to determine how to improve cluster performance of 
SMFs.  
4.7.3 Data Collection 
Potential participants were approached through the above mentioned 
organizations (see Appendix Table 1.0).  Ethics approval (see Appendix 5.0) was sought 
from the RMIT ethics committee to invite research participants to participate in the 
study.  The 34 participants were selected from the four main categories described in 
Appendix Table 1.0.  Participants’ suitability and relevance to the study focus was a 
major selection criterion.  In addition, snowball sampling was utilized as a  means for 
gathering participants; in this method interviewees are asked to identify other 
individuals who meet participant criteria (Neuman, 2003, Trochim, 2006).  Most of the 
recommended participants were voluntarily suggested.  It is understood that this 
method of sampling may introduce bias to the study, as research participants are 
familiar with other participants and the researcher may feel more comfortable 
interacting with the referred participants (Simon, 2006).  
Data collection for this study encompassed semi-structured, in-person interviews 
with Fiji-based stakeholders.  The interviews were scheduled at the convenience of the 
research participants and conducted mostly at the interviewees’ workplaces.  All but 
one participant gave their permission to record the interview to ensure accurate 
verbatim transcription of the interview responses.  The participants also reflected on 
their experiences in their different categories as agricultural officers, hoteliers, 
academics, cooperative facilitators, research developers, Food and Agriculture 
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Organization and private consultants.  Research participants shared their perceptions 
concerning the acceptance and feasibility of the CCM and its relevance to the 
performance of SMFs.  
All participants were assigned identifiers, ranging from RP01 through RP34 
(Appendix 1.0).   The interviewer’s notes and recordings were compared for accuracy. 
Once the interviews were transcribed verbatim, participants were emailed a copy of the 
transcripts for verification.  Tape recordings and notes of the interview sessions remain 
in the possession of the researcher who will have sole access to the information.  The 
results of the study and demographic information will be presented in a manner that 
protects the identity of both the research participant and their respective employer 
organizations. 
4.7.4 Procedures 
Four weeks prior to the interview sessions, the invitation letter, background 
statement of the research, together with the interview questions, and consent form 
were mailed to participants (see Appendix 2.1).  The invitation letter explained the 
research project, why they have been approached, the nature of questions, supervisors 
involved, their rights as participants and that the research fulfilled the partial 
requirements of a doctoral program.  The invitation letter also outlined the purpose of 
the study, along with the expectation that participants would take part in interview 
sessions estimated at between 45 to 60 minutes in length.   The invitation letter further 
assured participants of anonymity and the presumed absence of any risks associated 
with participating in the proposed study. The background to the study provided a 
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summary of research, components and definitions entailed in the model and an outline 
of the semi-structured interview questions.  Prior to taking part in the interview, each 
research participant was required to sign the consent form (see Appendix 4.0).  The 
consent form stated that: the participant had received a statement explaining the 
interview questionnaire; the participant had received an invitation letter; the 
participant’s participation was voluntary, their privacy would be protected, and consent 
is given that they are interviewed with or without audio-recording. 
4.8 Trustworthiness 
Creswell (2003) asserted that validity was a strength of qualitative research, 
although other researchers preferred to substitute validity with terms such as 
trustworthiness, credibility, transferability, dependability, and conformability (Lincoln 
and Guba, 1985).   
In phenomenological studies, validity exists when “the knowledge sought is 
arrived at through descriptions that make possible an understanding of the meanings 
and essences of experience” (Moustakas, 1994a, p84).  According to Seidman (2006, 
p24), “if the interview structure works to allow them to make sense to themselves, as 
well as to the interviewer, then it has gone a long way toward validity.  Strategies for 
validating the accuracy of research findings offered by Creswell (2003) included 
obtaining data from three different sources of information or triangulation, member-
checking, which involves having the research participants review final reports to 
determine accuracy, and documentation using rich, thick descriptions.  
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Other methods used to validate qualitative research require that the researcher 
acknowledges and clarifies bias, provides discrepant information, and spends prolonged 
time in the field (Creswell, 2003, p196).  External reviews can also support validation of 
qualitative research.  Creswell suggested that a colleague and/or an external auditor 
could provide additional insight into the study and research findings.  Validity within this 
study was achieved by selecting research participants who were experienced and 
knowledgeable (Rubin and Rubin, 2005).  The experience and knowledge of the research 
participants also reflected credibility and trustworthiness. Creswell’s (2003) strategies 
were also used to validate the collected data and findings. Research participants 
reviewed the transcribed interview for accuracy and the researcher’s bias was clarified 
through Moustakas’ (1994a) epoche process. 
4.9 Data Analysis 
The semi-structured interviews generated an enormous amount of text.  The 
verbatim transcription of all interviews produced 774 pages text.  A content analysis of 
the interview responses was conducted to identify prominent themes related to the 
CCM and its acceptance.   Qualitative analysis software NVivo8 was used to assist in 
coding, analysing, and identifying emerging themes from the interview responses.   
Using this qualitative software, all the interview questions were categorized into 
respective themes or nodes.   A total of 501 nodes were created which were then 
grouped into categories C1, C2, C3, C4, C5 and C6.  Category 1 represents the main node 
followed by category 2 or sub-nodes branching off from category 1; category 3 
represents sub-nodes from category 2 etc. up until category 6.  The total nodes (C1 – C6) 
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= 501 nodes. The different categories with the number of nodes are shown as follows: 
C1 – 153; C2 – 211; C3 – 64; C4 – 42; C5 – 20 and C6 – 11.   
Themes regarding the acceptance of the CCM; partnerships; trust issues; the 
controlled approach initiated to control homogeneity, cultural factors and acceptance, 
research and technology, SMF training, the structural basis for SMF development were 
identified using the modified van Kaam (1966) method of analysis (Moustakas, 1994b).  
Moustakas’ (1994a) modified phenomenological method of analysis includes seven 
major steps. Listing and preliminary grouping involves listing every relevant expression.  
Through reduction and elimination, the invariant constituents or the expressions that 
relate to the experience are determined.  Clustering and thematizing the invariant 
constituents’ results in the identification of core themes of the experience.  Final 
identification of the invariant constituents and themes by application serves as a 
validation process to ensure that the invariant constituents and themes are accurate.  
After achieving validation, Individual Textural Descriptions, Individual Structural 
Descriptions, and Textural-Structural Descriptions are created for each participant.  The 
descriptions provide insight concerning the what of the phenomenon and how the 
phenomenon is experienced.  These individual descriptions are then compiled to 
develop a Composite Description that describes “the meanings and essences of the 
experience of the group as a whole” (Moustakas, 1994a, p121).   
The description of the participants’ overall acceptance of the CCM with their 
assumption of structuring a concept to assist SMFs was analysed to help refine and 
adjust the CCM.   The analysis of the data collected in qualitative research requires a 
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high degree of organization and categorization, making generalizability complex 
(Trochim, 2006).  The level of detail gathered in qualitative research also makes it 
difficult to identify generalized themes (Trochim, 2006).  
This research study encompassed gathering data from a specific population, Fiji-
based stakeholders representing government, academics, private organizations and 
hotels.  The type of population used in this study may impede the ability to generalize 
the findings outside of Fiji-based stakeholders.  However, this study generated rich 
descriptions of the research participants’ experiences with SMFs, and also provided 
perceptions of the clustering method provided through the CCM, in order to provide 
insight into the potential influences of the CCM on the sustainability of the SMF cluster. 
4.10 Summary 
The phenomenological approach was an appropriate method for exploring the 
influence of CCM on project management and sustainability.  The lived experiences of 
selected stakeholders provided first-hand accounts of research participants’ perceptions 
and acceptance of the CCM for SMFs in Fiji.  As the underlying research questions 
sought to gain in-depth insight into the adaptability and workability of the CCM, the 
qualitative approach proved suitable for this study.  Quantitative methods were 
inapplicable since they did not enable the exploration of phenomena via words and 
detailed descriptions.  The study presumed the research participants had responded 
honestly to the interview questions after establishing rapport with the interviewer 
(Rubin and Rubin, 2005).  The research participants received the results of the study 
once the research was completed and approved. 
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Further, the research assumed the types of projects would be comparable in 
scope to those found in similar type organizations located in other regions.   The 
research on clustering and its influence on business processes have been widely studied 
in diverse industries and organizations (Chen, 2004, Jung, 2003, Lee and Yu, 2004).  The 
cross-section of stakeholders represented by the participants served as the basis for 
assuming generalizability of the findings of this research. 
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5.0 CHAPTER 5 RESULTS PART I:  PERCEPTIONS OF THE CCM CONCEPT 
5.1 Introduction 
This Chapter discloses the findings for Research Question 1: How is the 
centralized clustering model (CCM) perceived by selected stakeholders in Fiji?  It 
focuses on participants’ perceptions of the CCM model.  Four categories are covered 
within this research question. Category 1 focuses on the ideology of the CCM which is to 
agglomerate farmers using the clustering concept.  Category 2 explores the views of the 
stakeholders on the idea of incorporating strategic alliances with SMFs and business 
partnerships with major buyers through the marketing intermediary (MI).  Category 3 
assesses the views of stakeholders on the controlled approach with the assumption that 
the CCM will administer program planning, and pre- and post-harvest activities such as 
appropriate commodities to adopt, phase planting programs, required quota, packing, 
packaging and marketing.  Category 4 seeks to explore the stakeholders’ views on the 
necessity of traditional culture for a development project such as the CCM.   
5.2 RQ1 Category 1:  Perceptions of Agglomerating SMFs 
           The CCM proposes the concept of grouping farmers into clusters of around 6-15 
and focuses on networking with other cell clusters through a marketing intermediary 
(MI).  The concept is targeted towards meeting the hotel industry’s food needs in terms 
of quality, supply consistency and reputability.  Responses from the 34 research 
participants concerning the CCM show that just over half view the concept as 
“theoretically appropriate” and the remaining say that it “is practically feasible” (Table 
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5.01).  
              Theoretical appropriateness in the context of responses means that the model is 
relevant and applicable pertaining to the marketing constraints farmers face in buying 
and selling agricultural produce.  The response “practically feasible” implies that the 
concept is workable given the organizational and socio-economic structure of the 
country.   
Table 5.01 RPs’ responses to the CCM 
  Hotel Aca Agr P/Org Total 
1 :  Appropriate 90% 50% 25% 50% 56% 
 
2 : Practically feasible 10% 50% 75% 50% 44% 
 
 
Figure 5.01 RPs’ responses to the CCM 
 
  
96 
5.2.1 Theoretical Concept is Appropriate 
Fifty six percent (56%) of research participants see the theoretical concept of the 
CCM as appropriate for Fiji’s agricultural sector.   
The majority of hotel representatives perceive the concept to be an effective 
strategy to meet their food requirements.  Hotelier RP19 feels that the concept is 
desirable to fulfil hotel demands.  One hotel participant comments that: “Farmers [will 
not] have to struggle for the market since [the marketing intermediary] will be there to 
help…direct produce to the hotel” (RP20).  Another participant stresses that although 
the government is trying to encourage hotels to buy locally, it is currently not happening 
(RP23).  According to RP20, this is because farmlands are not large enough in size to 
effectively meet the hotel requirements for good quality and consistency in supply.   
Academic RP13 cautions that “at the outset [the CCM] might involve quite a bit 
of transaction costs; [however], later on when it is established it will help in improving 
the efficiency in marketing”.  Consensus from private organization participants, RP03, 15 
and 17, reveal that the concept is appropriate given the small sizes of SMFs and the 
constraints they face in marketing.  RP15 states that: “The model fits in well with the 
hope that there would be a better organisational system to farming in Fiji.  It is essential 
to have good organizational structure and planning.”  
The design of the CCM is seen to promote farming diversity and strengthen the 
current agricultural system.  Hotel participant RP24 sees the CCM as a strategic proposal 
for SMFs.   Another hotelier expresses his view that diversity can be achieved through 
the “enormous future with Fiji’s natural resources” (RP26).  However, in support of the 
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farming model, academic representative (RP2) emphasizes the positive impact the 
concept will have for the agricultural system as it will facilitate reputable quality of 
produce which in turn will benefit the local hotel requirements.  Furthermore, several 
academic respondents promptly verbalize their feelings for the appropriateness of the 
model with statements like:  “People will jump at the model” (RP01); “It’s very 
appropriate” (RP12); and “It seems like a good idea” (RP31).   Similarly, two MOA 
participants (RP03 and 14 respectively) express the opinion that CCM concept is useful 
and a good idea.  
The overall consensus shows that the CCM is an appropriate intervention, due to 
the limitations of the current farming system, as there is a need to initiate a marketing 
structure for SMFs in Fiji.   
5.2.2 Practically Feasible 
The next set of responses encompasses the broad theme that the CCM is practically 
feasible in that it is workable given the organizational and socio-economic structure of 
the country.  Close to half (44%) of the research participants agree with this response 
category and attribute their acceptance of the CCM design to the communal 
arrangement among the native population and the positive impact the model can have 
on marketable commodities. According to hotelier RP05, the CCM has the potential to 
improve the quality and consistency of agricultural supply.  Academic RP02, 07, 09 and 
34 all verbalize that they believe the CCM to be strategic and workable.  RP02 mentions 
that the CCM will open up market opportunities; however constraints hampering the 
finer details of marketing have to be addressed.  RP09 states that the model looks 
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workable, but emphasizes that prior study still has to be conducted before its 
implementation.  In terms of implementation, RP07 feels that it “will have to cope with 
issues arising within collective societies especially in the principle of sharing... [which] 
has tendency to lead to breakdown of individual businesses...undertaken within those 
societies”.  RP34 stresses that the marketing intermediary is the critical element of the 
model.  He goes on to say: 
RP34 It's that price discovery mechanism that farmers miss out [on when] they are 
producing.  So the role of the MI is more important than just the actual 
production side per se. 
 
Seven participants from the agriculture ministry and one representative from a 
private organization (RP32) see the CCM as workable in empowering farmers.  One 
participant feels the concept is a very good idea because farmers will be able to 
collaborate based on their experiences (RP06); another reports that the small farm sizes 
in Fiji make the concept workable (RP11).   Still another representative feels grouping 
the farmers under the CCM will be of particular benefit in the interior region of the 
island nation because it is very expensive for farmers to get to the main market to sell 
their produce due to distance and transportation restrictions (RP29).   RP32 verbalizes 
enthusiasm toward the model by stating “the concept is great [and] it's an idea that 
should be developed!” 
 The responses provide valuable indication that the model is feasible as it will 
empower individual farmers in their agricultural endeavours and will facilitate the 
collaboration of their experiences.  The responses further offer suggestions for 
refinement of the model before its initiation as a business endeavour.  Some of the 
  
99 
suggestions include: undertaking more research on the model; addressing minor details 
of the model’s structure; and addressing the concept of sharing, which is both an 
important part of the culture but often creates a hindrance to some forms of business 
endeavours.   
5.3 In-depth exploration of the appropriateness of the CCM 
In an effort to provide greater depth to the question of why research 
participants feel the CCM is appropriate, their responses are examined through further 
investigation.  This investigation produced three sub-themes which are:  efficiency, 
communication and marketing; organizational and traditional structure; and quality and 
consistency.  These sub-themes and the number of respondents providing those 
statements are listed in table 5.02.  
Table 5.02 Responses to the appropriateness of the CCM by RPs 
  Hotel Aca Agr P/Org Total 
1 : Efficiency, communication and  marketing 4 3 2 1 10 
2: Organizational and traditional Structure 1 1 1 4 7 
3: Quality and Consistency 4 0 1 0 5 
 
5.3.1 Efficiency, Communication and Marketing 
Ten research participants feel that the CCM must be accompanied by: 
operational efficiency, good communication, structured marketing and diversification.  
Hotel participants RP20, 24, 26 and 28 feel that the model will encompass a wider 
perspective in its implementation.  One hotel participant (RP20) feels that the CCM is 
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appropriate because it will open market access through the hotels’ affiliation.   
According to RP20, it will provide accessible communication and cost effectiveness in 
business operations.  Other comments by RP26 and RP28 show that the CCM is a 
motivational structure for farmers to develop under-utilized farmland in Fiji and possibly 
address the high demands of hotels.  Academic RP13 perceives the concept to be 
economically beneficial after initial establishment.  However, for farmers to adjust from 
no clustering or marketing restrictions to a stage where they are a part of clusters and 
an intermediary will be a big leap.  In order to support this transition, RP13 suggests that 
the CCM:  “Start from an initial stage where you have a marketing intermediary and 
then...let individuals...in various locations decide where they will report to rather than 
imposing a cluster on them.”  Another Academic (RP31) feels that the CCM concept gets 
people together, reaps the benefits of economies of scale, and has the potential to 
achieve efficiency.  In terms of infrastructure, academic (RP12) sees the appropriateness 
of the CCM as being particularly evident in the area of market logistics and 
transportation.  RP12 feels that the CCM concept will be cost effective in terms of 
reducing travelling time to the market and the capability of channelling fresh 
agricultural produce in bulk.  Moreover, agriculture participant RP29 stresses that 
farmers find market transportation expensive and sharing between farmers will reduce 
costs.  In terms of marketing, RP14 from the agriculture ministry, states that the CCM is 
appropriate because it provides farmers with firm marketing leverage: 
RP14  When dealing with small farmers that are scattered, forming them into groups 
provides strong bargaining [power]”. Concurrently, “…it addresses consistency 
supply; particularly when farmers are brought together, and they have more say 
in price negotiation”.  
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For private organization representative RP33, the CCM “harnesses all produce…, 
centralizes the distribution system[and] gets all the relevant parties, farmers, suppliers 
and buyers linked together”.  As a whole, participants verbalize support for the CCM, 
particularly as it focuses on addressing key areas for efficiency, communication and 
structured marketing channels.   
5.3.2 Organizational and Traditional Structure  
The CCM is seen as appropriate by seven research participants because, as the 
agglomeration strategy complements the traditional concept of communal work, it is 
built upon a foundation that will ultimately enhance the organizational structure of the 
farming industry in Fiji.   In fact, several participants see the resulting organization 
among the farmers as a key component to the market’s success.  For this to take full 
effect, two private organization participants (RP15 and 30) view that the marketing 
concept should be operated through a non-governmental type of ownership.  They 
strongly feel that ownership structure is important and agree that the CCM must be a 
private-sector owned entity.  RP15 comments that business ventures are best left to the 
private sector because “history has shown that past government-led projects have not 
been successful in Fiji”.  She goes on to state: 
RP15 I think entrepreneurial activities should be left to the private sector…the 
government shouldn't be involved in trying to pick winners in terms of 
commodities. It shouldn't be involved in trying to market activities.  If it should 
be done, those things should be driven by demand through the private sector, 
and so I think [it] would be making sure that activities of the marketing 
intermediary are driven by the private sector and not by actors within the 
government.  
 
In addition, RP15 emphasizes the important topic of fostering a demand-driven 
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marketing approach and feels that entrepreneurial activities have to be left to the 
private sector.   
RP15 Obviously [the CCM] needs the support of the government, but that's an issue 
that needs to be thought through, [which] is how do you put up those kind of 
Chinese walls to make sure that while you've got the support of the necessary 
authorities, you are making sure that the organization is driven by the private 
sector. 
 
She says that in a demand-driven environment, the government must not be 
involved and the activities of the marketing intermediary should be driven by demands 
in the private sector.  Similarly, RP30 suggests that the CCM be commercially run as a 
private entity. 
RP30 I’ve had the experience that this is not always forth-coming and also depends 
who the marketing intermediary is.   If it is left to government as past 
experience has shown, it [rarely] works in the end. 
 
In view of the disruptions that often occur in governmental funded structures, 
RP15 and 30 stress the impact that this has had on similar types of projects in Fiji.  These 
participants verbalize that private ownership for the initial set-up of the model is 
appropriate and is in fact necessary to promote long-term sustainability in meeting 
market demand.    
Given the challenges that individual SMFs face in achieving market-focussed 
commodities, hotelier RP21 sees the CCM as a fitting concept for the communally-based 
cultures prevalent in the Pacific region.  He emphasizes the importance of setting up a 
marketing structure which is consistent with the cultural norms of the native Fijian 
people, and further broadens his statement to say that clustering is the right approach 
for the Pacific Islands.  Academic RP01 agrees that the clustering approach of the CCM is 
consistent with the cultural norms of the native Fijians, and identifies two cluster type 
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set-ups similar to this approach known in the Fijian language as the mataqali, extended 
family clan, and the tokatoka, group of clans.  RP01 goes on to say that “...you will find 
[that] those groups of people who work together will [easily relate] to the clustering 
model...” making the model culturally relevant.  Similarly, a representative of the 
agriculture ministry (RP03) affirms the appropriateness of the agglomeration structure 
of the CCM within the culture.  
RP03 When you look at our traditional set-up, [the CCM is] more or less on the same 
principles…we have somebody in control and the surrounding people act as 
advisors and people below will implement whatever decision is made. When 
you compare your model to the traditional system, it can fit well because it 
exists in the traditional set-up. From the farmer's side, we have what we call the 
solesolevaki concept [of] communal work [because] people work together 
towards a specific goal.  So the advantage of the system is good because 
traditionally, the concept to be implemented is already there with the people. 
 
Furthermore, RP17, representing a private organization, attests that the CCM is 
appropriate because it is culturally applicable. 
RP17 I think [the CCM] would be very good considering the cultural aspects of Fijian 
people where they do things in groups.  I think it will be a very encouraging idea 
to be [used] especially to the local people and it will be easier for them to come 
up with their target goals [as] they are good in working together in groups.  
Basically it is encouraging particularly in carrying out activities that involve 
utilizing resources [as] this works better in groups and also they can realize 
[additional] benefits… I think it’s something that the Fijian community can adapt 
to very easily. 
 
Given the cultural relevance of the clustering concept, the research participants 
verbalize their view that the CCM is appropriate because the traditional and 
organizational structure are both strengthened and implemented.   
5.3.3 Quality and Consistency 
The third sub-theme, which relates to the model as theoretically appropriate for 
the agricultural sector, deals with the ability to provide quality produce and a consistent 
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supply.  The agricultural ministry view the appropriateness of the CCM as 
complementing their intention to help SMFs achieve quality and consistency.  RP14 
states that it goes in line with the government’s strategy which “...addresses one of the 
issues that we have, which is consistency of supply from farmers”.   Four hotel 
participants (RP19, 22, 23 and 27) comment that for the CCM to be appropriate, it has 
to deliver quality and consistency.  One participant (RP22) says that “...it is 
advantageous to cluster [farmers]...” if they are to achieve supply consistency in quality 
and quantity.  Quality, according to them, encompasses a holistic approach where it 
includes freshness, timely service, promptness and a plan for transportation and 
delivery to the buyer. The overriding factor is that hotels have high expectations of 
quality and consistency.  RP19 says that “...from the hotel perspective, if you can meet 
the quality standards and cost-effectiveness, this [is] something that is desirable for 
hotels”.  Hotelier RP23 comments on his concern with local grown produce direct from 
farmers by stating: 
RP23  The Fiji Government is trying to encourage us to purchase from local farmers, 
[but] at the moment it's not happening because our major concern especially for 
this hotel is [the lack of] consistency and quality of supply. 
 
On the other hand, another hotel participant (RP27) has this to say when expressing 
their frustration with importing food produce: 
RP27  At the moment we import most of the vegetables, fruits [etc] and the money goes 
overseas.  We can keep the money in Fiji and help our farmers to [grow similar or 
substitute crops]… It's easier for us to buy [locally] as the product will be fresh, 
[but] at the moment our produce come from overseas.  It takes three or four days 
[for delivery], the middleman keeps it in his storehouse and by the time [it 
reaches] us, we are the third [party and] it's not fresh.  
 
Due to the limitations of both buying directly from local farmers, compounded 
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by the hindrances to importing food produce, the theoretical concept of the model if 
workable, will address these difficulties by facilitating the delivery of fresh fruits and 
vegetables and ensuring consistency.   
5.4 In-depth Exploration of the Workability of the CCM 
Respondents provide valuable insight into the strategies necessary to ensure 
that the implementation of the CCM is workable.  The two strategies identified are:  to 
ensure that it will address market challenges and that it can adjust to communal system.  
Table 5.03 Why the CCM be can be Implemented 
 
 
5.4.1 Address Market Challenges 
Nine participants state that the CCM is essential to address the market 
challenges facing producers and buyers.  The challenge facing agricultural producers is 
the necessity of market access, while the challenge from the perspective of the buyer is 
the ultimatum for producers to fulfil market requirements.  Hotel participant (RP05) 
perceives that the model can be implemented, however states that their expectation for 
quality over the years has not been addressed and feels that this could be met through 
the CCM.  
  Hotel Aca Agr P/Org Total 
 
1 : Will address market challenges 
 
1 
 
3 
 
4 
 
1 
 
9 
 
2 : Adaptable to communal system  
 
0 
 
6 
 
2 
 
1 
 
9 
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RP05 When we buy from a supplier, we don't get the quality...and sometimes the 
quantity of the vegetables coming in is not that good. The packaging also needs 
to be improved. 
 
In addition, academic representatives feel that the idea of converging production 
to a marketing intermediary will boost production efficiency and facilitate a centralized 
disseminating centre to assist SMFs.  Academic RP02 says that “...one thing the CCM will 
create is that it will help small-farmers who are usually looking for markets”.  To 
demonstrate this, another academic (RP34) suggests that the workability of the model 
lies in its ability to transform raw produce into marketable commodities through 
presentation, price discovery and economy of scale.  “This makes the marketing 
intermediary a very crucial factor in the [model]” (RP34).   Another academic participant 
(RP09) feels that the CCM will facilitate the transfer of market information and 
knowledge to farmers.   This transfer will be fostered through a structure using business 
partnerships as one of the underlying pillars and will create an atmosphere of ownership 
for farmers.   
 For MOA participants, the marketing intermediary of the model will serve as 
the primary regulator to ensure market production and efficiency is upheld.  RP11 
stresses that “the biggest problem in Fiji is trying to get a consistent marketing system 
that will serve farmers’ [market needs].”  According to him, there has been no 
consistent marketing system over the years.  Another participant (RP16) says that the 
CCM will create an enabling environment for SMFs through clustering and converging 
production to a central and well-administered location.  The issue of farm disparity and 
isolation are key geographical elements constraining many rural farmers from accessing 
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the market.  Besides geographic centrality, RP18 from the agriculture sector suggests 
that the model include factors such as ethnic concentration, religious beliefs and 
organizational culture of the community.  In order to address these important factors 
surrounding the establishment of the project, he suggests prior study needs to be done.  
RP18 The concept may work in some areas and might not work in other areas.  It 
depends on the type of farming, commodities grown and the ethnicity of the 
farmers …Sometimes it’s purely Indian, Fijian or mixed farmers i.e. other ethnic 
groups.  So the concept theoretically appears that it can work.   But wherever 
it’s trying to fall back then we need some sort of support from people 
concerned especially the agricultural department. 
 
In terms of transportation and ease of market access, RP25 from a private 
organization further added that the CCM will be strategic for farmers in isolated rural 
areas.   In addition, RP25 comments that the CCM is timely in terms of widening the 
resource base through crop diversification.  The test, however, of a concept such as the 
CCM will be to remain sustainable, because as it does, it will consequently sustain and 
improve agricultural productivity (RP25). 
In summary, the workability of empowering farmers through the CCM is evident in 
the responses.  Through this concept, the marketing intermediary will provide an 
essential key to identifying potential marketing opportunities for the clustered SMFs.   
The refining of the model and additional study are both identified as important 
considerations for the implementation of the concept.   
5.4.2 Adaptable to Communal System 
There are differences in opinion among participants regarding the extent to 
which the model should adjust to the communal system.  Some participants feel 
adhering to the existing culture is an important strategy for the workability of the CCM.  
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For example, the communal strength of the traditional system should be the launching 
platform for the model.  Academic RP01 states the model will best be implemented by 
supporting the existing system in the culture rather than proposing the idea as a new or 
different strategy to the existing communal structure.  Additionally, RP10, an 
agricultural officer, feels that the reason why the model can be implemented is its 
adaptability to the traditional concept of group work known in the Fijian language as 
solesolevaki.  
RP10 Our forefathers used to produce a lot of things from the village because they 
come as a community and [utilize] the welfare and manpower within the system 
to be able to plant or produce [in a big scale]; we call it the “solesolevaki” 
system. We understand that man working alone will not be able to be effective.  
It will not be as effective as if three, four, five people put their energies together 
for a common goal [as] they will have more input and of course in the 
production side, they will be able to produce more. 
 
The CCM is similarly perceived by three private organization participants to be 
consistent with the social dynamics of Native Fijians.  RP04 and 08 both state that the 
concept of utilizing the communal structure correlates to the solesolevaki concept.  A 
similar approach is applied in the co-operative society in Fiji where, according to RP04, 
they utilize the collectivistic behaviour prevalent in the community to facilitate their 
activity.   
In contrast, academic RP07 suggests that the CCM has to identify avenues to 
address the challenge of communalism especially in the traditional concept of sharing 
and borrowing.  According to him, solesolevaki poses some challenges, and the model 
has to establish some kind of a governance arrangement over these challenges for 
effectiveness.  The problem with solesolevaki is “...that all economic enterprises, seem 
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to face social obligations, [thus] the demands on the enterprises tend to make it difficult 
for businesses to be successful” (RP07).  RP07 explains his concept of “quarantining” and 
proposes this as a structure to keep business assets separate from traditional 
obligations.  
RP07  I think that they have to find some way, of what I call ‘quarantining’ the 
business from social obligations. [There is an instance in Fiji where they did that; 
quarantining the business from social obligations]. This is with respect to 
Indigenous Fijians taking over expired cane leases from the Indo-Fijians and 
forming themselves into groups of farmers. The most successful were where 
they adopted a hierarchical structure; that means at the village level you have 
the chief involved.  They quarantined themselves because they could then say; 
well I can give you some money out of my pocket personally from the family but 
I can’t share with you the farms, bullocks, fertilizer or whatever.  I can’t sell 
those things to meet the social obligations because they don’t belong to me and 
my family; they belong to this group that has been formed.  So it is effectively a 
way of, as I call it, ‘quarantining’ the enterprise.  As opposed to where individual 
Indigenous farmers have taken over leases, these management groups have 
been quite successful; their productivity in cane farming is as good as the Indo-
Fijian’s.  Whereas individual farmers try to carry on these leases by themselves 
and particularly those living within the village have been quite unsuccessful.  
The social obligations have just been too costly for them, depleting their assets 
and their income streams.  
 
In addition, leadership roles play a key factor in bringing members within 
communities to work in unison with one another.  Research participants RP09, 06, and 
32 feel that it is essential to emphasize the importance of leadership which according to 
them includes understanding organizational structure, the importance of collaborative 
partnership and being sensitive to communal aspects of the culture.  In addition, 
academic RP09 stresses that the workability of the model often correlates with good 
leadership which draws strength from the business level while also considering 
fundamental elements of the social structure.  RP09 states that the leadership skills 
amongst those members of the marketing intermediary will aid in pulling farmers 
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together by the bridging gaps created by language skills and cultural differences and will 
create a platform to facilitate the farmers’ work toward the goals of the marketing 
intermediary.  Moreover, RP06 says that the workability of the CCM can be 
strengthened through good organization.  This means selecting leaders that understand 
the social aspects of the community and are capable of incorporating business goals 
with farmers.  
Responses varied somewhat in terms of the degree to which the model should 
adjust to the communal system to ensure workability.   However, the respondents 
merge at the point of the importance that the communal system is in fact upheld, 
whether it be in its entirety or with some modification to the existing structure.  
 5.5 RQ 1 Category 2:  Stakeholders’ Views on Partnership 
Partnership is an important element in the CCM.  In this model, the marketing 
intermediary mediates by both developing partnerships on the production side with 
SMFs through contractual agreements, and by establishing partnerships on the 
consumer side with major buyers or corporations.  In an effort to assess the 
effectiveness of this strategy, the question regarding how stakeholders view business 
partnerships is put forth to participants. Their responses regarding the issue of business 
partnerships show that it should be adopted, that commitment and trust is a major 
issue and that partnership is essential for economic growth. 
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Table 5.04 RPs’ views of partnership as an appropriate approach taken by the CCM 
     Hotel Aca Agr P/Org Total 
1 : Essential for SMFs 70% 50% 50% 88% 64% 
2 : Commitment and trust a major issue 20% 26% 38% 13% 24% 
3 : Economical and viable 10% 26% 13% 0% 12% 
 
 
 
Figure 5.02 RPs’ views of partnership being adopted as the underlying foundation of the CCM 
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5.5.1 Essential for SMFs  
Sixty-five percent (64%) of research participants  RP (2, 4, 6, 8, 9, 10, 12, 14, 16, 
17, 20,  21, 22, 23, 24, 25, 26, 27, 30, 31, 32, 33) feel that the approach taken by the 
CCM to develop strategic and smart partnerships with the MI is essential for SMFs.  
According to hotel representatives, the concept of partnership is helpful to farmers and 
must be done. Hoteliers, RP 22 and 24, both agree that “it’s a good idea!”  RP20 says 
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that, “in the first place, it will be fairly helpful” and has to be established.  Hotelier RP26 
shares that it will be advantageous to farmers; while RP27 feels that it will assist farmers 
and bring diversity in their cropping programs especially during the off-season.  
In a similar response, academic RP02, 09, 12, and 31 think that engaging in 
partnerships is very good if structured well, and will benefit both suppliers and buyers. 
In addition, three of the four agriculture representatives perceive that the business 
partnership proposal in the CCM is “a good idea that will work” (RP10); that it is “quite 
useful” (RP14); and that incorporating business partnership with corporate buyers is “an 
appropriate approach” (RP16). 
 RP04, 08, 17, 25, 30, 32 and 33 from private organizations also think that the 
idea of partnership is essential.  One participant (RP30) says that “it’s a very good 
idea…as it is important to get other related bodies to assist in facilitating the concept to 
create markets”. Furthermore, RP17 states “I think that it is critical in terms of a 
marketing body to be incorporated in [business] partnership”.  The general consensus is 
that business partnerships are influential in creating sustainable markets and business 
transactions for SMFs and the agriculture community. 
5.5.2 Commitment and Trust is required  
Eight research participants feel that partnership is essential for business 
transactions. They stress that commitment and trust are both necessary to a sustainable 
partnership and that this has been not easily attained.  The complexity of this type of 
partnership is stressed by RP28 from the hotel industry.  He feels that business 
partnerships have never worked well, so every effort must be made to address each 
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element of this issue because it plays an important function in the successful operation 
of small businesses. Another hotel participant (RP19) feels that the ability of the CCM to 
provide a concrete structure to meet buyers and producers will be very advantageous. 
RP19 As long as both parties understand each other, [the buyer] must be aware of 
what the supplier can deliver and likewise the buyers must understand the 
standards of what consumers expect.  If the intermediary can inter-face that to 
suit both parties, that would be good.  
 
Similarly academic RP01 says that “any partnership is two ways…it is mutual and 
one of the basic factors is trust”.  RP01 further states that, “In our Fijian society, people 
have to be really trusting, because the Fijian people, by and large are very suspicious. 
They realize the key to partnership [is] to build trust.”   In addition to the importance of 
building trust, RP03, 18 and 29 from the agriculture sector, all verbalize that 
commitment is another very significant factor. According to them, commitment is an 
issue that requires specific and adequate attention. One participant (RP03) stresses that 
firm commitment is often not seen and this results in loose arrangements and broken 
business relationships.  
RP03 We had tried at one point in time [with] the industry council, root crop council 
[and] ginger council; in trying to get farmers together to be partners with some 
of the structures that we formed. Somewhere along the line it failed because 
commitments from farmers themselves [was not forthcoming]. Even signing a 
contract doesn't work; sometimes the farmers shifts, just by the price difference 
of a few cents. 
 
Another participant (RP29) feels that commitment and trust have to be made 
very clear to farmers, adding that “At the moment we don't have policies in place that 
prevent breaking contracts like a legal system and all this; [that’s why the contracts 
don’t] work out so well.”  In order for commitment and trust to be effectively fostered, 
these values must be maintained on both the part of the farmer and the buyer.  
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According to RP29: 
RP29 If the importer doesn't need so much quantity in a particular month and 
reduces it at the last moment, the exporter quite often, I've seen [telling] the 
farmer, sorry, I'm not buying that much this time, I'm just buying three quarters 
of it, that's all I need.  So it goes both ways. 
 
A private organization representative (RP15) adds that the heart of the trust 
issue is building a healthy business relationship.  According to RP15, this is the essential 
component of contractual arrangements and he feels these arrangements must be 
sealed through a legal agreement. “The ability to trust the other side is very important, 
but I think it will require the marketing intermediary to do a lot of legal work before it 
actually gets to that point. They’re going to have to convince the larger suppliers that 
they can do the job” (RP15). Therefore, forming both effective and functional corporate 
relationships is an important factor for the success of the CCM; however, the MI 
concept may require a structure that can be followed up with legal consequences if it is 
broken.  
The importance of commitment and trust involves both the buyers, such as the 
businesses or importers, and SMFs.  Strategies to support commitment between the 
members of the partnership must be identified. 
5.5.3 Economical and Viable 
Four research participants feel that the idea of partnership will be beneficial to 
small scale farmers as it will provide for the transfer of foreign direct investment, 
improve efficiency and minimize expenditures.  One hotel representative (RP05) says 
that the concept of forming a network of both local and international partnerships will 
benefit the farmers greatly in terms of accessing newer farming technology, research 
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and information.  For academic RP13, partnership certainly can bring efficiency through 
working with a structured group of farmers who agglomerate for economic viability. He 
states: 
RP13 In light of efficiency, given that you're dealing with countries which are very 
small, having individual units may be costly, so partnership will minimize 
individual fixed costs. 
 
In addition, academic RP34 comments that with the concept of clustering 
adopted by the CCM, the marketing intermediary will offer compatible prices because of 
the wide resources from pooled SMFs making it a competitive advantage at a larger 
scale.  According to RP34: 
RP34 At the end of the day, we [are] better off selling at a lower price but a much 
higher quantity for a lower cost.   That's why in your continuum, I think your key 
factor is … not the hotel but an intermediary that services hotels, because then 
it's got several hotels to service... you've got up-market hotels, mid-class hotels 
and down-market hotels.  Each of those has a different range of variety and 
volume so you're probably better off going to an intermediary that services all 
the three. 
 
On other hand, academic RP07 cautions the speed at which this might be 
disseminated.  
RP07: Think of these things in terms of contracts…say you are working with hotels, 
other buyers, research station or extension office; again, these are all 
arrangements that you have to get right and I just wonder whether it is best to 
go at it slowly, try working out from just getting the initial, the basic 
arrangement right, between the MI and farmers and then when you get that 
right, you certainly will need arrangements with the resorts, hotels etc. selling 
to them or selling to a wholesale supplier, markets or whatever. But I would 
assume for the intermediary; that’s what they bring to this arrangement.   
 
In addition, RP07 says that the Marketing Intermediary (MI) must clearly 
understand the market supply-chain for every commodity from the producer to the final 
consumer. 
RP07 Village farmers have very little idea of all the arrangements that need to be 
  
116 
made in the supply chain, whether it is quality testing or meeting standards or 
getting prices or making deals with hotels. They don’t have that information and 
it is that information about the supply chain that the intermediary brings to the 
arrangements. 
 
Finally, the CCM will minimize expenditures, according to agriculture participant 
RP11.  He suggests that partnership is good for national development because of the 
government’s limited resources.  The idea of utilizing a partnership is seen to be viable 
because it will attract investments from corporate bodies if facilitated through a 
reputable body. 
5.6 Insights into Why Partnership Should Be Supported  
Given that 65% of research participants express the view that partnership is 
essential for SMFs, further discussion is offered to provide greater insight into why 
participants feel it should be supported.  Three sub-themes surfaced from their 
responses (Table 5.05). 
Table 5.05 Comments by RPs on why partnership is essential for SMFs 
  Hotel Aca Agr P/Org Total 
1 : Economically beneficial 4 1 5 2 12 
2 : Establishes market guidelines and business  linkages 4 1 2 5 12 
3 : Training vital for farmers 5 1 2 2 10 
 
5.6.1 Economically Beneficial  
Twelve research participants (RP02, 04, 06, 10, 11, 14, 16, 22, 23, 24, 27 and 32) 
who say that business partnerships are essential for SMFs, feel that it will benefit both 
the buyers and producers.  Hotel participants RP22, 23 and 24 insist that a proper 
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feasibility study must be conducted.  According to them, the benefits of performing 
prior research before the implementation are significant.  These participants feel a study 
will provide a foundation for effectively implementing partnerships.  In addition, 
another hotel representative (RP27) mentions that partnership is beneficial as the 
hotels are willing to purchase through a secured long-term arrangement.  According to 
RP27: 
RP27 Farmers just plant vegetables [during in] season and that's what they give to us, [but] 
during off-season they don't go grow, like for example, tomatoes, capsicums (etc).  If 
they work with the hotel and establish [concrete] partnership and grow crops all year, I 
don't think we are going to find difficulty in buying [from them]. 
 
Academic RP02 adds that the ultimatum of establishing business partnerships 
must focus on achieving the best economic deals and further says that partnerships will 
enhance competitive strength and the cost efficiency of operation.   RP06, from the 
agriculture ministry, provides further insight into how partnerships may benefit the 
farmer: 
RP06 [Sometimes] it is disheartening [to farmers]  because when they produce, it cannot be 
marketed [but] if they work together in terms of business partnership,  buyers will let 
them know of the quality and the volume [expected]…then farmers will [have] to work 
in accordance with the demand… 
 
RP04 and 32 from private organizations state that partnership will benefit 
farmers because in a situation where the majority are small-scale in size, it is logical to 
introduce business-partnership through a cluster of small farmers. Furthermore, this is 
economically feasible with established buyers.  RP11, from MOA shares that in the 
commercial world, entering into commercial partnership augurs well for the 
government because of the state’s limited resources. In addition, another agriculture 
participant (RP14) shares that with most farmers in Fiji classified as small to medium 
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scale in size, hotels prefer to do business with bigger players and normally they work 
through entities who take the responsibility of reaching out to individual farmers.  
RP14: These corporate bodies, hotels…they want to deal with one [influential] player 
in the market...because they [can] just deal with one organization and [it] will 
arrange farm produce of other [small] farmers. This is because they are [mainly] 
in the hotel trade and not in [agricultural] marketing… [therefore] they don't 
want to go around [as] farms are distributed over a large area and the 
infrastructure is not [well established].  
 
Overall, the research participants feel that the push towards privatization makes 
partnership sensible, timely and appropriate; therefore good strategic partnership with 
economic benefit is needed. 
5.6.2 Establishes Market Guidelines and Business Linkages  
Just over a third of research participants emphasised that partnership will be 
crucial to building market guidelines and business partnerships. In terms of market 
guidelines, several participants stress that it is important that they are clearly written 
and understood by all parties from the early stages.  In addition, some form of flexibility 
must be accommodated to account for the fragility of agricultural produce.  Hotel 
representative (RP26) feels that creating healthy partnerships with buyers will require 
farmers to be transparent and well versed with the market demands.  RP26 says that, 
“at the moment there doesn't seem to be any such system” in place for SMFs in Fiji.   A 
private organization participant (RP06) stresses that the current weak market guidelines 
are evident by the fact that “farmers don’t know where their produce [will] end up”.  
According to the participant, farmers must understand the end-buyers as it will help 
them tailor the produce accordingly.  Participants from the agriculture ministry look at 
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partnership holistically from pre-planting, post-harvesting and marketing. They see the 
necessity of establishing constructive marketing guidelines.  One participant states that: 
RP17: Guidelines should guide the process involved in producing from the groundwork 
to the actual product being on the shelves or in the hotel…so I think for Fiji, this 
model should not be a problem and it’s something that’s recommended.  
 
Another agriculture participant (RP06) on the other hand feels that buyers must 
be genuine in what they agree to purchase and likewise the producers must fulfil the 
requirements of buyers in terms of meeting holistic quality.  RP30, from private 
organization, shares that partnership will provide organized markets and motivate 
farmers to produce quality produce.  According to RP33, partnership is good but it is the 
dynamics of the market demands and supplies that matters and a good market 
guideline is therefore needed for farmers. 
In terms of business linkages, participants (RP20, 21, 27 and 31) see the need to 
improve market and business linkages in business partnership.   Although the land 
resource is available in Fiji, market access, according to one hotel participant, (RP20), is 
a huge problem for rural farmers.  “If legally binding contracts can secure market 
dealings, this might provide a catalyst in boosting agricultural activities for farmers” 
(RP20).   According to RP20 there are many farms, but they often lack a market outlet 
due to their remote location and insufficient transportation access, therefore these 
farmers often sell to “middlemen” simply because they are unaware or incapable of 
selling their produce in a more cost-beneficial manner.   Once there is a link between 
market access for farmers and business partnerships among buyers, then many of the 
struggles related to farm size and isolation which farmers are facing presently will be 
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reduced.   
One Hotelier (RP27) feels that hotels should have no problem in entering into 
partnership with farmers through the CCM, provided that farmers meet the holistic 
requirements specified by the market.  RP27 boldly states that if SMFs provide the 
required quality and delivery on time, then “one hundred percent we are going to 
support them!”  Academic representative (RP31) feels that farmers must be provided 
with access to the market outlet; input into the system, and technical and market 
information.   Overall, market and business linkages through partnership are important 
and respondents verbalize their willingness to join into partnership when certain 
farming standards can be ensured.   
5.6.3 Training Vital for Farmers   
Research participants (RP05, 10, 11, 12, 17, 21, 24, 25 and 27) alluded to the fact 
that training and awareness becomes an important component towards establishing 
concrete partnership. They perceive the proposed training to be an important 
component in sustaining business partnership involving SMFs.  Private organization 
representatives (RP17 and RP25), believe that many SMFs currently do not understand 
what partnership is or how it will be beneficial to them.  In addition, there is no way of 
holding them accountable if contracts are not honoured.  According to two hotel 
participants, farmers must be trained to understand what is required in the contract.  
One participant (RP21) mentions that farmers have to know what is required in terms of 
market demands, quantity required, market expectation and quality management.   
Another hotel participant (RP24) stresses that an important issue will be the ability of 
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farmers to produce all year round and meet quality standards.  This will definitely come 
with training and understanding of the market climate in advance.  Furthermore, two 
participants from the agriculture ministry (RP10 and 11) share that training will help 
strengthen business partnerships in areas of trust and transparency.  In addition, RP10 
says that this training entails understanding all phases of pre-planting, post-harvesting 
and marketing.  Both RP10 and 11 agree that through training, farmers will become 
aware of the required market standards for their produce.  For academic participant 
RP12, an essential training component will be in the area of understanding and abiding 
by contracts.  RP12 feels that some form of binding contract must be established 
because it is normal that if a farmer is selling his produce to a “...particular middleman 
and then another exporter offers a price of five cents a kilogram higher...” the farmer 
will leave the original agreement and sell the produce for the higher price.   
In addition, RP17 feels that farmers should not be given planting and harvesting 
expectations without providing them with specific guidance, therefore there must be a 
system of monitoring the farmer’s activity and providing them with direct assistance in 
order to obtain the most productive harvest result (RP17). Partnership must then 
include monitoring SMFs’ performance during the contract period, providing support 
guidance to them. 
As a whole, the general consensus from participants is that in order to improve 
the effectiveness of business partnerships between SMFs and businesses, the training of 
SMFs is vitally important to bring them into realization of the conditions engrained in 
the contract.  
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5.7 RQ 1 Category 3:  Views of the Controlled Approach  
The controlled approach entails the CCM administering most of the program 
planning and post-harvest activities of SMFs (e.g. appropriate commodities to adopt, 
phase planting programs, required quota, packing and packaging) through the MI to 
cater to the demands identified in the market arena.  The proposition therefore 
assumes SMFs must strictly abide by predetermined contractual conditions. According 
to responses to this question, three major themes eventuated. These are: the controlled 
approach is a challenge for Fiji; it is workable; and important and strategic. 
Table 5.06 RPs’ views on the controlled approach 
 Hotel Aca Agr P/Org Total 
1 : Challenge for Fiji 30% 63% 0% 50% 35% 
2 : Workable 40% 25% 63% 13% 35% 
3 : Important and Strategic 30% 13% 38% 38% 29% 
 
Figure 5.03 Views on the Controlled Approach 
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5.7.1 Challenge for Fiji   
Over a third of research participants (35%) describe the controlled approach as a 
challenge for Fiji. Three hotel participants say it will require hard work to bring cohesion 
among Native Fijians (RP19) and that the CCM is taking on too much (RP22) and focuses 
more on profit making (RP26).  According to hotelier RP19, one of the problems is that 
clusters are made from different provinces and mataqalis (sub-clans), and establishing 
unison amongst them may be a hurdle.  Another participant (RP22) adds: “I would be 
wary of an organization that was taking on too much because it would be seen as if 
there is profiteering from that particular section of the organization.”  While another is 
critical of the CCM saying: “I don't think you'll make it happen.” 
Several research participants, RP08, 15, 17 and 30 from private organizations, feel 
that the challenge lies in working with farmers.  According to RP08, business discipline is 
the biggest challenge among Native Fijians because “it is very difficult for them to plant 
for commercial purpose.”  RP15 adds that the “issues will be making sure that supplies 
are reliable” because often social obligations are viewed as more important than 
business activities.  He goes on to state that “even though some family event is 
happening on the other side of the island” farmers should remain committed to their 
harvesting obligations (RP15).  Another challenge in working with the farmers lies in the 
notion of farmers expecting and receiving handouts.  RP17 feels this must be 
discouraged because it “can be the cause of poor organization and commitment [and 
laxity] among farmers.”   RP30 adds that farmers “have not quite adopted that attitude 
of being [better] organized” and this is seen as a major hurdle.  
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In addition to the challenges of building unity between individual farmers and 
working with farmers, the social system of the culture also poses a challenge for Fiji.  
Five academics verbalize their belief that the controlled approach is challenging because 
of the social barriers in the society.  In this aspect, academic RP01 comments that the 
traditional solesolevaki system of group work “is very inefficient” and shows a “low level 
of return”.   Another academic (RP02) alludes that the passing of time introduces 
changes in social behaviour and work attitudes of the current generation. According to 
RP02, young people have a tendency to question authority: “If we [don’t have] strong 
personnel in the marketing intermediary [who are] not able to deliver firm leadership 
structure, it can cause the model to collapse” (RP02).  Academic RP07 provides specific 
points regarding the challenge within the social system in which the indigenous Fijian 
farmers find themselves. He states: 
RP07: You hear a lot of criticism that it is only the Chinese or Indian farmers who will 
do things right and that the Indigenous Fiji farmers don’t do it or they are too 
lazy.  But my feeling about this is basically all people have the same design, 
everybody wants to better themselves and if people are not responding to 
incentives to do better for themselves and their families [then] something is 
wrong.  I think my understanding is that it has a lot to do with social obligations 
of the village, that in a sense if you earn an extra dollar and you have to share it 
with the village or the family, why earn that extra dollar? You know it is like 
what I call a 100% marginal tax rate.  My interpretation is that while there is a 
sharing culture, communal life has certain fine characteristics in terms of 
sharing versus the profit.  That is not to say that individuals out of those cultures 
can’t move into the individualistic world and perform quite well, in fact they do. 
So really it is the culture that is collectivistic [and] not the individual...But when 
they are within their culture, they have to behave [and] conform … as the 
culture [expects]. It is then really this ability to move between the [different] 
worlds.  But if we are looking at a case where 70% or 80% of the economy is still 
on collective culture and you are trying to get them to improve their welfare 
and income earning; we have to work out some way of having viable businesses 
within the village [parameter] and that is the challenge that you have set 
yourself (in), trying to work out a way in which you can do that. There is no 
problem in doing this in the market economy part of Fiji but it is relatively a very 
small part and unfortunately most of the aid agencies just focus on that part. 
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What we have to come to grips with, as you are trying to [figure out], is how you 
develop mechanisms that can function effectively within the village. 
 
In addition, RP34 agrees that the challenge lies in the culture and its social rules. 
It is choosing between the pressures of the cultural obligation or having an 
entrepreneurial mind-set.  He strongly emphasizes putting down the cultural aspects 
that will be counterproductive to business ventures. He frankly states “Let's get rid of all 
this rubbish about tradition…I just don't agree with the social stuff.  If they're going to 
become commercial farmers, they're going to be commercial farmers and there are 
rules [to abide by]” (RP39).  
The hard work of organizing and implementing the CCM is seen as another 
challenge for the project.  Referring to the CCM, academic participant (RP09) states that 
it will require hard work and planning.  He does bring forth an interesting perspective 
that, hard as it will be, without this type of controlled approach the local growers 
struggle to meet the demands of the market. Interestingly though, one luxury resort 
named Wakaya, has taken the existing culture into consideration and is successfully 
utilizing only local grown produce (RP09).   
5.7.2 Workability of the CCM   
A total of twelve research participants (35%) share the opinion that the controlled 
approach is workable.  In-depth responses by research participants to the workability of 
the CCM reveal the following sub-themes: the necessity of having a structured system 
and its adaptability to the culture (Table5.07).  
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Table 5.07 Insights by RPs into the workability of the controlled approach 
 
 Hotel Aca Agr Total 
1 : Structured system needed 1 1 5 7 
2: Adaptable to the culture 4 1 3 7 
 
5.7.2.1 Structured System Needed 
Seven research representatives (RP06, 10, 11, 13, 14, 18 and 20), view the CCM 
concept as workable for a variety of reasons, but all allude to the fact that some sort of 
established structure is needed.  For five MOA participants, most support the structure 
of the CCM through a self-sustaining marketing intermediary.  One participant, RP10, 
feels that the clear channel of communication portrayed in the model is an important 
component as the lack of clarity and communication has caused many local farmers to 
have little trust in middlemen and the system.  He provides the following example to 
explain his point:   
RP10: when [a farmer] hears that another farmer is getting more and he’s only getting 
less, [it causes a big stir-up].  There needs to be training because the marketing 
agents have risks and costs.  Unlike the farmer, he just plants [but] the risky part 
of the job is on the marketing agent.  All the costs [incurred] have to be 
accounted for… [and] this is something that [farmers] have to be 
taught…because they cannot handle that job.  They should be happy [that] 
someone is doing it, but...the CCM [must] be transparent and inform [farmers 
by telling them] “I’m getting this from here, these are the costs incurred…these 
are the risks taken [and] this is why I’m paying you this much”.  When things are 
clear, people will be happy. 
 
Another MOA participant (RP11) feels that the current structure of the CCM will 
likely address the marketing challenges of farmers as it will enhance networking and 
collaboration among SMFs.  On the other hand, RP14 says that the organizational 
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structure of the CCM provides an ideal platform to facilitate the discussion of food and 
health safety issues.   
RP14: We are talking about food safety... [whereby issues such as] chemical residues 
could be addressed through the CCM.  Also there are good agricultural 
practices,…or standards…if you're going to export or tell people who are health-
conscious (etc.), someone [must check] these things, but at the moment it's 
quite loose [and] even now, the government doesn't have the capacity to 
control pesticide application [because] they don't have a system to check 
pesticide residue. They go to the market; these cabbages are sprayed with 
Malathion etc.… (and) it's very risky. So the marketing intermediary [has to] 
address these issues… 
 
In addition, the CCM transports a farmer’s produce to a central locality thus 
making administering large quantities of commodities cost effective and efficient.  This, 
according to hotelier RP20, will minimize and consolidate expenses such as 
transportation and bulk harvesting and ensure goods are appropriately packaged and 
marketed.  On the other hand, the second participant (RP18) from MOA, takes a more 
guarded approach to the concept.  RP18 raises several questions pertaining to the cost 
of the model, including:     
RP18: Who is going to fund it? If you are trying to (do) packing and packaging 
(activities), usually what happens, the MI might supply but they (will) deduct 
when farmers buy. So what would be the price? Those things have to be 
considered. Now if these people are producing good quality and the MI says, 
“we have to charge $5.00 for the packaging (including) the box, they will see 
that most of their profit is going in that area. So the (question)...is; what type of 
cost (benefit) will evolve out of this concept? 
 
RP18 expresses his belief that the concept is workable; however, it is dependable 
on the benefits that farmers receive.  Academic RP13 emphasizes that the workability of 
the CCM will stem from the type of ownership structure that the model will offer to 
farmers. According to RP13, giving farmers ownership will help towards security and 
sustainability if SMFs have some form of ownership or benefit in the whole structure.  
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According to hotel participant RP21, the clustering structure of the model will provide a 
catalyst for SMFs to utilize their land.  It will help towards utilizing idle land and provide 
opportunities to utilize agriculture land and curb unemployment. 
RP21: That is the real strength of what they actually have, (which) is to do something 
like this, [which]) would provide them [with] a sustainable employment. It will 
help the country in addressing unemployment where the younger generations 
back to the village and are able to be a part of this initiative. 
 
5.7.2.2 Adaptable to the culture 
Incorporating the core values of the culture is seen by five participants as 
important to the sustainability of the controlled approach.  Utilizing the existing cultural 
context of the farmers will facilitate the workability of the model.  RP21 recognizes that 
change is a difficult process but believes that the CCM can contribute a great deal, 
looking at the social, cultural and economic environment in Fiji and the Pacific Islands.  
Hoteliers RP05, 21 and 28 agree promoting change through the existing cultural context 
is an essential strategy.  RP05 says that the cluster concept will work in a multi-racial 
community.  He feels the application of the controlled approach is not limited to the 
native Fijian farming community, but farmers from all racial groups “will benefit from 
the CCM” because the concept is “applicable and appropriate for Fiji (RP05).  Academic 
RP12 also believes that the controlled approach is appropriate to both Native and Indo-
Fijians.  He believes that “there will be no cultural barriers to the [model]” because the 
model suits the profit-orientated culture of the Indo-Fijian farmers and the traditional 
and community-based structure of the Native Fijians (RP12).  Referring to the native 
Fijian farmers, a hotel participant (RP28) suggests that “if you look at the social 
structure, it is still adopting the chiefly system, so if a central figure tells everyone what 
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to do [and if it is sound advice] people will follow.”  RP28 further explains that the 
controlled approach will be able to adjust to the traditional system at the village level by 
utilizing the hierarchical makeup in the community.  Along the same lines, agriculture 
participant (RP06) says that the communalistic approach of the controlled approach fits 
well with the traditional lifestyle of the majority farmers in Fiji.   
5.7.3 Important and Strategic  
The idea of the controlled approach proposed under the CCM is seen by eleven 
research participants (29%) as important and strategic for farmers.  According to three 
representatives from hotels (RP23, 24 and 27), the controlled approach is important as 
it will address the high rate of imports utilized by hotels.  One hotel participant (RP23) 
feels that the approach is crucial for long-term food sustainability.  
RP23: It is something that will definitely help farmers.  My personal view is [that] to be 
able to start the project rolling…[and] have a firm hand [in its operation].  If you 
want to call it a dictatorship then so be it because [from] my experiences…here 
and Asian countries … projects [that are] not properly monitored and 
controlled…fizzle out.  I was based longer in Singapore [and] actually their 
model [showed that] everything is tight but the system worked well.  [You have 
to monitor every step of the project] to build, operate, and transfer… along 
those lines. 
 
Another participant (RP24) views the controlled approach as applicable with 
monetary return being the crucial factor. 
RP24: With regards to the Indo-Fijian farmers, this poses no problem as they can work 
in groups as well. For example during sugarcane harvesting, they harvest in 
groups and they are able to work individually on their own. For the Native-
Fijians, motivation is important to get them going. At the end of the day, it is the 
amount of money that goes into the pocket that sums it all. 
 
In addition, hotelier RP27 thinks the model is good because it provides avenues 
for the dissemination of research and technology to farmers.  RP31 from academia says 
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that the controlled approach of the CCM looks appropriate and fitting to open up 
market access to rural farmers.  RP03, 13, 16 and 29 from the agriculture ministry 
respectively have this to say: 
RP03 It must be tested...try it out; select a particular group, and do it, [only then] 
people will see and if we can convince them through the system, surely you can 
change their mentality.  Experiment it right on the field, then formalize it…So 
the bottom line is getting it into the field (and) try it out. 
 
RP29:  It is culturally friendly... 
 
RP13  Contracts in the agreement [should be] strengthened... 
 
In terms of strengthening contracts, MOA participant (RP16) points out that this 
has to be done with: 
RP16: The private sector because…we can achieve what is wanted at the marketing 
intermediary level.  In return, we provide training for farmers to empower them 
in looking at the appropriate commodities they can adopt and [incorporate] 
phase planting and planning [to] maintain supply consistency and [forecast the] 
market [climate in advance]. 
 
RP29 sees the controlled approach as appropriate because it is structured and 
communally adaptable to the traditional society.  Private organization representatives 
RP25, 32 and 33 feel that the concept is strategic for the agriculture industry.  RP33 says 
that: 
RP33 The controlled approach…will allow farmers to plan better and be taught [how] 
to implement phase farming programs to make sure that produce is [always] 
available.  
5.8 RQ 1 Category 4:  Should we Consider Culture? 
The thirty-four research participants feel that it is vital to be considerate of the 
existing culture when formulating a developmental project.  Consensus shows that the 
culture will always be there; it is the fabric of society; and culture is the background 
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against which developmental projects must operate.  It therefore remains an important 
element for developmental projects. 
1.  Table 5.08 Does one have to consider the culture when formulating a development project? 
  Hotel Aca Agr P/Org Total 
1 :Yes, culture has to be considered 100% 100% 100% 100% 100% 
 
5.8.1 Yes, Culture has to be considered 
All research participants agree that the existing culture must be considered when 
formulating a developmental project in Fiji.  Hotel participants agree that culture must 
be considered in business developmental projects, with one saying: “it is the fabric of 
society [and)] it’s the background against which you operate…”.  Similarly, academic 
participants agree that one must consider the existing culture when devising 
developmental projects. Some of the brief responses are; “…yes, culture is very 
important…” and “it makes sense to understand the culture”.   RP07 adds that the 
culture is here to stay. 
RP07: I don’t think cultures change very easily so I think you have to live with the fact 
that the culture is going to remain unchanged for a long time and you have to 
design something that works with the existing culture.  
 
In addition, academic RP01 says that “culture is what everybody does…and is 
expressed by people living at this point in time”.  According to RP01, the culture must be 
incorporated in a way that is comparable to current development. For agriculture 
participants (RP03, 06, 10, 11, 14, 16, 18 and 29), heeding the fundamental aspects of 
the culture is important.  Some of their brief responses include: “sure…it's so 
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important…”, and “I forthrightly and strongly believe that we have to be considerate of 
the existing culture”.  Another participant feels that project facilitators must be “versed 
with the culture of the community and have to comply with what farmers want.”  
Similarly, private organizations RP04, 08, 15, 17, 25, 30, 32 and 33 agree that the issue 
of culture has to be considered.  One participant (RP25) shares that the culture is a 
sensitive issue and must be handled carefully, while (RP08) stress the importance of 
directing certain cultural behaviours towards a business focus.  Yet another participant 
(RP32) says that good judgment is needed in order to approach this issue from a 
proactive perspective. 
5.9 Why Consider Culture? 
When examining the responses of the respondents who share that one must 
consider the culture for development projects, two sub-themes were identified.  
Table 5.09 Insights into RPs’ responses to considering the existing culture 
 Hotel Aca Agr P/Org Total 
1:  Downfall of projects 2 3 3 3 11 
2 : Culture is a reality of life 4 1 1 3 9 
 
5.9.1 Downfall of Projects 
Eleven research participants attribute the low sustainability rate of past projects 
to the neglect of this important aspect of society, the culture.  Academic RP02 mentions 
that it is important to understand our cultural norms.  According to this participant, 
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unless we understand the community, the people and how they function, perceptions of 
how events may unfold may be wrongly constructed.  According to RP02: 
RP02: It's the failure of many previous projects [because] they haven't taken into 
consideration the culture.   We are a 'yes' people [and] we will say "yes", but as 
soon as you go, [they] drop (forego) the project.  It has happened in many of 
these projects. 
 
Agriculture participant (RP03) agrees that the culture plays an important role in 
any development and has witnessed most of the asserted approaches contradictory to 
the existing culture of the host community.  RP03 suggests taking a cooperative instead 
of a top-down approach, where farmers are also given a say in the implementation of 
projects.  RP03 feels that project proposals have to be realistic with what is available at 
the ground level through prior field consultation.  Sharing his experience in working with 
rural farmers, RP06, from agriculture, sees that properly understanding the culture is 
profound in villages where one has to understand traditional protocols in order to gain 
the approval of society and begin developmental projects.  
RP06: If you make use of the existing culture, it can strongly assist your program. 
Through experience [in working] with farmers, I use [the fundamental aspects of 
the culture] and see that it helped...[and I received] a lot of achievements, …for 
example our field man [for the MOA in the islands] is a traditional chief, so 
when we go on tour, I give him the [ability to firstly] address [the people] 
because they respect him as their chief [in the community].  When it comes to 
technical [issues], then we [assume our responsibility].  [It is important to note 
that] when the chief [speaks] the people pay attention…[so] I use the 
[hierarchical] traditional system [in the community]…and it works well…whereas 
for my predecessor, that is an area why the [community] dispel him [from their 
community] because…he didn’t consider…the cultural [protocols]. I made use of 
the traditional [norms in the] culture and it worked well [to advance the job 
assigned to me by government]. 
 
Similarly, RP08, 15 and 25 from private organization, caution the danger of 
totally disregarding the culture of society.  RP15 states that there are probably countless 
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examples in the Pacific region where projects never succeed because of the disregard 
for the notion of culture in society.   In addition, RP08 stresses that “it would be foolish 
not to be considerate of it as it is a part of the people and their environment”. According 
to RP25, “if we ignore our culture, it will be a big failure...”.  In another twist, research 
participants RP21 (hotel) and 06 (agriculture) say that being mindful of the culture will 
draw respect and see disseminating information to SMFs using the traditional language 
as quite effective. 
RP21: I’ve seen project workshops…done in English...where older people struggle so I 
actually have to translate materials into the native language.  The approach is 
important because...when done in English they think that it’s rude, old 
fashioned or traditional.  But as I said overall, culture has to be taken on board 
[and also] it is how you approach it [that matters].  I’ve had to put on my Fijian 
hat apart from being the person behind the [agriculture] project [I’m facilitating 
with a village] meaning I have to think like a rural Fijian [and identify with them].   
 
Academic RP13 shares similar views in terms of disseminating information to 
farmers, saying that utilizing the social methods of interaction “is important to 
effectively get messages across to farmers”.  Another academic participant (RP34) 
recommends blending the business side of the model with prevalent social norms such 
as communalism, borrowing and sharing etc., to streamline efficiency and maintain 
sustainability.  
5.9.2 Culture: Reality of Life 
Nine research participants feel that traditional culture is a reality and has to be 
considered.  One participant comments that “...often policy is developed based on 
thinking that somehow the culture is going to change [but] it is not going to change”.  
One hotel participant (RP19) agrees that we need to understand the culture to assist in 
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devising strategies for developmental projects, because it is the fabric of society and 
“it’s the background against which you operate”.  According to RP19, this will help to 
“strengthen the existing structure and whatever we are introducing”.  Hotelier (RP05) 
also mentions that the culture is strongly rooted in religion and must be respected.  “For 
example, most of the people are Christians, and on Sunday they don't work”.  In view of 
this, RP21 states that “what needs to be done is to look at how you will approach what 
you’re trying to do and perhaps [incorporate] the appropriate protocol”.  Furthermore, 
hotelier RP23 stress that if one violates the common ideology of the culture, it will have 
an impact on the sustainability of projects.  From a similar stance, academic RP07 
discusses the situation of Aboriginal communities in Australia, which is similar to the 
communalistic behaviour of Pacific Islands.  RP07 suggests that often policy makers will 
say: 
RP07: Let’s encourage Aborigines to set up business within their communities.  Well 
they just can’t protect themselves from the social obligations.  If you have got 
something, everybody wants to share it.  That is the way it is, [and] they can’t 
help it, it comes out of harsh environments where you can’t store things [and] if 
you can’t store things, then if you catch fish today, you share it with everybody 
on the expectation that if they get fish tomorrow they share it with you.  That is 
how these communities develop.  You just have to accept it [and] you got to 
work with it.  So often policy is developed based on thinking that somehow the 
culture is going to change but it is not going to change. 
 
According to RP29, from agriculture, the culture is the first line of penetration for 
introducing new innovative projects. 
RP29: I mean you can't go in with concepts that are completely foreign [that] they 
don't agree with.  ...You have to be able to mould it to suit their lifestyles and 
beliefs. 
 
This is supported by RP08 (private organization), who says that development 
planners must consider strategizing projects according to the social lifestyle of the 
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people.  On the other hand, RP33 from a private organization thinks that culture within 
a community must be on par with the current phase of development.  “I’m not saying 
that our culture needs to be ignored, but it needs to evolve with the change in 
development we are currently in” (RP33). 
5.10 Summary 
The responses to question one provided valuable insight into the participants’ 
perception of the CCM in relation to the following four categories: the CCM concept, 
partnership, the controlled approach and the impact of culture on the model design.      
The responses to category one revealed the CCM concept in general was 
perceived as both appropriate and feasible.  Participants demonstrated their belief that 
the CCM concept is appropriate, as it emphasises efficiency, and an organisational and 
traditional structure, and the application of the model aims to ensure quality and 
consistency of the agricultural products.  The second response regarding the concept of 
the CCM is that it is practically feasible because it will address market challenges and is 
adaptable to the communal system, known as solesolevaki.  One concern that was 
highlighted regarding the traditional structure was the need to address the concept of 
borrowing and sharing that is prevalent in rural villages which has often resulted in 
business ventures failing to establish profit due to the cultural obligation of sharing 
within the community. 
Category two explores the participants’ perceptions of partnership being 
adopted by the CCM. The majority of participants verbalized their belief that 
partnership is an essential component to the model for the following three reasons: it is 
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vital for economic sustainability: partnership will establish market guidelines; and it will 
provide an opportunity for necessary training of the SMFs.  Nearly a quarter of 
participants agreed that partnership is essential, but in order for it to be effectively 
implemented there must be a particular emphasis on building commitment and trust 
between the partners.     
Response to the controlled approach as defined by the CCM in category three 
produced an interesting group of responses.  One group reported that this approach 
would be a challenge for Fiji because it will require a change of mindset, particularly for 
native Fijian farmers in the area of business discipline.   A similar number of participants, 
quite to the contrary, verbalized their opinion that the controlled approach is workable 
because it would provide a structured system for the farmers to adopt and it is 
adaptable to the cultural diversity present in Fiji.   Finally, a nearly equal percentage of 
respondents demonstrated their view of partnership as important and strategic because 
it is crucial for long term sustainability. 
A unanimous response from participants was obtained when asked about the 
application of culture within the concept of the CCM, in category four.  Participants 
identified a disregard of culture as the likely cause of the collapse of previous 
agricultural projects.  Other participants verbalized that culture is a foundational 
element in the lifestyle of SMFs and should be carefully utilized in the formation of 
developmental projects.    
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These four categories have provided an overview of the perceptions of 
stakeholders in relation to the CCM.  Consensus showed that this clustering concept was 
accepted by the majority of participants as an appropriate and workable strategy.   
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6.0 CHAPTER 6 RESULTS PART II:  JUSTIFICATION FOR THE CCM 
6.1 Introduction 
In order to address specific factors that currently influence the marketing of 
agricultural products in Fiji, several key issues are explored in this chapter.  These issues 
are defined by the responses to Research Question II:  Is there justification for clustering 
small-medium scale farmers (SMFs) through the centralized clustering model (CCM).  
Five sub-questions or categories discuss the responses of the participants to these 
critical issues.  The five categories for investigation are: 
1. How would you:  
1.1  Categorize the level of research and technology available in Fiji? 
1.2  Improve the research and technology in Fiji? 
2 What are your perceptions regarding the issue of trust? 
3 If the government of the day were to provide support, what type of support should 
be provided? 
4 What might cause farmers to accept the CCM? 
5 How can SMFs receive support from large or well established business entities?  
6.2 RQ2 Category 1.1:  Level of Research and Technology in Fiji  
        One of the predominant goals of the CCM is to establish improvement in research 
and technology. Thus, in order to assess the justification for the CCM, it was paramount 
to determine the level of research and technology currently operating in Fiji and to 
identify strategies for improvement.  Over fifty percent (53%) of the research 
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participants categorize the level of research and technology in the range of below 
average to average.  Of the remainder, thirty five percent (35%) categorize it as average, 
and twelve percent (12%) say that it is good (above average). 
Table 6.01 RPs’ categorization of the level of research and technology in Fiji 
  Hotel Aca Agr P/Org Total 
1 : Below average 50% 88% 38% 38% 53% 
2 : Average 40% 12% 38% 50% 35% 
3 : Good  10% 0% 24% 12% 12% 
 
Figure 6.01 Level of research and technology available to SMFs in Fiji 
 
6.2.1 Research and Technology is Below Average 
Over half of the research participants (53%) say that the level of research is 
below average. Consensus shows that there is a highly significant need to improve 
agricultural research and technology in Fiji if marketable commodities are to be 
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competitive at both domestic and global levels.  Hotel participants RP05, 19, 21, 26 and 
28 categorise the level of research and technology in Fiji as below average.  RP21 goes 
so far as to say that it is insufficient, identifying the lack of linkages to markets as the 
major problem, and also expressing concern about the extension of farming techniques 
to the farmers themselves:  
RP21 As you know the market will go for quality and [this will] actually [require 
farmers to possess] farm techniques to be able to achieve quality. 
 
Similarly, close to 90% of academic participants (RP01, 02, 07, 09, 12, 31 and 34) 
categorise the level of research and technology in Fiji as below average.  RP02 reflects 
the viewpoint of over half of the academics by emphatically stating, “I think [the level of 
research and technology] is very low and below average.”  RP01 notes that it is 
expensive for SMFs to access good research as it is not readily available.  RP07 suggests 
that there is a need for greater involvement by academic institutions in the promotion 
of agricultural research and associated techniques and processes to the farmers in the 
country, and that a consideration of these factors is essential for the success of the 
CCM: 
RP07 I think [the University of the South Pacific] should be doing more in terms of 
trying to promote agriculture [including] plant introduction, plant breeding, 
better varieties, and new farming techniques.  In terms of the marketing chain, 
this is what your concept has to be concerned about; [which is seeing] that the 
marketing chain is clear right from the farm-base through the marketing-[chain 
network and this includes] developing quarantine services, sanitary [conditions], 
and transportation [services to the market].  I think that farmers in Fiji have a 
long way [to go]. 
 
Three participants from the MOA (RP06, 11 and 29) likewise classify research 
and technology as below average.  RP06 stresses the need to shift the research focus to 
what farmers need on the field, and identifies the lack of a clear marketing channel for 
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individual commodities as being the major missing element. Participants RP17, 25 and 
32, all from private organizations, also classify research and technology as below 
average. They believe that the expense required to access good research and 
technology is a hindrance for farmers.  According to RP32, the success of the CCM will 
depend on the existence of adequate research and technology, but at present research 
and development is non-existent and the level of technology available is quite low.  
RP32 says that Fiji is fortunate to host the University of the South Pacific (USP) with its 
facilities for research, development and technology, but feels that this has not been well 
utilized and that there is insufficient implementation of applicable research findings in 
the country.  
6.2.2 Level of Research and Technology is Average 
Twelve research participants (35%) categorize the level of research and 
technology in Fiji as average.  One participant from the MOA (RP18) stresses that 
research on agricultural marketing must be based on what farmers require; especially 
towards being able to meet the market standard.  A comment made by one academic 
participant (RP34), is that research is currently developed according to external funding 
and outside directives.  Another participant from MOA (RP03) says that, “the technology 
is there but how to get [it into] implementation is another story; [and] it is expensive.”  
Hotelier RP23 agrees; explaining that while limited technology is available, it is 
expensive and not easily accessible.   Moreover, SMFs are also hindered by their limited 
understanding of how the technology can be utilized.  RP15, a participant from a private 
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organization, raises a similar issue in regards to the accessibility of research by the 
farmers:  
RP15 I think one of the issues actually is not necessarily the level of research...there's 
a lot of good research that goes on, [but] actually [it is] the extension side of 
things, getting that [across to farmers, that could be the problem]. 
 
6.2.3Level of Research and Technology is Good (Above Average)  
Just over ten percent (12%) of research participants (RP10, 16, 22 and 30) 
categorize the level of research and technology in Fiji as up to par, but those who state 
this feel there is still room for improvement.  RP22, from the hotel industry, says that 
“the research is fairly good and the availability is there” but, for some reason, farmers 
are not utilizing the available research and technology.  Both RP10 and 16 from the 
Ministry of Agriculture say that although the level of research and technology is good, 
there should be a strategic focus on market oriented improvements.  RP30, from a 
private organization, feels that the input provided by regional organizations such as the 
Food and Agriculture Organization has helped towards improving the level of research 
for developing countries such as Fiji; and that although the level can be improved, it is 
currently relevant and of a good standard.  
6.3 RQ2 Category 1.2:  How to improve Research and Technology?  
            One third of the respondents (33%) say that research and technology is available 
but that its dissemination through the extension mode requires improvement.  The next 
most prominent responses focus on the need to improve agricultural research (27%) 
and upgrade human resources (21%).  The remaining responses (19%) emphasize 
improving the use of foreign direct investment, funding, the role of the marketing 
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intermediary, and partnership.  One participant made no comment.  
Table 6.02 RPs’ responses on how to improve research and technology for SMFs 
  Hotel Aca Agr P/Org Total 
A : Improve extension approach 40% 26% 25% 38% 33% 
B: Upgrade research  20% 50% 12% 25% 27% 
C: Enhance human resources 30% 0% 38% 12% 21% 
D: Others (FDI, Funding, MI, 
Partnership, No comments) 
10% 13% 25% 25% 19% 
 
Figure 6.02 RPs’ responses on how to improve research and technology for SMFs  
 
6.3.1 Improve Extension Approach 
The term ‘extension approach’ describes the facilitation of individual experts to 
support and assist farmers in the implementation of new research and technology.  One 
third (33%) of the research participants indicated in their responses that the extension 
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approach is a vital driver for the dissemination of research and technology, and that it is 
imperative for this approach to be improved. 
According to RP20, 21, 22 and 23, all from hotels, the vitality that would result 
from improving the dissemination of research information and technology to farmers 
cannot be overemphasized.  RP22 said that although the research is available, it is not 
effectively delivered.  Another hotel participant (RP21) outlined a need to simplify the 
language which is used when this information is shared to farmers.  He states, “I’ve 
attended workshops [and] thought that [the] information shared is beyond the 
understanding of farmers [and instead] has to be done in a basic, simple approach.” 
Similarly, RP10 and 16 from the Ministry of Agriculture affirm that the transfer and 
monitoring of research findings to the farmers by the extension and research 
department of the government needs improvement.  
Three participants representing academia (RP02, 31, and 23) say that it is 
essential to disseminate information in a way that is easy for farmers to grasp.  RP31 is 
of the opinion that the transfer of research and technology is a major weakness.  RP23 
suggests that a good network needs to be initiated by the government and RP02 
mentions that extension officers have to ensure that information is clearly explained to 
farmers.  RP25, from a private organization, says that it is crucial to have people that are 
committed to disseminating appropriate and understandable research information to 
SMFs.  Respondent RP15, from a private organization, feels the marketing intermediary 
could be an effective platform from which to execute effective extension programs.  To 
these respondents, the extension approach is seen as a necessary and effective strategy; 
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one that could provide a platform for improving the implementation of research and 
technology.   
6.3.2 Upgrade Research 
Twenty five per cent (27%) of research participants feel that the introduction of 
applied research into the community is necessary in order to help farmers improve 
commodity standards.  Two hotel respondents (RP19 and 28) identify government 
support as being crucial for providing farmers with access to relevant research 
information and technology.  RP28 mentions that the government “is putting millions 
and millions of dollars into sugar”, and stresses that it is time to venture into a 
diversified approach and to include other commodities like milk and beef.  He goes on to 
say: 
RP28 seventy-five percent (75%) of milk is imported from New Zealand... [this] is not 
even close to what we need.  We do about 10,000-15,000 meals per month 
and…there’s breakfast, lunch and dinner.  The quality [of agricultural produce 
here is not good enough.  [For example, in] Vanuatu beef is far superior to Fiji 
beef because Vanuatu has no sugarcane [monopoly and] their beef [is raised on] 
prime land.  
 
According to RP28, the government must look at the appropriate research on 
crop diversification, especially on commodities required by hotels.  Quality is a big issue 
and the government must make concerted efforts in terms of providing appropriate 
information.   
RP28 I mean sugar has been good to Fiji for many years, but I think we need to look 
further into the future and just be reliable; especially now with [the removal of] 
preferential sugar prices [the revenue generated from sugarcane has greatly 
diminished]. 
 
In essence, this participant strongly feels that there is a vital need for a systematic shift 
in the focus of Fiji’s agricultural sector to include other commodities. 
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RP04 and 32, from private organizations, stress an urgent need to upgrade and 
update research activities in the agricultural sector.  RP32 sees this as the way forward 
towards the development of quality export commodities.  RP31 stresses that “the 
government has to be made aware of the extreme importance [of appropriate research] 
which is lacking in the [country].” From an academic perspective, RP07, 12, 13 and 34 
feel that the quality standard criteria provided through research organizations is lagging 
in comparison to the increasing demand of the market.  RP07 says that “research 
stations here have not done a very good job [and need upgrading and improvement].”  
RP12 agrees: 
RP12 When we first came to Koronivia four years ago, the Taiwanese People’s Project 
[were here] planting vegetables at the government research site.  They have 
long beans and all these kinds of vegetables growing so well.  And what has 
happened? They have [left] and the [local] people haven’t been able to take on 
the technology of vegetable growing.  I don’t know if the local research team 
cannot exactly [perform] as the Taiwanese [People’s Project did] but maybe 
[they need to look at adopting a]...slightly less costly way of using that same 
technology. 
 
RP13 identifies issues of quality and timing as being important in the adoption of 
relevant research to address market demands.  RP34 affirms this notion of research 
relevancy:  
RP34 One of the things I find weak about the Pacific [Islands] is [that] most of the 
research is done at the researcher's initiative.  There's not that much [that is] 
farmer-initiated, [because] farmers know what their problems are [but] they 
mightn't be able to articulate it.  Don't have researchers do another trial on 
boron deficiency in taro. Ask the farmers what their problem is.  [In the case of] 
the current project in Pakistan, we thought we knew what the research 
problems were [but] when we interviewed the farmers, they mentioned "weed" 
[as a major issue], and none of the researchers saw weed as a problem [but] the 
farmers did.  So let the farmers have a more meaningful say. 
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RP04 agrees with the need for farmer-initiated research instead of organization-
initiated research; stating that some research recommendations are irrelevant. 
RP04 An example is fertilizer recommendation [the] (NPK) 13:13:21 application ratio 
[which] doesn’t work well in some of the soils our farmers have.  But we 
continue to say (NPK) 13:13:21 as a recommendation [even though] this is out-
dated. 
 
From an agricultural perspective, RP18 insists that research must not be a 
separate entity and researchers must apply it within the representative socio-economic 
environment of the farmers.  This would help to address the problem of research 
organizations stringently recommending certain research findings without fully 
understanding the difficulties farmers are encountering within their own socio-
economic environments. Thus, research or extension officers need to consider the 
socio-economic situations that are faced by farmers and use this information to inform 
and adjust their distribution of information and technology. RP18 explains: 
RP18 I feel research should come up…like for example, with five varieties of tomatoes 
produced under different technologies [like] fertilizer rate-types, soil-content, 
spacing. They, then come up with variety “A” which gives the highest yield 
under those circumstances, where more fertilizer [and] more chemical is used. 
Variety “B” is different [and likewise] variety “C” and “D” are produced using 
mill-mud or other fertilizer types/rates.  What the research department 
[normally does] is recommend variety “A” [as it has] the highest yield. [So] when 
that technology is taken over by [the] Extension Division, they recommend 
variety “A” because this is what the research department recommends.  They 
take that to [the] farmers, saying, “A” is the [best], but they don’t consider 
[anything about] the farmer’s socio-economic situation.  Can that farmer afford 
the technology for that variety?  If not, [then] what is the next [best option]? [It] 
may be the one with mill-mud.  Mill-mud comes from [the wastes of processed] 
sugarcane, or [maybe the other alternative is to use]...poultry manure.  
 
Thus, it is apparent that upgrading research is viewed as a vital component to 
many participants.   As the level of research improves, the whole system will ultimately 
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benefit.  This will be especially advantageous for the individual farmers, as it will further 
assist them with improving commodity standards.    
6.3.3 Enhance Human Resources 
     In as much as the extension approach and research emphasize the dissemination 
of information relevant to farmers, the development of individual farmers through 
training and education is another key strategy for improving the use of research and 
technology.  Twenty-one per cent (21%) of the research participants feel that the use of 
training to upgrade farmers’ knowledge and skills in raising marketable crop 
commodities is an area that needs more emphasis.  RP24, 26 and 27, from the hotels, 
feel that more training is needed to help farmers understand the specific criteria of 
target markets.  RP24 says that adequate training in agriculture should be provided in 
terms of new farming techniques and management.   
Respondents from the Ministry of Agriculture agree that the development of 
human resources necessarily includes the training of SMFs in their social environment 
by linking gaps in the field to research studies, and providing long-term training for 
resource personnel. However, according to RP03, the provision of training to native 
Fijians outside of their communal structure has proved detrimental to their subsequent 
ability to work and thrive in their predominately communal lifestyle.  To emphasize this 
point, RP03 provides the example of an experiment conducted by a native Fijian scholar 
in the late eighties. The late Dr Rusiate Nayacakalou was of the opinion that the 
problem with native Fijians was their villages and communal living arrangements, so he 
urged them to go and settle on individual farms.  He dismantled three villages for 
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research purposes and established a rehabilitation camp outside the village boundaries 
to train native Fijians in independent farming practices and provide them with necessary 
business information.  However, despite the scholar’s ‘training’, the displaced village 
farmers soon built a big community hall where they met every day. This effectively 
defeated the purpose of trying to dismantle the social culture of communal living.  RP03 
argues that “native Fijians can't just live alone [because they] have to live together, it's 
in [them].”  In order for the training of native Fijian farmers to be effective, it must 
instead be provided through a strategy which supports the system in which they live.   
Another participant from the Ministry of Agriculture (RP06) identifies a need for the 
specific training of human resources, especially researchers.  By this RP06 suggests that 
the quality of research will improve as the researcher himself understands and 
implements valid and significant investigations.   
This has been further compounded by the reliance on qualified personnel from 
overseas countries to perform these research activities (RP06). RP14 agrees that there is 
a lack of qualified research personnel: 
RP14 At one time…there was a lot of crop breeding but now there's migration of 
people (overseas)…and the government has not provided [enough] funding for 
the developmental (sic) of research [programs]. 
 
Similarly, RP33, from a private organization, admits that capacity building is 
important, but it takes a long time; “We lack people with skills” and “we need to rely on 
overseas countries.” This identifies a need for people with appropriate knowledge who 
can help farmers improve their agronomic practices and earn better incomes.  According 
to RP33: 
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RP33 As far as farmers are concerned, all they want is [a profitable] income. Whether 
it turns into finished product, canned, semi-processed or whatever; they are not 
interested.  [Research to address their needs] simply means research in terms of 
[introducing] crop varieties; disease resistance [crops]; seed conservation etc., 
[that directly translate into better earnings]. 
 
These participants view the effective training of human resources as requiring 
more than assertive information and its applicability.  They stress the importance of its 
ability to incorporate an understanding of the social environment, and a structural 
design that is within the boundaries of the culture.  
6.3.4 Summary of Research and Technology Results   
Of the 34 participants interviewed, nearly 90% (30 participants) believe the level 
of research and technology is below average (53%) or average (35%).  Those stating that 
the level of research and technology is at an above average (good) level (12%) qualify 
their response with the identification of a need for improvement in this area.  Some 
important limitations to adequate research and technology identified by the 
participants include expense and difficulty in establishing application of research 
findings by the farmers.  Three strategies for improvement are noted including: 
facilitating more research through the extension approach; upgrading research in areas 
directly related to the farmer and farming practices; and enhanced human resources 
that will ensure research and technology is carefully developed within the context of the 
social environment.   
6.4 RQ2 Category 2:  Perceptions of Trust 
In any business undertaking, it is necessary to identify the level of trust currently 
operating in the business environment.  Particularly in the CCM, the issue of 
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trustworthiness is necessary in order to build the relationship between the SMFs and 
the stakeholders.  The issue of trust is simply how competent and trustworthy an 
entrepreneurial entity is in terms of fulfilling its obligations and commitments in a 
business transaction; be it long or short term.  There are five themes that are related to 
the issue of trust in business partnerships.  The themes are shown in Table 6.03. 
Table 6.03 RPs’ perceptions regarding the issue of trust 
  Hotel Aca Agr P/Org Total 
1 : Important for business sustainability 30% 50% 13% 25% 29% 
2 : Related to quality service 50% 13% 0% 13% 21% 
3 : Solution has to be established 10% 0% 63% 13% 21% 
4 : Secure transaction 0% 25% 13% 25% 15% 
5 : Weak & fragile 10% 13% 13% 25% 15% 
 
Figure 6.03 RPs’ perceptions regarding the issue of trust 
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6.4.1 Trust - Important for Business Sustainability 
Ten participants (29%) feel that the issue of trust in a partnership is important. 
Hoteliers RP05, 23 and 24 agree that trust in a business partnership is important for 
healthy business transactions, but feel that it is a fragile issue that must be addressed 
carefully.  Academics RP01, 07, 09 and 31 feel that trust helps to maintain sustainable 
business relations between hotels and farmers.  Similarly, respondents from private 
organizations (RP08 and 17) stress that the trust issue is critical in business 
arrangements, and RP11 from the Ministry of Agriculture strongly insists that trust in 
business partnerships has to be enforced.  
When the ten respondents are further probed on the importance of trust in business 
partnerships, three sub-themes emerge concerning why they feel trust is important and 
what is required to sustain it.  They are: 1) trust has to be built over time; 2) trust must 
protect negotiating parties; and 3) farmers must earn buyers’ trust. 
6.4.1.1 Developed over Time  
Four participants feel that trust is a critical factor in business partnerships, and is 
something which requires a lot of work, and necessarily takes time to build.  According 
to the three academics (RP01, 07 and 09), the building of trust requires the 
establishment of a rigid policy to define the parameters that will enforce and protect 
this trust in the given socio-economic environment and organizational culture.  
Academic participant RP01 feels that the trust issue will continue to be a challenge, and 
will require the establishment of a workable strategy to address it. RP07 believes that 
trust is the basis of all market contracts, and must be enforceable and carry with it some 
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form of penalty.  RP07 suggests that farmers could accumulate assets of some form and 
utilize this as contractual collateral: 
RP07 If farmers don’t have assets, there is nothing you can sue them for and the only 
alternative is to lock them in jail for breaking a contract to supply a small 
amount of agricultural produce [which is] very difficult.  So this is a big issue and 
something the Asian Development Bank is working on trying to create what we 
call securitized assets.   
 
According to RP07, all financial systems are built on the basis of being able to 
securitize land, and if this is not possible then other alternatives like securitizing crops 
should be explored.  However, this leads to further questions: 
RP07: Can you securitize the crops?  Can you take a crop lien as in Africa, [and] 
develop a system of warehouse receipts where the farmers can deliver 
[agricultural] produce to a secured warehouse and they get a receipt for it?   
 
RP07 suggests that receipts could be taken to the bank and used as security to 
borrow money, and that this may apply to commodities like cotton, coffee etc. which 
can be stored longer.  RP07 says that this alternative is still being investigated in the 
Pacific region, but there has been little success to date.  Another solution proposed by 
RP07 is the development of long term leases on farmland that can be securitized by the 
banks and used as collateral.  Fiji has had in the past a system where a 30 year lease is 
granted and can be used as financial security with the banks. RP07 feels that the country 
should readopt this strategy.  
6.4.1.2 Trust Protects 
Four research participants feel that trust is an important factor that has been 
duly overlooked and adversely affected in Fiji.  They suggest a need for the formulation 
of policies to protect individual parties.  RP11, from the Ministry of Agriculture, explains 
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that in a business environment, trust must provide buyers and producers with the ability 
to strengthen each other.  If properly sustained, trust “will protect farmers in their input 
into the system and [also] their returns.”  In addition, RP11 comments that trust will 
encourage large buyers like hotels to shift their purchasing to the local arena.  RP08 and 
17, from private organizations, explain that trust means having faith in the other 
business partner, and this requires transparency.  According to RP08, honesty between 
farmers and the marketing intermediary is crucial.  RP17 agrees that this issue of faith 
and transparency between business partners is particularly important with major buyers 
and producers. 
RP17 I mean if the hotel industry loses faith in farmers, they will go back [to] 
importing from overseas.  And likewise, the farmers should [be able to] have 
faith in the hotel industry because if they [are] keen on producing and the hotel 
industry is not taking on their products, then they will be discouraged. 
 
This issue of trust impacts both the producer and the consumer.  These 
participants believe that because sustaining trust between the negotiating parties is so 
important, strategies must be implemented to support the parties involved.    
6.4.1.3 SMFs Should Earn Trust 
Three research participants (RP05, 13 and 24) feel that in order for SMFs to earn 
the trust of buyers, they must first prove their credibility. They agree that trust is very 
important; however, they believe that the onus is on SMFs to demonstrate that they are 
capable of meeting quality standards, especially when trust has been affected in past 
dealings.  According to hotel participant RP05, farmers should make every effort to 
meet the demands of the hotels; and in a similar manner, the hotels should be faithful 
in buying from the farmers: 
  
156 
RP05 If we're giving them [our demands] to plant and our menu contains [those 
commodities] and they can't supply, obviously our hotel will look at other 
suppliers to meet our business [requirements].  At the same time, if farmers do 
supply and we have another cheaper price [elsewhere] and we go for that, 
[then] that trust will be affected. 
 
 RP24, another hotel participant, views the issue of trust in relation to quality 
service from another perspective:  the creation of hoteliers’ trust and confidence 
through farmers’ reliable supply of off-season commodities.  Academic RP13 believes 
that the issue of trust in local business partnerships has been damaged over the years 
and strongly feels “that [this] needs to be developed to a level where farmers can 
demonstrate their ability to meet the requirements put forth by buyers.” RP13 believes 
that this will greatly help the restoration of trust and confidence between established 
buyers and primary agricultural producers.  
6.4.2 Trust – Related to Quality Service 
The quality issue entails strategic plans designed to induce quality commodities from 
the pre-planting to the post-harvesting phase.  Twenty one percent (21%) of 
participants feel that trust in a business partnership closely correlates with the quality of 
the commodities that are produced.  Consensus reveals a perception that if buyers can 
trust farmers to provide high quality services and products, the result is a consolidation 
of their trust in the farmers.  This perception is strongly held amongst the hotel 
participants (RP19, 20, 26, 27 and 28) who all feel that quality and consistency have an 
influential impact on trust in business dealings and partnerships.  They agree that in 
order for their trust in partnerships with SMFs to be strengthened, the farmers must 
prove that they are able to consistently provide the high quality produce as required by 
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the hotels.  RP19 says “it’s really important to make sure that the supplier earns the 
trust of the consumer that he will deliver no matter what.” RP20 emphasises that the 
supply “[should be] consistent; not one week you supply and the next week you...don’t 
have it.”   RP26 says that in order for local farmers to get a share of the hotel market, 
“they must maintain the quality.” RP27 states simply that: “quality and consistency is 
what we always wanted.” RP04, from a private organization, agrees that the sustainable 
production of quality commodities strengthens the trust of hoteliers towards producers.  
Academic RP02 describes the unnecessary practice of immature harvesting by farmers 
because of monetary need as an example of the impact of harvesting techniques in 
relation to this issue. This practice is counter-quality and detrimental to the building of 
trust.  
6.4.3 Trust – Establish Solution 
Just over 20% of participants state that trust is a major challenge.  Several 
participants feel there is a need to create an awareness program for farmers, and two 
suggest that the issue of trust between farmers and hoteliers must be re-evaluated.  
Hotelier RP21 says, with reference to the development initiative of the CCM, that 
farmers’ need specific training in the holistic aspects that surround trust; including 
components such as quality, consistency and reputability.  This view is supported by five 
participants from the Ministry of Agriculture (RP03, 06, 10, 14, 16).  RP03 mentions the 
need for an intensive awareness program to specifically promote the understanding of 
factors that will boost trust in business partnerships.  RP06 feels it is important to try to 
understand the plight of both farmers and buyers in a business partnership, as this helps 
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in strategizing the best ways to achieve each partner’s goals. RP14 comments that, due 
to the correlation of quality and trust, “[farmers] need to have some sort of education 
[because currently] if somebody comes with a better price they leave the [contractual] 
relationship.” On the other hand, RP10 and 16 suggest the need to look into the political 
affiliations between purchasing officers from various hotels and the middlemen; 
affiliations which RP10 believes have brought low morale to farmers trying to get a fair 
deal:  
RP10 The networking that exists [between] purchasing officers and middlemen is very 
strong and has most of the time disadvantaged local farmers.  This is something 
that needs to be [investigated]. 
 
RP16 voices concern that this kind of allegiance forms a barrier which farmers 
need assistance in overcoming if they are to make their own profitable links with the 
hotels:  
RP16 Purchasing officers already have their network, so it is very hard for individual 
farmers to break through...so they have to be directed to the middlemen, or 
reject the produce or drop the price. 
 
RP15, from a private organization, says that the issue of trust is a key issue that 
would have to be addressed and overcome by the marketing intermediary, especially in 
relation to delivering quality produce. 
6.4.4 Trust – Requires Secure Transaction 
Fifteen percent (15%) of research participants (RP12, 25, 29, 32 and 34) feel that, in 
order for trust to develop, it is important to establish secure transactions between 
business partners (table 6.09).  According to academic RP12, a secure transaction is 
when both parties abide by the agreed terms of the contract.  RP12 is of the opinion 
  
159 
that although hotels will buy every time they have visitors, farmers need a steady price 
if they are to maintain a consistent supply.  A participant from a private organization 
(RP25) suggests that this should involve an official legal contract, as this brings rigidity 
and some form of binding mechanism to the different partners.  However, academic 
RP34 sees a secure transaction as a matter of readily receiving hard cash, and that a 
closer look is needed to see what the hotels are doing. He states:  
RP34  [even though hotels] are buying more food from the locals, the food is to feed 
their own staff [and] not the tourists…[and] hotels haven't been generous to the 
local industry”.  
 
RP29 from the Ministry of Agriculture sees a secure transaction as being able to 
sell agricultural produce because of the fragility and nature of fresh agricultural 
produce.  Another participant (RP32) mentions the need for farmers to adopt farming 
practices that maintain consistency, and referred to hydroponic farming as an example 
of a strategic system that ensures production consistency.  Thus, these research 
participants all agree that a secure transaction is important, but identifying how to 
create this type of security remains a suggestion for further investigation.   
6.4.5 Trust – Weak and Fragile 
Fifteen per cent (15%) of research participants (RP22, 13, 18, 30 and 33) see the 
current state of the issue of trust as weak and fragile because of broken contracts, 
dishonoured dealings, poor product quality and political infighting between buyers.  
According to hotelier RP22, trust has been a continual challenge due to suppliers being 
inconsistent with their prices.  
RP22 We continue to buy from a particular supplier because the price is good, but 
then the price is good for one, two, three months and then the prices start 
  
160 
going up; [but] when we compare with another supplier, we find that the 
original supplier has [been] getting [a higher price] rather than keeping it at a 
fair market price.  
 
Similarly, academic RP13 is of the opinion that the issue of trust needs mending 
“particularly in Melanesian countries like Fiji, PNG... Solomon [Islands], Vanuatu etc., 
[where] trust has been betrayed a number of times.”   According to Ministry of 
Agriculture participant RP18, the issue of trust is a major problem when it is not 
maintained; especially when farmers are not able to provide commodities on a 
consistent basis.  Several participants from private organizations suggest that the issue 
of trust requires a concrete form or structure.  RP30 notices that “a lot of time there’s 
disappointment so that’s unfortunate”, and continues: 
RP30 It is a major issue…between the hotels and the farmers.  But at the end of the 
day, it’s the business [that counts] so if the hotel’s supply is [not] forthcoming, 
then they are going to import, full stop. 
 
Another private organization participant (RP33) mentions that hotels could do a 
better job of helping villages and communities by providing farming equipment, seeds 
and fertilizers in addition to assurances of instant cash purchases of local farmers’ 
produce.  
RP33: Sometimes we’ve had cases where a small producer has supplied some produce 
to the hotel and wasn’t paid in like 12 months.  What’s that?  What will that do 
to trust? …Money makes [for] better trust and relationship than anything.  
 
6.4.6 Summary of the Issue of Trust  
Since trust has to be present for the model to be effectively implemented, the 
factors influencing this issue were specifically defined.  The research participants 
identify five broad categories related to trust; they emphasize the need for SMFs to 
ensure they uphold their agreement in the business partnership.  In terms of the unique 
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design of the CCM, the Marketing Intermediary is highlighted as a valuable aspect for 
facilitating strategies toward strengthening a trusting environment between the farmers 
and the stakeholders. 
6.5 RQ2 Category 3:  Type of Government Support? 
The government has played a strategic role in agricultural development in Fiji, 
and has been the primary facilitator for many attempts to reform this vital industry.  
Given that the farming sector provides such a vast amount of the nation’s gross 
domestic product, it is certain that there is a vested interest by the government in this 
area. In order to assess the justification for the clustering of SMFs through the CCM, the 
crucial topic of the role of governmental influence was deeply explored.   
Table 6.04 Type of government support recommended by RPs 
  Hotel Aca Agr P/Org Total 
1 : Infrastructure development 10% 38% 63% 75% 44% 
2 : Capital & Equipment 40% 13% 25% 0% 21% 
3 : Farmer training 30% 25% 13% 0% 18% 
4 : Others     18% 
        (a) Land tenure 10% 0% 0% 0% (3%) 
        (b) Field visits 0% 0% 0% 13% (3%) 
        (c) Credit facility 0% 13% 0% 13% (6%) 
        (d) Subsidy 10% 13% 0% 0% (6%) 
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6.5.1 Infrastructure Development 
 
Close to half (44%) of the research participants (RP20, 07, 12, 31, 03, 10, 14, 16, 
29, 08, 15, 17, 30, 32 and 33) indicate that the government should ensure that 
infrastructure in the country is improved.  RP20, from a hotel, feels that high priority 
should be given to the improvement of transport services to the hotels; explaining that 
hotels would prefer to receive commodities with ease rather than searching for 
agricultural produce when faced with consumer demand. Academics RP07, 12 and 31 
also point towards the vitality of establishing proper infrastructure conducive for 
marketing agricultural produce.  Suggestions include roads, refrigerated coolers and 
international quarantine facilities.  RP31 is of the opinion that “the objective of being 
fully market-tuned is [simply] getting [the] infrastructural system up and going.”  
RP31 There are a lot of things we can sell to Australia [but] we can’t ship them.  We 
never develop the protocol…and part of that problem lies with the importing 
country itself, but reliably the problem is on our side [too].  
 
Another participant (RP12) sees the isolation and disparity of farmers as a huge 
challenge and suggests the idea of bulk harvesting for small scale farmers: 
RP12 To give you an example, on Monday evening last week a group of farmers, 
about 15 of them, came and had tea at home. They came from Ra, right near 
Dobuilevu (about 250 km in distance from the market).  They wanted to sell 
their cassava [but] did not want to sell at the market because they have to wait 
and sell [only] a few bags. [However], they wanted to harvest [and sell] in bulk.  
One farmer could supply 40 bags, so the others joined in and they approached 
an officer at MOA.  This officer arranged the market for them, [which was] Food 
Processors (a wholesale buyer) and told them to bring their cassava.  [And 
through this arrangement they managed to receive crop payments and to 
account for expenditures] they deducted $3.00 each a bag per person for the 
truck which was $230 to get their cassava to the market …they felt that it was 
good [and it was] better than going weekly with two or three bags to the 
market; [where they would] pay for transport and sleeping for two nights.  
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Participants from the Ministry of Agriculture (RP03, 10, 14, 16 and 29) suggest 
the need for the improvement of various support systems including roads, drainage and 
irrigation, credit facilities, research and technology, planting materials and post-harvest 
equipment.  RP16 mentions that the haphazard condition of the road system in Fiji’s 
rural areas is a big concern, especially in rich farming areas like “the Sigatoka Valley, 
where you have to travel 30-40 miles [on poor roads] bringing vegetables and 
perishable items, and by the time they arrive to the market or hotels, most of the 
quality is not there”. 
Another participant (RP10) feels that good drainage and irrigation is something 
beyond the ability of local farmers, and that this infrastructure should be provided by 
the State.  RP16 suggests a need for the government to provide healthy pre-planting 
material to help farmers to achieve quality produce.  RP16 lists reputable packing 
facilities, good storage and cooling systems as infrastructure that the government could 
make available to farmers for the post-harvesting: 
RP16: We have to maintain the quality from the farm to the market [and to achieve 
this] you have to be careful with the packing system and the provision of 
storage facilities like coolers; [so] we can extend the shelf life of [fresh 
agricultural] produce. 
 
Six participants from private organizations (RP08, 15, 17, 30, 32, and 33) identify 
research and development, telecommunications and dissemination of information to 
SMFs as some of the current gaps where the government could provide support with 
infrastructural development.  The overall consensus is that SMFs have an identified 
need for basic infrastructural support for the pre-planting, planting and post-harvesting 
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phases.  According to participants, these are fundamental components required for the 
achievement of market driven policies.  RP33 strongly feels that farmers:  
RP33: need to be given support where they need [and] if the river needs to be 
dredged, [then] that needs to be done and history proves that if farmers are 
ignored, the whole economy is affected. 
 
6.5.2 Capital and Equipment 
Seven research participants feel that government support needs to come in the 
form of capital and equipment.  The context of participants’ responses identifies capital 
mainly as start-up finance for planting materials, agronomic practices, management and 
post-harvest practices.  
Two prominent themes are drawn from the responses from the hotel 
participants (RP05, 21, 24 and 28). The first is the necessity for farmers to acquire start-
up capital in the form of soft or long-term loans with reasonable interest rates.  The 
second is the education of farmers, which includes training in farm management 
techniques (what, when and how to plant commodities) and ensuring that scientific 
information is readily available to farmers.  In addition, one academic (RP01) suggests 
that the government should prepare a thorough feasibility study to determine where 
capital injections could most effectively empower farmers towards becoming self-
sustaining and market-focused.  Representatives from the Ministry of Agriculture (RP11 
and 18) also see monetary assistance through capital structures as necessary in order to 
kick-start farming ventures.  
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6.5.3 Farmer Training 
Farmer training is seen by six participants (RP02, 06, 09, 19, 22 and 23) as a 
crucial support system that can be provided by the government to improve farming 
skills, and subsequently achieve an increase in agricultural productivity and quality.  The 
overall consensus shows a belief in the necessity of providing appropriate training that is 
relevant to both the current market environment and the socio-economic state of the 
country, with empowerment emerging as the underlying theme.  
Hotel representatives RP19, 22, and 23 hold the view that hands-on practical 
training is a strategic approach to achieving quality, consistency and reputability.  
According to one hotelier (RP23), training should be the initial step before making 
capital injections available. Academics RP02 and 09 are of the opinion that market 
training for SMFs should involve and incorporate culture-based inclusive approaches so 
as to consider the social environment of the farmers and allow for a smooth shift from 
traditional farming to neo-liberal economics. RP02 stresses that this is vital in the case of 
native Fijian SMFs:   
RP02: the government should really get these farmers to be able to be competitive 
enough…to be able to say…If that person can do it, I can do it...[and] have 
positive attitudes towards development. One thing that is wrong with Fijian 
farmers, I'll speak for Fijian farmers, if it fails once, they are really demoralized 
and they cannot pick up the pieces and start all over again.  It will not happen 
[like that] for Indian and Chinese farmers, they'll start again.  So they really need 
to be empowered and believe in themselves.  [It]...doesn't happen overnight 
that they become a successful businessman.  They must know that they must 
put in something so as to get something out, there are no half measures, and 
they have to go through the whole process in order to get the dalo for export. I 
think we are slowly going into the system [where] microfinance [organizations] 
is conducting training for small businesses.   
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Similarly, RP06 from the ministry of agriculture feels that training has to be 
appropriate to the socio-economic condition of farmers. In addition, an academic 
participant (RP09) says that in extending training in the specialised fields of agronomy 
and marketing, the manuals that are used must be simple and written in the farmers’ 
own vernacular languages.  
RP06 from the Ministry of Agriculture feels that it is time that the government 
strategically considered giving aid and assistance that would help farmers to eventually 
become self-sustaining. RP06 suggests that a group of farmers should be selected for a 
pilot study that can then be used to create standard criteria for evaluating individual 
farmers’ needs for government assistance: 
RP06: [the] government has to be firm [saying]...you are going to be trained to do this, 
you’ll be provided for assistance [just] to get you started and the rest you [will] 
manage yourself.  If we come up with [parameters] like that, I’m sure that 
farmers can realize that they have to perform.  
 
6.5.4 Others 
The other types of government support systems suggested by the remaining 18% 
of participants include land tenure, field visits, credit and subsidies for farmers.  In terms 
of land tenure, one participant felt that the extension of lease lands need to be 
evaluated as it is affecting the ability of tenants to develop the land further. 
6.5.5 Summary of the Assessment for Governmental Support 
Research participants provide some essential and valuable insights into their 
perceptions of the role and type of government support.  The three main themes 
identified are: infrastructure development, capital investment particularly through 
farming equipment, and improving farmer training.  These themes represent the gaps in 
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the governmental support structure and give further information toward answering the 
question regarding the justification for clustering SMFs through the CCM.    
6.6 RQ2, Category 4:  Farmers’ Acceptance of Model 
Clearly the research question at hand pivots around the central factor of how the 
SMFs themselves will receive the model and accept the clustering concept identified in 
the CCM.  Discussion by research participants yield three key influential factors related 
to the acceptance of the model by the farmers. Close to seventy percent (67%) of 
research participants mention that the level of ownership and benefit received by SMFs 
will be an instrumental factor in their acceptance of the model.  Of the remainder, 
eighteen percent (18%) feel that acceptance of the model by farmers is likely to depend 
on trust and clarity and fifteen per cent (15%) feel it will rely on market access and 
stability (Table 3.64).  
Table 6.05 RPs’ responses concerning what might cause SMFs to accept the CCM 
  
Hotel Aca Agr P/Org Total 
1 : Benefit and ownership 
 
70% 38% 88% 75% 67% 
2 : Trust and Clarity 
 
10% 38% 0% 25% 18% 
3 : Market access and  stability 
 
20% 25% 13% 0% 15% 
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Figure 6.04 Factors Influencing SMFs to accept the CCM. 
 
6.6.1 Benefit and Ownership 
Respondents describe benefit and ownership in terms of the monetary gain farmers 
will receive from sales of their produce, and the provision of a form of ownership 
structure to which the farmers are entitled.  
Seven hoteliers (RP05, 20, 23, 24, 26, 27 and 28) believe that farmers’ 
acceptance of the model will be related to the monetary benefits they can expect to 
receive and the economic assistance available to kick-start their projects.  One 
participant (RP05) says that it will also be important to convince farmers that the model 
is designed to provide them with an economic impetus.  Another hotel participant 
(RP34) describes the ability of the model to address the needs of SMFs as a key factor in 
its acceptance.  RP24’s response is quite comprehensive in its scope.  He states: 
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RP24: for them to accept this model, firstly [one has] to provide economic assistance 
[to bring farmers on board].   Second, is the profit that they [receive].  Thirdly, 
don’t burden them to invest money, time etc. especially if the outcome is not 
clearly evident.  Fourthly, see that there is a fair distribution of wealth [so] they 
get a good price for their produce.  Fifthly, provide them with [healthy] planting 
material. 
 
 Academics RP12, 26, 28 and 31 believe that the bottom-line will be the 
monetary benefits that farmers will accrue in return for their acceptance and 
participation.  RP12 also asserts that it is important for farmers to see some form of 
concrete benefit in terms of an ownership structure in such a project.  RP03, 06, 10, 11, 
14, 16 and 18 from the Ministry of Agriculture clearly specify that the profit margin will 
be a strong determinant.  RP06 states that “farmers have to [foresee] the economic 
benefit in order to accept the model.” Similarly, another representative (RP16) says that 
“the first thing the farmer will ask [about is the price]”.  So, clearly the overall consensus 
from the majority of the participants reveals a perception that the level of economic 
benefit will determine the initial acceptance of the model by SMFs. 
6.6.2 Trust and Clarity 
Six participants (18%) feel that the trust and clarity entailed in such a concept will 
have a significant impact on the acceptance of the model.  Hotel participant RP19 
stresses that farmers have to be convinced of what is in included in the concept that will 
be worthy of them joining.  One participant (RP19), states that the past failures of 
similar projects may have them questioning the ulterior motives of the CCM concept. 
The motives and intentions have to be communicated clearly to the farmers, and will be 
under intense scrutiny.  According to academics RP01, 07 and 09, acceptance will also 
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depend on the literacy level of farmers. RP01 gives constructive and useful feedback in 
stating that: 
RP01: the CCM is very abstract and... if farmers can handle the concept, then it would 
be good. Otherwise if it is just another idea that they just nod in agreement but 
don’t have a complete understanding of it, it would [then] be quite a challenging 
task to get it going and [achieve] sustainability. 
 
Similarly, RP07 comments that it is important to get the concept launched with a 
structured and sure foundation right from the beginning because “if you don’t get that 
right, then farmers won’t accept it.” RP17, from a private organization, agrees and feels 
that the main issue is effective communication.  He believes “if they understand [the 
project], they can commit and [once] you get that commitment... [it’s good because] you know 
that people are [committed] to the project.”  Academic participant RP25 also stresses the 
importance of fostering an environment of trust, especially in terms of honouring 
contractual agreements to buy commodities from SMFs.  RP25 confirms the 
importance of honouring these agreements by stating:  
RP25: when the price of sugar fluctuates, we will accept their product [as stipulated in 
our agreement] even if it's burned.  It is very important to look at the marketing 
aspect and establish a firm contractual agreement with the farmers in terms of 
buying their produce. 
 
The issues of trust and clarity therefore, form a strategic partnership.   According 
to participants affirming this position, trust is not only fostered, but perpetuated by 
ensuring clarity and appropriate understanding among SMFs.   
6.6.3 Market Access and Stability 
Five participants (15%) identify market accessibility and stability as essential for this 
concept to be accepted by farmers. Two hotel participants (RP21 and 22) say that the 
challenge will be to locate consistent buyers:  
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RP21: The biggest problem that farmers face is [to have a secured] buyer.  If the 
marketing intermediary under the CCM say [that] we are the initial buyers, 
farmers will jump at it. The other thing is that…farmers in the Sigatoka valley are 
sick and tired of middlemen who exploit them…[and] if there is a better 
agreement [for the purchase of their produce], they would not supply to 
middlemen. 
 
RP22 further adds that if the logistics of the market are provided and the hassles 
of packaging, transporting and selling are taken on by a secondary party, then: 
RP22: farmers [will] know that all they have to do is produce the goods, put it at the 
front gate, and from then on it is organised, and as long as there's trust with the 
people [involved], then I think that would make it easy for them.  That’s why the 
sugar industry has been going for a while, because they have the sugar mill, and 
all the farmer does is just plant, cut the cane, it goes to the sugar mill and he 
gets his money; [because]...farmers want something which is concrete [and that 
is] a marketing [structure] which is stable. 
 
Similarly, RP02 and RP13 from academia see a secured marketing structure as a 
necessity because: 
RP02: all farmers have to do is just waiting for someone to [collect] their produce if 
they meet the requirements...  [In addition], they don’t have to [worry about] 
the market and if the price is competitive...they will accept the model.  
 
As an example, RP13 describes the case of the Fiji Sugar Corporation’s successful 
partnership with farmers; where even though: 
RP13: prices are declining; farmers are still hanging on because of the single most 
important factor, [which] is that [when] their produce is ready, they don't have 
to worry about their market.   That's why they are still willing to have a lower 
return [because they are being] realistic of what is happening [in the global 
industry]. 
 
RP29 from the Ministry of Agriculture also feels that farmers will be supportive 
of the model if the processing, packaging and marketing aspects are handled by the 
marketing intermediary, and yet the farmers still receive the desired price for their 
produce. 
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6.6.4 Summary of Farmers’ Acceptance of the Model  
Important suggestions are provided by the research participants regarding the 
perception of how well the SMFs will accept clustering through the CCM.  Research 
participants indicate that if farmers are empowered to have ownership in the model, if 
trust and clarity of purpose is consistently sought after, and if market access and 
stability can be ensured, then the model will meet the farmers’ needs in these areas and 
the justification for the model will be further established.  
6.7 RQ2, Category 5:  SMF Support from Established Consumers  
In addition to assessing the research participants’ perceptions of how the SMFs will 
receive the model, it was also equally necessary to determine the potential response of 
the stakeholders who will function as consumers in the model.  Four themes are drawn 
from research participants’ answers to how support might best be fostered for SMFs 
from established businesses. They are: 1) utilize business partnerships with established 
buyers; 2) ensure SMFs meet market standard; 3) provide structural support for SMFs; 
and 4) Capital start-up for SMFs.  
Table 6.06 How can SMFs receive support from established business entities? 
 Hotel Aca Agr P/Org Total 
1 : Business partnership with established Consumers 0% 26% 100% 26% 35% 
2 : SMFs to meet market standard 60% 38% 0% 25% 32% 
3 : Provide structural support for SMFs 30% 25% 0% 50% 26% 
4 : Capital start-up for SMFs 10% 13% 0% 0% 7% 
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Fig 6.05 Receiving Support from Established Buyers 
 
6.7.1 Utilize Business Partnership with Established Consumers 
Twelve research participants RP (03, 06, 09, 10, 11, 12, 14, 16, 17, 18, 29 and 34) 
stress the vital role that hotels and corporations can play in extending assistance to 
farmers.  According to academic RP12, the cost of production is usually high and this 
causes farmers to rely on government assistance and subsidies.  RP12 further explains 
that this is where a business partnership becomes essential, as subsidies and support 
can then be transferred to participating hotels.  Similarly, another academic (RP34) feels 
that hotels can help farmers by “showing them what's being done at their end…and 
[describing and explaining] the business side of the hotel’s food sector.”  This would give 
farmers a better awareness of what hotels expect in terms of quality service and 
production.   
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Similarly, RP03, 10, 11, 17, 18 and 29 from the Ministry of Agriculture, feel that 
hotels should extend more assistance to local farmers. RP03 believes that there is a 
need for stakeholders, hoteliers and farmers to work together.  According to RP03, the 
task, which is undoubtedly huge, is normally left with the government, and there is an 
urgent need to group these farmers:  
RP03: [When] we...say [that] we are importing so much [and] we are trying to 
substitute imports with the local production, it's just [a lot of] talk.  But to try 
and get these people together…[has been a great challenge].  We did it at one 
point in time but there was a problem with hotels [followed by] farmers not 
[being] consistent with supply.  
 
The challenge lies in coordinating farmers and buyers so they can discuss and 
prepare a roadmap for viable partnership in the future. 
RP03: What happens in Sigatoka [is that] the hotels [confirm that they] can buy [a 
certain quantity].  So we went out telling farmers, “Please plant this much.” But 
when it was ready, [the hotels] said, "No, we cannot buy fruits here 
because…it's cheaper to get it from Australia."  
 
Another participant (RP06) suggests that hotels could provide assistance through 
government awareness programs and could further help farmers by “commit[ing] to 
publish[ing] leaflets, show[ing] us what they want and fund[ing] some of [our] 
programs.”  Furthermore, RP06 believes that if trust exists, hotels can provide assistance 
in those areas where farmers encounter difficulties for economic reasons, and this can 
entail the provision of a secured long-term market for their produce.  Another 
participant from the Ministry of Agriculture (RP10) added that “if hotels have confidence 
in farmers’ ability to produce…they’ll go out of their way to help because it’s cheaper to 
buy locally.”  At the macro level, Ministry of Agriculture participant RP11 mentioned the 
need to strengthen trade linkages and infrastructures to enable producers to reabsorb 
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Fiji’s imports.  With $300 million spent on annual food imports, RP11 feels it is 
important to place a greater priority on tackling the issues of imports and self-
sufficiency.  Furthermore, private organization participant RP17 says that hotels must 
provide direct and clear communication on the standards of quality required for fresh 
food commodities.  Another participant, RP18, believes that providing information and 
guaranteed markets is not enough, and that SMFs need structural support and 
empowerment, for “it is not enough to inform them of the standards and do nothing 
about [supporting and empowering them].” Hotelier RP29 says that there are many 
hotels that are not investing in the local agricultural industry and these must be asked to 
come into collaborative partnerships. 
Besides hotels, other established buyers and corporations must be encouraged to 
become more willing to extend assistance to local farmers.  According to academic 
RP09, assistance is best given to farmers with potential who are selected and then 
provided with market linkages and infrastructure. According to RP14 and 16 from the 
Ministry of Agriculture, the greatest support would be to provide stable markets.  RP14 
testifies that this has proven to be achievable when farmers are assisted to produce 
commodities in response to market demands.  
6.7.2 SMFs to Meet Market Standard 
Eleven research participants (34%) strongly feel that assistance from the established 
buyers will be provided on the condition that farmers provide the necessary market 
requirements.  Consensus shows that established buyers are more than willing to 
provide support, but farmers have to prove themselves.  Six hotel respondents express 
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that they are willing to support farmers in improving their productivity and commodity 
servicing.  RP21 clearly explains the quality condition: 
RP21: They first of all will have to prove that they can do what they are doing.  [This] 
comes back to having a working relationship with someone that you trust 
whereby the hotels in my opinion will be faithful to a particular supplier, if they 
are doing the right thing. 
 
It is clear from their responses that, from the perspective of hotels, the farmers 
have to measure up.  RP27 agrees that “if they can supply us with whatever produce we 
need, we can always support them.”  Another hotel participant (RP28) also affirms a 
commitment to buying locally, but describes the issues of consistent quality and 
quantities as major challenges.  
RP28: If the quota is there, we buy it and whatever we can’t buy [locally] we substitute 
it from overseas…at the moment we are running at a good occupancy [rate].  
We do [prepare] a thousand breakfasts everyday...there are a lot of things 
involved...[but] for us; the problem is consistent quantity and quality.  
 
Hotelier RP23 also expresses willingness to support local farmers provided that 
there is a clear project strategy. He states: 
RP23: I guess when they approach us with a feasible and a realistic project, I'm sure 
our hotel...is very much sympathetic and open to that cause...we actually 
support a lot of projects.  It just so happens that none relating to what you are 
studying has approached us. So I'm sure if somebody does approach us with a 
feasible and realistic way of doing things, the door is open. 
 
Three academics also feel that support of large, well established businesses is 
conditionally based on the final product provided.  According to academic RP02, “if they 
can prove themselves, they don't have to look for support, [as] support will just come.”  
Another participant (RP13) added that the “one thing they have to ensure, [is] 
continuity of supply.  They have to ensure that they will adhere to this.”  Similarly, two 
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participants from private organizations (RP04 and 15) stress that the responsibility is on 
farmers to demonstrate their capability for meeting market demands.  
RP04: What is needed...is consistency in supply.  If I’m going to...be supplied by these 
producers, they must supply instantly, whenever the hotel wants [it], and supply 
the quality that the hotel wants.  By doing that, the quality will be established 
[through] some sort of a bond with such a group; to assist the group [to] 
continue to produce and expand. In here, we have a problem with the 
consistency in supply [whereby] you supply this month, the next time the hotel 
calls, you run around [and] you don’t have the produce. 
 
RP15: They have to demonstrate that they can compete competitively with importers 
and that they can supply produce that's equally consistent and [has] good 
quality.  And I think it is only then that they are able to receive [the] support...of 
the larger businesses. 
 
6.7.3 Provide Structural Support  
Nine research participants are of the opinion that support is best given to SMFs 
through the establishment of an intermediary to serve the market needs of farmers.  
Suggestions include establishing collection centres, access to market information, CCM 
implementation, and the employment of market agents instead of farmers approaching 
hotels.  One hotelier (RP19) suggests the establishment of a structure to coordinate the 
efforts of SMFs and to pool their resources; so as to provide the consistency in supply 
which hotels demand:   
RP19: That’s what the commercial entity looks for, [and that is] to be supplied on a 
commercial basis [and] not like one day you do it…[and] two weeks [later] you 
run out [of supply]. 
 
Another hotel participant (RP20) comments that the CCM is strategic because 
“that is where farmers can put everything and [the MI can] come to us [as] the major 
supplier.”  This process makes the logistics of purchasing fresh agricultural produce less 
cumbersome for hotels.  RP33 agrees that it is necessary to provide an established 
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system such as is presented in the CCM.  Another hotelier participant (RP24) says that 
“most of the time farmers are not aware of the products demanded by hotels and this 
must be made clear to them.” 
Two academic participants (RP01 and 07) believe that progressive thinking is 
needed in commercial farming, and that this is an area where education can be used to 
bring profound changes to farmers’ work practices.  According to RP07 “that’s basically 
the job of a marketing intermediary.” RP08 from a private organization also perceives 
the marketing intermediary as an essential element in supporting farmers to effectively 
market their produce. According to RP08, “it is not surprising that some hotels import 
because they…find it easier to place an order and they [get] the quality and the 
consistency.” However, RP30 from a private organization feels that, since the hotels 
“are not in the business of food [production as] their main business is tourism,” there 
does not seem to be any sense in them indulging in trade dealing with fresh produce.   
6.7.4 Capital Start-up for SMFs 
Hotel participant RP05 and academic RP31 see the provision of assistance in capital 
start-up costs as the most necessary support for SMFs. This entails the provision of the 
necessary capital so as to enable farmers to venture into business farming and to 
provide agricultural commodities that are tailored for the commercial market.  
According to hotel participant RP05, if farmers can have access to better facilities and 
agronomic practices for production, with simple and clear instructions, it will assist them 
to provide commodities according to the required reputable quality standards. 
Academic RP31 views access to working capital, a secured-market, and tangible 
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technology (like improved seeds and planting material) as a channel that will lead to the 
achievement of better quality produce. However, RP31 clarifies that it is currently not 
easy for individual farmers to access such resources because of their small sizes and 
their vulnerability to external market forces. 
6.7.5 Summary of Category 5 Support from Established Buyers   
The design of the CCM acts as a liaison between the SMFs and stakeholders.  
Therefore, in order to determine the justification for the model it is important to 
understand how business would most likely support SMFs.  About a third (12) of 
research participants emphasizes the opportunity to enhance agricultural business by 
forming partnerships between SMFs and established buyers.  In order for these 
partnerships to be effective, another third (11) of research participants’ focus on the 
necessity of the SMFs in providing produce that is at an acceptable standard.  Yet, the 
limitations of the SMFs remain evident to the remaining third (9) of research 
participants who focused responses on the necessity of providing structural support for 
SMFs, and a couple of participants even suggested offering capital start-up for SMFs.   
These responses give evidence to the justification of the CCM, as the model is created to 
mediate the needs of the SMFs in order to best maintain the link with stakeholders and 
promote a positive business environment for both parties.     
6.8 Summary of responses to Research Question II 
The exploration of research question II through the responses of the participants 
provides a powerful tool for assessing the need for the CCM.  The need for the model is 
more specifically defined through the following five sub-categories: the current level of 
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agricultural research and technology in Fiji and suggestions for improvement; the 
perception of trust in business dealings between producers and consumers; the 
responses surrounding the appropriate degree of governmental intervention in the 
model; factors that may encourage acceptance of the CCM by SMFs; and finally how 
SMFs can receive the support of established businesses in Fiji.   Overall, the general 
consensus of the research participants is that there is justification for clustering SMFs 
through the CCM.  In order for the clustering through this model to be effectively 
implemented, participants identify areas that will enhance successful implementation 
and promote the sustainability of the project.   
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7.0 CHAPTER 7 RESULTS PART III:  MARKET APPROACH AND CONTRIBUTIONS 
7.1 Introduction 
This chapter examines the research participants’ responses towards research 
questions three and four.  Research question three (RQ3), examines the market-focused 
approach of the CCM and its appropriateness for small-medium scale farmers (SMFs) in 
Fiji.  In order to explore this question, two categories were established.  Category 1 
investigates the currently high import rate of agricultural produce that can be grown in 
Fiji and how this can be addressed.  Category 2 assesses whether SMFs are 
appropriately trained towards market-focused production.  
Research question four (RQ4) explores specific aspects of the CCM that may 
need to be considered, given Fiji’s unique context.  Again, in order to specifically answer 
research question four, two categories were established.  The first category focuses on 
the type of support system needed for Fijian SMFs. The second category asks 
participants to provide strategies, based on their experience, which will likely be of help 
to SMFs in marketing their agricultural produce. 
7.2 RQ3 Category 1:  How to Address Hotel Imports? 
The CCM is designed to establish a strategic link for SMFs to a market outlet. 
Because much of the agricultural products imported by the hotel industry in Fiji could be 
grown locally, it is necessary to determine what has caused this situation and how SMFs 
might be utilized to shift this trend to a more domestic market.  This is addressed in 
category one.  Six themes were extracted from research participants’ responses:  
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increased quality of produce by SMFs; establishment of some form of market 
intermediary; enhancement of capital structure through investment and ownership; 
incorporation of SMFs by hotels; introduction of import substitution and tariffs; and 
increased government support.  
Table 7.01 Addressing the Issue of Hotel Industry Demands 
  Hotel Aca Agr P/Org Total 
1 : Increased quality of produce by SMFs 50% 50% 13% 25% 32% 
2 : Provision of a Marketing Intermediary 20% 38% 50% 13% 30% 
3 : Enhanced Capital Structure 0% 13% 25% 13% 13% 
4 : Incorporation of SMFs by Hotels 10% 0% 13% 25% 12% 
5 : Introduction of import substitution & tariff 0% 13% 13% 13% 10% 
6 : Increased Government Support 10% 0% 0% 13% 6% 
 
Figure 7.01 Addressing Hotel Demands 
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7.2.1 Increased Quality of Produce by SMFs 
A third of research participants (32%) feel that in order to address the demands of 
the hotel industry, the quality of agricultural produce must be improved. Quality in this 
sense incorporates freshness, delivery, consistency and ability to produce off-season 
commodities. Respondents supporting quality, as listed from highest to lowest overall 
support according to sector, are hotels - 50%, academia - 50%, private organizations - 
25% and agriculture - 13%. Hoteliers RP05 and 06, stress that quality is important 
because it is the essence of what they thrive upon as an industry.  According to them, 
their support depends on farmers supplying high quality commodities.  
RP05: For example, we buy most of our meat from overseas.  Locally they are supplied 
by middlemen, but these meats are from overseas, so that means the domestic 
quality is not that up to standard. 
 
However, RP05 comments that it will be more cost effective to buy locally 
“rather than buying from overseas.”  This will be possible if the infrastructure is 
available locally, and commodities can be produced in bulk and accessibility provided.  
In this way, a hotel would be able to simply “…just make a call, they will be here within 
hours.  So, ideally, delivery, quality and quantity will be there for the hotel” (RP05).  
Another hotel participant (RP20) shares similar sentiments, saying that farmers have to 
understand commodity chain networks and the appropriate steps to take.  
RP20: [Local carrots]…don’t meet the standards…we go through almost 100 to 150 kg 
carrots every day.  These produces are short in supply; [during] in and off-
season months…you have to look at that.  
 
Following a similar trend, thirty-eight percent (38%) of academics feel that 
farmers have to meet quality standards at all phases of production.  This includes quality 
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in the areas of commodity, consistency and pricing.  Academic RP01 says that the 
bottom line is that hotels demand reputable quality. According to academic RP31, 
several factors determine hotels’ decisions to import.  One is continuity of supply, as 
hotels do not take risks and “they’d rather pay more to import to make sure they get 
what they [demand].”  Similarly, agriculture participant RP29 feels certain that the issue 
of addressing the high level of hotel food imports is tied to the production and provision 
of high quality produce.  
RP29: Unless you're going to try and increase the quality and year-round supply, 
there's always going to be issues.  Hotels, especially the lower-end ones, are 
more than willing to use domestic produce, but if they can't guarantee it, they 
have to import. 
 
Representatives from private organizations (RP04 and 32) say that achieving 
quality entails hard work and requires the establishment of strategies to achieve this.  
RP04: When [hotels] run short of any particular commodity, it is faster for them to [get 
their] supply through their chain-network overseas than looking around Viti 
Levu to get their supply and quality.   For them, it boils back to consistency or 
sometimes the viability of such produce.  We can have capsicum of very small 
size, capsicum that that can really be high in chemicals and other factors that 
affect the hotels’ standard and quality.  And I think for [hotels], it’s the quality of 
the food, the product itself and availability of supply.  As I said, they pick up the 
phone, they call their chain of hotels [and] they supply.  Here, you run around 
Sigatoka, you come to Suva, you go back but you don’t even have half of your 
requirements met. 
 
RP32: If farmers are able to meet quality and consistency [requirements] of hotels, 
then why will they import?  It's the same throughout the region not just Fiji…. 
They will be happy to buy locally if they will guarantee that they will get it every 
Wednesday at six o’clock in the morning as they want…they're not wilted, old or 
whatever.  That’s really the bottom line.   How do you do that?   It goes back to 
the shift in paradigm, and the way of thinking on the part of the farmers. 
 
Pricing also plays an important role and according to academic RP23, “when you 
compare getting a certain product overseas, the cost is almost the same or sometimes it 
is cheaper to [import]”.  
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7.2.2 Provision of a Marketing Intermediary 
Suggestions put forth by 30% of research participants point towards the necessity of 
establishing an intermediary to represent small scale farmers. Comments by several 
participants on the issue that most hotels are not getting what they want, suggest the 
appropriateness of having an intermediary to represent farmers. The overriding 
question is how this can be facilitated.  
Hotelier RP19 feels that the important issue is to lift the quality of local produce to 
the standard imported from elsewhere and that this would be achieved best through an 
intermediary. Another hotel participant (RP22) feels that if local producers could 
produce what the hotels want, when and how they want it, it would solve the whole 
issue. RP22 explains that it is a matter of farmers knowing in advance what the market 
wants specific to different times, and then producing it. However, RP22 continues, the 
farmers would need training in order to be able to produce commodities that they have 
not previously grown.  
RP22: Local farmers need to be shown that they can grow produce which they haven't 
grown before, so it's an education program.. [it seems] that the local farmers 
are not prepared to go into new ventures without having proof, but…once 
somebody starts growing zucchinis, everyone will grow zucchinis. Once 
somebody starts growing melons, everyone will grow melons, and it seems like 
not many of the traditional farmers are prepared to be the first to start 
producing a particular range of produce.  And of course that’s why 
[commodities] are imported.  
 
In addition, RP22 advises that with the pressing needs and requirements at the 
commercial market level, it would be best to provide infrastructures that will handle 
these requirements for the small-medium scale farmers. Five academic participants also 
believe that farmers will need assistance in order to address market challenges. One 
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academic participant (RP02) feels that for long term success, the onus will be on a 
marketing intermediary to devise a system to address the concerns and understand the 
demands of major buyers, such as year-round production. It will be important that an 
intermediary looks into these needs and advises farmers to prepare their produce 
accordingly.  
RP02: If you are able to take that responsibility,…you have to take factors like what are 
these local produce wanted by buyers; the planting currently in …because if you 
take off-seasons, there will be extra costs coming in. 
 
Similarly, another participant (RP07) suggests directing clusters to address 
specific needs, especially in light of the geographic and social set-up in which these 
clusters would be established. In addition, RP07 feels that one has to look at using 
international leverage as the measuring standard for commodities at the domestic front.  
RP07: Take papaya [for example]…most of the papaya in the hotels is the Hawaiian 
Red [variety] which everybody wants. That is supplied locally, and they are [also] 
exporting. It is about 500-2000 tonnes a year. That’s what others need to work 
towards [and that] is meeting the international standard whether it is with 
cucumbers, lettuce, capsicum or whatever [as most] are presently imported. Fiji 
has enough topographical variation that it can grow most of these things in 
some part of the country.  
 
Academic RP12 stresses that the standard of locally produced commodities must 
be lifted. Accordingly, there needs to be a change in the small-medium farmers’ 
mindsets towards producing for the global market, which would require preparation in 
terms of education and training. According to RP12, this would be best provided 
through an intermediary.  
RP12: I know that the bulk of the food in hotels is imported...but [the issue is] bridging 
that gap for farmers to produce to hotel standards…like farmers they have this 
mentality, [that] it’s for the local market. I think they are not being fully trained 
to meet the quality standard needed by hotels. I’m not too sure where the 
problem lies; if it is with research or the extension department. 
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Hotelier RP34 mentions that the lack of infrastructure in the country has caused 
certain marketing agents to choose to provide their own storage facilities to service the 
hotels. According to RP34, this is not readily available to farmers.  
RP34: The reason why they import so much is because of that notion of servicing… We 
interviewed five importers that handle about 80% of fresh produce imported 
into the country. …Most of these guys have a minimum of 24 refrigerated 
containers, so they have huge volumes. So what happens is they can bring in a 
big shipload, get the economy of scale and store it.  
 
The notion of farmers having a sense of ownership is suggested by RP06 from 
the Ministry of Agriculture as a potential tool for motivating farmers in their 
commitment to buyers. But ultimately, RP06 believes that the crucial factor will be 
relating this to the monetary benefit that farmers receive.  
RP06: A proper feasibility study has to be done…I strongly believe this model if we can 
[prepare]…a proper study so that we improve on those areas especially human 
resources, because farmers have other [market avenues] where they can sell 
their goods. [So], prices have to be properly studied [like] prices in hotels [to 
determine that it is] competitive [in comparison] to other areas… Because [for] 
farmers what matters the most, is money [received]. They don’t bother 
about…the economy of our nation etc. [because] they [are more concerned 
with] what goes into their pockets. If they have some agreement to sell to 
hotels and some other buyers offer them a better price, farmers can go for that 
leaving out this contract. That’s when this sense of ownership comes in 
[whereby] for farmers to be a part of that organization, [because]…in return 
[they receive] something…it’s not only about the cost [or] money they get…but 
in the long run, [it is] to also have that sense of ownership… that they own it. 
 
Another participant (RP11) shares that the CCM appears strategic in curbing the 
high import rate of food products.  
RP11: Other services and strategies that the government has been doing were not 
addressing the problem. I think your concept [CCM] will [be workable] because 
it…links people, resources [on the ground] and potential resources together. In 
order to tap into these, people should be [empowered but currently] this is not 
organized.  
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According to RP11, “there has to be an organization that takes this [on]”. A 
private organization participant (RP15) likewise indicates the appropriateness of having 
an intermediary. The CCM’s market intermediary is seen as very strategic for hotels.  
RP15: I think this idea is one way of doing that because I think it does require... an 
intermediary to be involved in making sure that whatever leaves the 
intermediary's door is of suitable quality and they're not getting half a case of 
good eggplants and the rest of them being completely useless. So I think this is 
one way of doing that.  
 
However, RP14 insists that there has to be some sort of incentive-based system for 
farmers.  RP15 also suggests the use of emotional branding to capture a wider share of 
the market, and that there may be a way that overseas guests could contribute to the 
demand.  
RP15: If I was a guest coming to Fiji on holiday and found out that the pineapple or the 
pawpaw I was eating is imported from Australia and wasn't local, I will be 
appalled. So I don't know whether there's any way of trying to get some more of 
a demand led from the guests themselves, [like] doing educational awareness. I 
don't know whether it would be possible to get the hotels interested in having 
some [local] brands etc…[or in saying] all of this is sourced locally…because I 
think a lot of the western world has gone full circle on agricultural produce. UK 
supermarkets, Australian supermarkets, are starting to reject the [mentality of] I 
want a perfect looking banana, even if it's been sprayed in tonnes of pesticide 
and insecticide and has been transported halfway around the world. They're 
starting to come back to [thinking] "actually, I want local organic produce”, even 
if the strawberries do look a bit dented or the carrots aren't straight…so I don't 
know whether there's any possibility of kind of trying to jump onto that 
bandwagon to actually get the hotels to see the value in advertising themselves 
as procuring a certain amount of produce in the local market. 
 
7.2.3 Enhanced Capital Structure   
Four participants suggest that capital, investment and ownership would have an 
impact on the ability of farmers to meet the demands put forth by hotels. Academic 
RP13 feels that “local producers are not [currently] able to produce quality produce 
because it requires substantial investment.” Further, financial institutions are hesitant 
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to lend because of the associated insecurity lending due to issues including the expiry of 
land leases. According to RP13, these areas need to be considered if the model is to 
provide market-focused commodities. Agriculture participant RP03 suggests that 
updated technology and research will assist in achieving high quality yields and enabling 
farmers to produce off-season commodities.  
RP03 There are available technologies [but] farmers are not implementing. Why? [It 
is] because we don't have funds to purchase these technologies. In China and 
Japan they can produce vegetables [all year around]…because they have the 
technology. For us, we can't buy those technologies because the resources that 
we have are limited. 
 
According to RP03, this is a key factor in addressing the issue of helping farmers to 
produce marketable commodities, and they “must be able to secure working capital 
from financial institutions with favourable terms”.  
7.2.4 Incorporation of SMFs by Hotels 
Four research participants feel that hotels should incorporate farmers at various 
levels in terms of support and orientation. A hotel participant (RP24) believes that 
“hotels should minimize their import of food produce from abroad”, which means using 
alternative local commodities and letting farmers understand what is needed in their 
food menus. A representative from the Ministry of Agriculture (RP10) believes that 
political dealings between middlemen and hotel purchasing officers is a disadvantage to 
smaller-scale farmers, and that hotels should stringently ensure that the purchase of 
agricultural commodities directly benefits the farmers.  
RP10: Our local farmers can produce the quality vegetables that hotels require…The 
only hiccup is the networking between the middlemen and the purchasing 
officers in the hotels. This is something that kills the interest of the farmers.  
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According to RP17, from a private organization, SMFs can be incorporated 
through allowing visitation at various hotels to view first-hand the processes involved in 
menu preparation, the different varieties required at different seasons, and the quality 
needed. This would mean that the hotels would need to clearly itemize their required 
commodities and educate farmers.  
RP17: I think the main issue here is actually for the hotels to identify their area of 
supply... itemizing it [especially] when you talk about the different kinds of 
vegetables… Obviously for Fiji, [although] we can produce…capsicum and [other 
vegetables], we still need to import. [But] if hotels itemize food requirements in 
terms of fruits and vegetables…and identify communities [of farmers] that can 
provide...then that’s a way of going about it…I mean 90% [of imports] is 
obviously a very significant amount.  But if you look at this 90% from imports, 
80%...are agricultural produce that [are] available locally.  
 
Another participant (RP33) says that some hotels are too rigid and have to be 
flexible in their requirements.  According to RP33, the definition of quality by some 
hotels needs to be more accommodating and realistic.  
7.2.5 Introduction of Import Substitution and Tariff 
Three research participants suggest imposing import substitution as a measure to 
encourage the local purchase of commodities. One participant from the agricultural 
sector (RP16) explains that the government is putting up import substitution policies 
where local commodities can substitute imported ones.  
RP16: [Import substitution] is one of the issues we are trying to address... where we 
are looking at trying to develop these commodities that are [currently] imported 
[and which] can be grown in Fiji especially for tomatoes, capsicum, lettuces, 
potatoes, even rice and we can grow them and [produce a] similar quality as 
imported ones. 
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Academic RP09 similarly suggests a need for imposing tax charges on imported 
produce that can be grown locally, but that such a proposal has not really materialized 
and needs further investigation.  
RP09: There has been a tax [levy] like an increase on taxes for importing food and 
drinks. I think it hasn't done anything to stop the imports and it hasn't increased 
the actual output of the local farmers so there's still some kind of gap there…. 
 
Private organization participant (RP30) comments that although tariffs can help, it 
should only be a short term measure or last resort remedy. According to RP30, “...it can 
sort of help, [but] I don’t think it’s the best way to tackle this problem”.  
7.2.6 Increased Government Support 
Two participants believe that the support and involvement of the government is 
crucial for the empowering of a vital sector in the country’s economy and that this 
support must be diverted to where it is most needed.  RP28, a participant from the 
hotels, suggests that a diversification from sugarcane farming should be organized by 
the government to avoid mono-cropping and the channelling of most resources into a 
single commodity.  
RP28: We are putting millions of dollars into the sugar [industry].  In ten years [the] 
sugar [industry] will be gone...they [have to] diversify half of that sugarcane 
[land] into vegetables, beef, cattle etc.  Sugar [cane farming] is occupying prime 
land...and this [has to] be changed…because over the next ten years, sugar will 
die out. 
 
RP25, from a private organization, feels that there is a lack of impetus in the 
provision of stimulus for economic trade and marketing in the agricultural sector, and 
that this must be provided by the government of the day. 
RP25: I think the biggest problem here is that the government didn't give enough 
support to…bring the growers and the farmers together and [act] as a go-
between between the two… And the hotel can say, OK, this is what we need; 
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this is the quality and quantity at this particular time. Then farmers, [can] see 
whether they can meet that requirement [or not]. If they cannot, [then] that's 
where the research and extension (Department of Industry) comes in to enable 
them to meet that standard. At the moment I will say that they [extension and 
research personnel] are really below par.  I'm not saying that the hotel is wrong 
but I think the hotel is trying to protect their industry by making sure [that] they 
satisfy their customers. I think the main issue here is [with] competitiveness, 
[and] the government should initiate it.  
 
7.2.7 Summary of Category One 
This discussion yielded some interesting findings among participants, by evaluating 
the market-focused approach in research question three.   This discussion centres 
around factors required to generate a domestic supply of the agricultural goods that are 
currently being imported by the hotel industry.  The research participants representing 
the hotel industry strongly responded (50%) that for the goods to be acquired locally 
SMFs must provide quality agricultural produce.   Interestingly, the MOA participants 
(50%), who interact with SMFs personally, place more emphasis on the Marketing 
Intermediary as a means of supporting SMFs to shift this market trend, than solely on 
the obligation of the SMFs to simply just supply better quality produce.   Overall, the six 
themes identified through this discussion provide valuable insight into how the market-
focused approach could be tailored to be most appropriate for SMFs through the 
structure of the CCM.  In light of these useful insights into how to secure this capital 
gain, the question looms, “can SMFs do it?” 
7.3 Are SMFs trained to be Market-Focused?  
Given the generally mediocre performance of SMFs over the years, an 
assessment of their ability to function in a market-focused capacity needed to be 
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explored.  The overwhelming majority (79%) of research participants say that farmers 
are not appropriately trained towards market-focused production.  The research 
participants who say that SMFs are appropriately trained (15%) qualify these comments 
by stating that the market-focused training was appropriate only within the limitations 
facing these small scale farmers.  There were 2 participants who did not feel adequately 
versed with this topic and opted not to comment.   
Table 7.02 Are SMFs market-trained? 
  Hotel Aca Agr P/Org Total 
1 : No 80% 88% 63% 88% 79% 
2 : Yes 10% 0% 38% 13% 15% 
2 : No comments 10% 12% 0% 0% 6% 
 
Figure 7.02 Are SMFs market-trained? 
 
 
  
194 
7.3.1 No, SMFs are not trained for the Market 
Eighty-percent (80%) of hotel respondents (RP19, 20, 22, 23, 24, 26, 27 and 28) 
expressed the view that SMFs are not appropriately trained towards market-focused 
production. As major purchasers of agricultural produce, hotel participants state their 
concerns as being about features such as size, consistency, and quality not being fully 
addressed. They feel that specific training is needed to educate farmers on appropriate 
practices for marketing their commodities and the strong need for crop diversification. 
RP22 and 26 feel that “there needs to be a big improvement in training towards market-
focused production.” Another participant (RP23) comments that, based on his 
observations of current service from SMFs, especially in regards to supply consistency 
and quality, he “[doubted that] farmers have a real understanding of what the hotel 
wants.”  RP24 believes that this is due to the impact of mono cropping, as the majority 
of farmers on the Western side of Vitilevu, where most hotels are located, may possess 
limited market understanding of other commodities.  According to RP20, this is evident 
in the type of agricultural produce that some hotels are receiving.  
RP20: When our suppliers come in, we always tell them what we want. Sometimes 
they get the Chinese cabbage for example, the really big ones. And just last 
week, I tell them, “this is not for animal feeding, we need something for human 
beings, so get the small size.” 
 
Hotelier RP28 agrees that farmers tend to just produce what they want and are 
not actually identifying what the hotel wants. In addition, RP28 says that during peak 
seasons, the hotels cannot buy enough commodities due to high demand. According to 
RP28, a wide diversity of produce is required, like pawpaw, pineapple, watermelon, 
Chinese cabbage, taro, cassava and coconuts, and on most occasions these are not all 
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available. RP28 feels that large scale crop diversification is required.  Similarly, seven 
academics (RP01, 02, 09, 12, 13, 31 and 34) share the view that SMFs need education in 
order to understand market requirements.  
RP01: We need to train our farmers with [more] recent things in terms of technology 
and research. We need to train them to produce commodities...and...do things 
better. There is a need to find new ways to be innovative and be proactive... 
 
Moreover, academic RP02 agrees that it is crucial “for farmers to be well versed 
with marketing and quarantine requirements...if they are to export.” Another academic 
participant (RP12) states that, “farmers must know what and how to prepare 
commodities for the market”.  Sixty-three percent (63%) of participants from MOA 
(RP03, 11, 14, 16 and 18) also believe that SMFs are not appropriately market-trained. 
One participant (RP03) feels that there has to be a shift in the mindset of farmers 
producing for the commercial market.  
RP03: It is this laxity within us; sometimes we say it's the attitude problem...(whereby) 
people are relaxed and the system allows us to behave that way…it's the 
attitude of the people. 
 
According to another agriculture participant (RP14), most farmers “are just 
trying to sell and get rid of their products ... [and] only a small percentage are trained”.  
On the other hand, RP16 feels that although SMFs are not fully prepared to produce for 
the market, the MOA is focusing on projects to assist farmers to be market-focused or 
demand-driven.  However, the approach, according to RP16, has to be guided by the 
demand in the market.  
RP16: It should be market or demand driven like with the current finding that we have; 
we will only…be working on commodities for export and those that don’t have 
any import or export relationship [will] be included in our food security 
commodities. 
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Research participants from private organizations (RP08, 15, 17, 25, 30, 32 and 33) 
feel that global-market requirements are foreign to the majority of farmers. According 
to RP15, “the majority of farmers need to change their mindset...” Another participant 
feels that due to their small size, SMFs do not have the ability to meet the requirements 
of big hotels. However, RP33 suggests this is due to the lack of training and awareness 
programs provided to farmers.  In addition, RP30 feel that the domestic market 
standard is not very demanding and therefore impacts the way local farmers perceive 
the market standard in relation to the hotel and overseas market.   
7.3.2 Yes, SMFs are trained for the Market 
Fifteen percent (15%) of research participants (RP04, 05, 06, 10 and 18) agree that 
SMFs are in some way trained for the market. But RP05 clarifies that this training is for 
specific commodities such as taro, while RP18 says that “it depends on which type of 
market is available”.  Although they perceive that SMFs are trained to an extent for the 
market, given the limited resources available, there is still scope for improvement. 
7.4 Insights into why SMFs are not Market-Focused Trained 
Close to half of the respondents (47%) who say that SMFs are not market-trained 
believe that limited training is a contributing factor to farmers not being market-driven. 
They stress that market training is a vital component in any strategy devised to address 
this challenge. On the other hand, 12% attribute greater significance to poor 
infrastructure and the lax mindset of farmers. 
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Table 7.03 Insights into why SMFs are not Market-Focused Trained 
  Hotel Aca Agr P/Org Total 
1 : Lack of market-focused training  50% 50% 38% 50% 47% 
2 : Poor infrastructure and poor mindset 0 13% 13% 26% 12% 
 
7.4.1 Lack of Market-Focused Training 
Close to half of the research participants (RP09, 11, 12, 13, 14, 15, 17, 18, 19, 22, 
24, 25, 26, 28, 31 and 32) identify the lack of appropriate training in entrepreneurship 
and basic market requirements as a huge factor in farmers not achieving the market 
requirements. This included fifty percent of academics (RP09, 12, 13 and 31). RP09 is 
unsure whether “SMFs understand what the market wants, [and suspects that] even 
people involved in training farmers are not able to identify what the hotels specifically 
want”.  Hotelier RP22 hints at a need for specifically tailored education. 
RP22:            “you’ve got to educate them [because] you can't just say that this is going to be 
on the Coles supermarket shelves in Melbourne, because they have no idea of 
what it looks like”.  
 
RP28 adds that such training must closely correlate with current research and 
technology, and RP24 stresses that a lack of “understanding [of] food safety issues and 
holistic quality” has to be addressed. Three participants from the Ministry of Agriculture 
(RP11, 14 and 18) feel that although farmers have some market-based knowledge, this 
still needs further improvement. RP14 suggests the use of visualization techniques to 
“visualize and show farmers where the products reach the upper end of the market.”  
RP18 stressed the importance of farmers being fully trained in harvesting, 
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transportation and packaging techniques, with holistic quality being at the forefront of 
the production process.  Four representatives from private organizations (RP15, 17, 25 
and 32) feel that market-focused training for farmers in Fiji has been inadequate; and 
that this gap needs to be addressed. RP15 attributes this partly to a weak extension 
service and poor infrastructure.  
7.4.2 Poor Infrastructure and Poor Mindset    
Two research participants feel that poor infrastructure plays an important role in 
determining farmers’ abilities to understand the requirements of the market.  Academic 
participant RP07 believes that farmers have performed well, given their circumstances 
and limitations, but at the same time perceives an urgent need to improve basic 
infrastructures that are conducive to market transactions. Another participant from the 
private sector (RP15) further explains that “it's not necessarily about whether they're 
geared towards market-focused production… it’s the question if markets are 
[accessible].”   
Two participants feel that a poor mindset that is held by some farmers is a factor 
which contributes to their inability to ascertain the requirements of the market.  RP03, 
from the Ministry of Agriculture, suggests that “it is the [traditional] system [that] allows 
[SMFs] to behave in such a way.” This refers to the pressure of fulfilling traditional 
community obligations. RP25 from the private sector also shares this rather generalised 
view that the “farmers need a change in mindset because the global [market] standard 
is completely different from the domestic standard.”  
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7.4.3 Summary of Category2: Market-Focused Production of SMFs 
In research question three, the question of the appropriateness of the market-
focused approach by the CCM is assessed.  The insights into why SMFs are not market-
focused centre on a general lack of training for SMFs in this area.  One participant adds 
that there is poor infrastructure to support market-focused training for SMFs.   Another 
participant gave interesting insight into some indigenous farmers’ lack of active drive 
toward achieving a market-focused product by mentioning that this may be a result of 
the more pressing social obligations present in the culture.   Given the responses 
concerning the inadequate market-focused training of SMFs as evidenced by category 
two, it is clear that providing a market-focused approach through the CCM is an 
appropriate strategy.    
The research questions have thus far examined the proposed design of the CCM.  
A review of questions one to three provides the general feeling that the majority of 
research participants agree to some extent with the proposed model design.  In order to 
glean from the knowledge and expertise of the participants in this study, research 
question four was designed to provide somewhat of an open forum for participants to 
‘have their say’.    
 
7.5 RQ4:  How to Assist SMFs in Fiji? 
Question four focuses on the specific aspects of the CCM that need to be 
considered within the context of the unique social structure and environment in Fiji.  
The goal of this final research question is to explore specific suggestions by research 
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participants as to how the model can be most appropriately tailored to serve SMFs and 
the stakeholders within Fiji.  The first sub-question used to specifically answer research 
question four focused on the research participants’ opinion of the type of support 
system needed to assist SMFs in Fiji.  Five themes emerge from participants’ responses: 
the need for establishing a marketing intermediary, lobbying for government support, 
improving market-focused training, providing increased funding to SMFs, and a general 
category for reformation. The fifth theme comprises a combination of several responses 
which include: reforming cooperatives, improving research and extension availability, 
and enhancing infrastructure and support networks.  
7.5.1 Establishing a Marketing Intermediary  
Eight research participants see a need for establishing a Marketing Intermediary to 
help facilitate the marketing of SMFs’ agricultural produce.  Hoteliers RP19, 20 and 22 
share different insights into how this could be organised.  RP19 suggests the importance 
of having an evaluation system in place to assist farmers in measuring the level of 
customer satisfaction for the services they provide.  RP20 supports the idea of clustering 
farmers to address the challenge of the smallness of farm sizes in meeting market 
demands.  RP22 feels that a central body has to be established to facilitate and assist 
farmers in the logistics of marketing. Additionally, academic RP12 feels that the 
establishment of an intermediary will be a fundamental support structure for SMFs in 
improving the marketing of their agricultural commodities.  RP06 from the Ministry of 
Agriculture also feels that a marketing body will help to address post-harvesting and 
marketing challenges.  He states: “I think [it’s] very important...because other 
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countries...have a marketing [system], right from the field to the end-market [and] the 
quarantine [services]”. 
 
RP08, 25, and 33 from private organizations verbalize the need to establish an 
entity that will facilitate the marketing of agricultural commodities for SMFs.  RP08 
describes this as “a viable organization to address the needs of individual SMFs” which 
would additionally be essential for increasing food production.  RP08 further suggests 
that the marketing intermediary should analyse the market environment in advance and 
provide updates to farmers.  Likewise, RP25 feels that the marketing intermediary 
should be responsible for conducting in-depth research to identify what buyers want 
and to inform SMFs accordingly.  
RP25: [At present] the hotel is saying…we need this…then the farmer says, OK I’ll try to 
meet that demand and from there they have to work it out.  [When more 
farmers begin to market to hotels] there will be a big gap in the beginning but I 
think it's the responsibility of the market [intermediary] to look into it, so they 
[will] have to conduct [appropriate] research. 
 
RP33 suggests the introduction of a farmers’ market-auction system in Fiji.  
RP33: [The market auction] takes away the hassle of finding markets for farmers. It is 
something like [a central] board [which] can buy everything from the farmers 
and then they can find markets for these products because once they have the 
bulk of the commodities, they can negotiate; like the milk dairy board of NZ and 
the wheat board of Australia. 
 
 
7.5.2 Increasing Government Assistance  
Seven research participants (RP09, 11, 16, 18, 21, 23 and 26] feel that 
government support is a crucial need that is vital to the achievement of an enhanced 
performance by SMFs in Fiji.  Three hotel respondents (RP21, 23 and 26) feel it is the 
government’s responsibility to provide a suitable business environment for SMFs.  
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RP21: [The] government plays a very important role through its appropriate ministries, 
and the most important part of it is acquisition of markets … [and especially] to 
provide the support system for SMFs to produce for the market…it has 
happened in Fiji but only at a very small scale. 
 
Similarly, academic participant RP09 emphasizes that the Ministry of Agriculture 
is the best forum from which to implement policies that will enhance the marketability 
of farmers’ produce.  According to RP09, the Ministry of Agriculture should extend its 
borders to include other government and corporate sectors that will provide an 
enabling marketing environment for farmers.  RP11, 16 and 18 from the Ministry of 
Agriculture feel that government assistance has to be more focused on empowering 
individuals rather than just providing hand-out assistance.  RP18 suggests the idea of 
supplying planting materials instead of cash assistance, while RP16 suggests that the 
government must be consistent with its policy of providing two-thirds of the cost in 
support only when farmers can come up with the other one-third of the cost, as this will 
give SMFs a sense of ownership and responsibility. 
7.5.3 Improving Market-Focused Training  
Six research participants (RP02, 14, 15, 17, 27 and 34) feel that support should 
be given in terms of improving market-focused training and awareness.  According to 
hotelier RP27, it is essential that farmer training in modern farming techniques 
necessary to meet global and domestic market demands is provided. Areas of 
importance include packaging and quality presentation of primary agriculture produce.   
RP27: Before, farmers used to [deliver] their produce in the bags [however the 
problem is [that] all the leaves get bruised and hotels don't want that. Farmers 
should bring their agricultural produce in nice cartons or cases where everything 
is fresh [and protected]. 
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Similarly, academic participants RP02 and 34 believe that the introduction of first 
hand training would be an important support structure for SMFs, and that this must 
include organizational and management planning. RP14 from the Ministry of Agriculture 
says that most of the government’s activities are geared towards improving agronomic 
practices and crop production; however, “when it comes to [holistic] marketing, no 
organization has done this”.  RP14 feels that this is a vital area for research and 
investment.  RP17 believes “It’s basically empowering farmers with [basic marketing] 
skills and knowledge, and monitoring their progress”.  RP15 adds that “this could be 
done at an educational level” and must include financial management and budgeting. 
Both RP15 and 17, from private organizations, view training as an empowering tool that 
would enhance farmers’ abilities to understand and meet market requirements. 
7.5.4 Increasing Funding or Establishing a Credit Facility 
            Six research participants (RP03, 04, 05, 28, 29 and 30) suggest the provision of a 
funding system or credit facility as a support for farmers; especially for use in the start-
up phases of farmers’ projects.  Most of these participants feel that lending institutions 
have very strict policy guidelines and not every farmer qualifies to borrow money to 
improve the business aspect of their farming practice.  According to hoteliers RP05 and 
28, “farmers will benefit from start-up capital” and also “capital to improve the 
management operations of their farms”.  However, RP03, from the Ministry of 
Agriculture, is critical of credit organizations, especially the Fiji Development Bank (FDB) 
which was established to help small businesses.  According to RP03: 
RP03: [The FDB] is not doing its purpose to develop the farmers [because] they want 
to commercialize.  It has moved from its original purpose.  One of the biggest 
  
204 
problems these small [land] holders are facing in Fiji is the access to credit 
facility; …but if they can come up with a system, [such as using] standing crops 
as security [that would be an incentive].  
 
In essence, capital incentive is seen as an important element in supporting SMFs 
in the development of their farms.  RP29, from the Ministry of Agriculture, feels that 
“[one] needs to start with capital incentives [for SMFs] to provide the funding necessary 
to develop their farms.”  In a similar manner, RP04 and 30 see the challenges faced by 
SMFs in obtaining capital from banks as a constraint to development.  
RP04: I see [the limited accessibility of] lending institutions [as a major constraint 
because]… the criteria requirement [needed to obtain capital from] the 
development bank …is such that no small scale farmer can get a loan.  What our 
people need is capital to continue working until they are forgiven (or until they 
make profits) which is what we need [and that is] why the sugar industry in Fiji 
is not doing well. 
 
Another participant from a private organization (RP30) says that obtaining loans 
has been difficult for SMFs in Fiji, and he feels the lack of support from lending 
organizations is quite unfortunate.   
7.5.5 Co-operatives; Research and Extension; Infrastructure; and Support  
Seven research participants (RP01, 07, 10, 13, 24, 31, and 32) accumulatively 
suggest a number of support systems including reforming cooperatives, strengthening 
extension services to farmers, upgrading rural infrastructure, and identifying and 
utilizing available support systems. 
7.5.5.1 Reforming Co-ops 
One academic (RP01) comments on the cooperative movement in Fiji by stating 
that, it “is a dinosaur which is buried in [archaic] thinking”.  According to RP01 it needs 
to be rejuvenated to suit the current era of marketing and trade.  
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7.5.5.2 Improving Research and Extension  
Academic participants RP13 and 31 identify a need to improve the research and 
extension mode in terms of the way it is disseminating new information to farmers.  
RP13: The research and extension centre should be strengthened. The government 
needs to identify what are their priorities with crops and livestock and then they should increase 
investment for these particular activities. There should be continuously up scaling of people.   
 
Academic RP13 feels that the migration of many skilled and qualified citizens 
from Fiji has left a vacuum in the research and extension sectors of the government, 
which has in turn had an impact on the standard of research and extension services.  
7.5.5.3 Developing Rural Infrastructure 
RP07, 10 and 24 suggest that infrastructural development is important; 
especially the development of roads, telecommunications, quarantine, drainage and 
irrigation. Hotel representative RP24 says that farmers stand to benefit from 
improvements in “infrastructures like accessible roads, markets and training”. RP10 
agrees that improvement in drainage and irrigation services are essential for improving 
the cultivation of waterlogged agricultural lands.  In addition, farmers must learn to 
work with the private sector through collaborative partnerships.  
RP07: What is needed from the government perspective is firstly improving 
infrastructure, telecommunications... [and] developing appropriate quarantine 
facilities [for agricultural produce]. 
 
Academic RP07 is of the opinion that the CCM will be a vital tool for developing “a 
mechanism where farmers can effectively work…in enforcing contracts with the private 
sector”.  
7.5.5.4 Utilizing Infrastructural Support 
  
206 
According to private organization participant (RP32), infrastructural supports for 
marketing agricultural produce for small entrepreneurs in the Pacific islands have been 
established but are not being utilized the way they should be.  He adds: 
RP32: there are links to markets [available], [where] they can provide market 
information, everything from what's being imported into those markets and 
what's been exported into the Pacific. So you've got statistics, they can find 
contacts, but they're so underutilized.  So…there is support here, but it is really 
up to the countries to identify [it and see] what their needs are. 
 
7.5.6 Summary of Suggested Support System in Fiji  
Table 7.04 Summary of Suggested Support Systems Needed to Assist SMFs 
  Hotel Aca Agr P/Org Total 
1 : Establishing a Marketing Intermediary 3 1 1 3 8 
2 : Increasing Government Assistance 3 1 3 0 7 
3 : Improving Market-Focused Training  1 2 1 2 6 
4: Increasing Funding or Establishing a Credit Facility 2 0 2 2 6 
5: Reforming Co-ops; Res & Ext; Infrastructure; Support. 1 4 1 1 7 
 
 Table 7.04 provides a review of the five themes derived from research 
participants’ responses to the issue of the support systems needed for SMFs in Fiji.  
Through this table it is evident that the total number of participants responding to each 
theme is quite evenly dispersed.  It is interesting to note that even within each 
participant group there is a wide distribution of responses.  The power of these 
responses is strengthened given that representatives from each group provide 
suggestions within every theme.   Given this spread of responses, each of these themes 
can be evaluated as important support systems for SMFs within Fiji, and incorporated 
into a revised clustering model. 
  
207 
7.6 RQ4 Category 2:  Strategies to Assist SMFs 
The open forum continues in category two of question four.  In this closing 
question participants were asked to identify some strategies they feel might assist SMFs 
in Fiji.   The responses are categorized into ten areas as seen in Table 7.05.   
Table 7.05 Strategies that may assist SMFs in Fiji 
  Hotel Aca Agr P/Org Total 
1 : Understand Situation, Establish Targets and Infrastructure - 3 6 - 9 (26%) 
2 : Adopt the CCM Concept 4 2 2 1 9 (26%) 
3 : Provide an Enabling Environment 2 2 1 2 7 (21%) 
4 : Conduct Agricultural Auction or Show 1 - - 1 2 (6%) 
5 : Ensure a Strong Organizational Structure 1 - - 1 2 (6%) 
6 : Communicate Market Requirements to SMFs 1 - - - 1 (3%) 
7 : Adopt the Co-operative Model - - - 1 1 (3%) 
8 : Consider the Farm Fiji Concept - - - 1 1 (3%) 
9 : Improve  the Whole Chain Network - - - 1 1 (3%) 
10 : Establish and Showcase Personal Model - 1 - - 1 (3%) 
 
 
7.6.1 Understand Current Situation, Establish Targets and Infrastructure 
Twenty six percent of research participants (9) state that carefully evaluating the 
current situation, establishing realistic targets and providing infrastructure are 
important aspects for supporting SMFs within the context of the CCM.  This entails 
looking at the available physical resources and ascertaining potential commodities that 
will be suitable for the market.  One participant from the ministry of agriculture (RP06) 
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mentions that it is important to explore and understand the situation and also take heed 
of the plight of the community at large.  Another participant (RP14) adds that one must 
strengthen the existing structures in place and build from there.    
7.6.2 Adopt the CCM Concept 
Similarly, 26% (9) affirm the centralized clustering model (CCM) concept as a 
prospective method of rendering assistance to SMFs.  Forty percent of hotels verbalize 
the necessity of having a central marketing intermediary that coagulates farm produce 
from a group of farmers and provides a stringent market supply-base for fresh 
agriculture produce. According to hotelier RP20, the whole idea of clustering and 
channelling commodities through a marketing intermediary makes sense as it increases 
the resource base and supply continuity.  Academic participant (RP07) also mentions 
that developing a mechanism such as the CCM to overcome cultural and economic 
constraints is required. In addition, RP07 suggests that one of the strengths of the model 
is the ability to create a clear market pathway and supply chain for individual 
commodities.  
 
7.6.3 Provide an Enabling Environment 
Twenty one percent (21%) of participants stress the importance of providing an 
enabling environment conducive for SMFs to venture into a demand-focussed farming 
enterprise.  This is shared by participants from hotels, academics, MOA and private 
organization.  Hoteliers RP19 and 26 suggest that the best assistance that hotels can 
offer farmers is to buy their produce.  But it is crucial that farmers live up to market 
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expectation in terms of quality produce and service.   Academic and agriculture 
participants emphasize the need to provide direct infrastructure and sending structures.  
According to RP29, it is vital to provide healthy competition among SMFs and attract 
more foreign investment in terms of market development and value adding.  RP15 and 
32, from private organizations, stress the importance of providing educational training 
to farmers, improving extension services and market infrastructure.  
7.6.4 Conduct Agricultural Auction or Show  
The idea of an agricultural auction is seen by hotelier RP24 and a private 
organization representative (RP33) as a strategy to help improve the marketability of 
agriculture produce.  Participants RP24 and RP33 respectively mention putting on 
agriculture shows and farmers’ auctions as essential to showcase the potential that lies 
on the land.   
7.6.5 Ensure a Strong Organizational Structure  
In terms of organizational structure, RP04 and 27 from academia and a private 
organization respectively stress that good planning is needed to maintain sustainability 
in production of reputable commodities.  RP04 mentions several key areas for 
consideration when implementing a structure to assist SMFs.  They are: selection of 
SMFs, provision of educational training deemed necessary for farmers to know, market 
information on supply and demand, and provision of ways to strengthen the trust factor 
between producers and buyers. In addition, RP27 emphasizes the dire need for farmers 
to incorporate phase planting programs for continuity of supply.   
7.6.6 Communicate Market Requirements to SMFs  
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Good communication is seen by hotelier RP05 as an essential element.  
According to RP05, providing clear information on the type, amount and quality of the 
commodity to be presented will aid SMFs to be aware of the expectation from the 
market in advance.  This will allow farmers to establish strategies to meet the market 
requirements in advance in terms of quota, quality and consistency.   
7.6.7 Adopt the Cooperative Model  
Regarding the cooperative model, RP08 suggests grouping farmers into three 
categories, namely the individual, sectoral and provincial. This is where assistance is 
rendered to small-medium scale entrepreneurs (SMEs), and then consolidated to a 
group of SMEs within the community, and finally at the provincial level.  Development at 
the provincial level is targeted towards different sectors of SMEs within the province.  
This is then followed by a back-up program which is aimed at extending assistance in 
terms of training, finance and capital infrastructure.  The ultimate goal will be to see 
that SMEs achieve self-sustainability. 
 
 
7.6.8 Consider the Farm Fiji Concept   
The Farm Fiji Concept is the initiative of the Ministry of Tourism which is simply 
incorporating tourism and agriculture to meet and cater for the overseas tourists visiting 
the country.  According to RP19 from a private organization, it is not only encouraging 
farmers to be aware of the food needs of the hotel industry but also incorporating farm 
tours to agricultural sites for first hand exposure and awareness to overseas tourists.   
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7.6.9 Improve the Whole Chain Network  
One participant from a private organization suggests improving the whole chain 
network of individual commodities. According to the participant, there needs to be a lot 
work in this area so as to create a clear pathway for individual commodities.  So far only 
a few commodities have clear market chain pathways, one of which is papaya and the 
obvious one is sugarcane.  
7.6.10 Establish and Showcase a Personal Model   
Another participant from the academic sector (RP02) suggests implementing a 
personal model as a way to help assist SMFs in her community.  It means personally 
developing an agriculture system on her farm that is economically viable at the village 
level.  RP02 feels that with her adequate background knowledge of modern agriculture 
development and techniques, it is best to showcase efficient concepts to farming on her 
own farm as it will allow her to freely incorporate newer research and technological 
improvements.  
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Figure 7.03 RPs’ Model to Assist SMFs in Fiji 
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7.7 Summary of Research Participants’ Strategies to Assist SMFs in Fiji 
The strategies suggested by research participants to assist SMFs in Fiji were 
amalgamated in order to establish greater insight.   Figure 7.03 provides a relational 
representation of the identified suggestions with explanations of further insights into 
RPs’ responses.  The figure will be explained throughout this section by identifying the 
coloured circle correlating with each suggestion.   
7.7.1 Understand Situation, Facilitate Infrastructure, and Establish Targets  
The key areas include: understanding the current socio-economic situation; 
establishing achievable targets; and facilitating an amicable market infrastructure (large 
violet circle).  Academic RP13 stresses that fixing SMFs’ property rights and providing a 
stable political environment are priority issues for productivity of SMFs (pink circle #1).  
He believes it is also very important for SMFs to understand and utilize the available 
government mechanism provided for small enterprises.  RP13 also stresses the 
importance of understanding the requirements of financial institutions (pink circle #2) 
that can assist in financing developmental projects.   
In order to facilitate infrastructure development, RP30 suggests constructing a 
clear supply chain network (pink circle #3) for individual commodities from pre-planting 
to post-harvesting.   Organizing farmers into small-groups for network collaboration 
(pink circle #4) and sharing (RP12), will also foster this type of development.  Specifically 
for Fiji, studying the Vanua structure (pink circle #5) which includes the people, land 
resource, skills, and social and cultural resources (RP01 and 14), is an immensely 
important factor within the cultural context of the country.  Incorporating the strong 
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aspects of the culture, such as communalism and blending it towards a market focus 
direction will also be very crucial (RP14). Infrastructure will also grow by establishing 
strategic business partnerships with government and private organizations.   
In addition, organizing a planning system (pink circle #6) will assist SMFs as this is 
currently lacking (RP27).  An important component of planning entails setting achievable 
targets that can be accomplished within a set timeframe (RP01).   Each target the SMF 
sets and reaches will reinforce this positive behaviour and will foster more goal-setting 
within the context of the SMF. 
7.7.2 Planning 
Due to the small size of SMFs, advancing farming ventures to a large scale is 
economically infeasible as farmers are faced with external forces beyond their control.  
In order to deal with the challenges present as a result of small size, research 
participants identified several strategies under the main concept of strategic planning.   
One practical means of organizing an effective planning strategy is to collect 
produce from the farm gate (blue circle #1) as this will help both the SMFs and the 
marketing centre. This requires a substantial amount of SMFs to offset the expenses 
incurred and to also provide a wide resource base for this to be economical.  In order for 
farm gate collection to be established, specific factors must be ensured, namely 
collection dates and times.  This will increase production efficiency on farms because of 
the reduced time lost travelling and spent at the market.  In addition, this will reduce 
expenditure of transporting agriculture produce to the market. 
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Another interesting method of initiating a planning strategy to assist SMFs is that 
of establishing agriculture shows (blue circle #2).  These shows will serve to market 
SMFs’ produce and provide market opportunities to display and sell goods to the 
general public and established buyers such as hotels, exporters and corporate bodies.  
Strengthening group dynamics (blue circle #3) was identified as a strategy to 
assist SMFs through effective planning.  As these group dynamics are strengthened, this 
will create a collaborative structure to foster communal behaviour within a business-
driven environment.  
Market-focused training (blue circle #4) is repeatedly emphasized as an 
important strategy to assist SMFs, which falls under the planning theme in Figure 7.03.  
The training would focus on moving SMFs towards a demand-driven business 
environment. This includes agronomic practices that will enhance quality. In addition, it 
also entails post-harvest practices and marketing. Training is seen as a vital component 
in progressing agricultural commodities towards a demand-oriented direction.   
SMFs must be open to community feedback and ideas (blue circle #5).  This is 
necessary so that commodities may be tailored towards what consumers prefer.  
Establishing strategies to receive constructive feedback from consumers is necessary in 
order to improve product traits.    
As tourism is the current highest income earner for Fiji besides sugarcane, it is 
vitally important to stringently identify the requirements of hotels (blue circle # 6) and 
move towards achieving them.  
  
216 
Appropriate planning also entails selecting a marketing system appropriate for 
SMFs and building on achievable and realistic targets (blue circle #7).  It is important to 
provide a marketing structure that will enhance market security and agriculture 
diversification.  This is crucial for providing market access for agriculture commodities.  
The prospect of establishing a marketing intermediary becomes a necessity to facilitate 
marketing of agriculture produce.  
7.7.3 Training and Coordinating SMFs in a Demand-Driven Approach  
With globalization and trade liberation rapidly advancing in the international 
arena, SMFs will have to stringently compete to produce commodities that are of high 
quality and standard.  Although this is a huge challenge, research participants listed 
several components that will help SMFs pursue moving toward a demand-driven 
agricultural focus. 
Establishing good governance and ensuring quarantine standards (green circle-a) 
are consistently achieved are essential components in a demand-driven approach in 
order to supply export-oriented commodities. The area of research and extension 
dissemination (green circle-b) will also serve to facilitate a demand-driven market as this 
is required for both agriculture officers and SMFs.   
Farmer training to provide quality produce for the domestic market (green circle-
c) will assist in meeting the standards required for an export market.  Training farmers 
will develop an understanding and awareness for the requirements of the export market 
(green circle-d) and for the hotel industry (green circle-e).  Agronomic practices (green 
circle-f) must remain demand-orientated, and suitable varieties should be adopted in 
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relation to the market outlet or requirements.   These practices must also strive toward 
achieving produce suitable for grading (green circle-g) and for quality classification to 
meet phytosanitary standards of different buyers and countries.  Training of SMFs must 
also emphasize appropriate farming techniques and farming practices (green circle-h). 
This includes crop rotation, phase planting, soil erosion prevention and environmental 
degradation.    
The precursor to any demand-driven orientation occurring lies in an essential 
paradigm change (green circle- i) among SMFs.  This mindset change may eventually 
require a shift in their view of traditional subsistence farming to commercial-oriented 
business farming. 
 7.7.4 Establishing Relationships with the Hotel Industry 
 It is essential that the agriculture sector devises strategies to take on the hotel 
market for food produce (five light pink circles).  If quality is assured, hotels will buy 
SMFs’ agriculture produce. Consistency needs to be addressed.  Hotels prefer a secured 
buying agreement and this is best done through contractual partnership.  According to 
hotels, the notion of centralizing commodity supply to a marketing intermediary or 
agent is welcomed.  In order for the relationship between SMFs and hotels to work, the 
hotels must explain to farmers their food requirements. 
7.7.4.1 Secured Buying Agreement 
The issue of trust in business partnership for hotels and farmers is very fragile 
and sensitive.  This is evident from the number of partnership deals and contracts not 
being honoured by either farmers or hotels.  Three areas shared by stakeholders that 
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need to be strengthened are: abiding by the partnership agreement; strengthening 
transparency and trust; and providing constructive feedback to farmers on the food 
requirements of hotels. 
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8.0 CHAPTER 8: DISCUSSION AND CONCLUSION 
8.1 Summary Overview 
The purpose of this study was to propose and evaluate a Centralized Clustering 
Model for small-medium scale farmers in Fiji. This chapter provides a summary of the 
discussion and the conclusions of the findings, together with the establishment of a 
revised model.  It also provides recommendations for future research, including those 
which would assist in the further development of the CCM concept.  
8.2 Participants’ Perceptions of the CCM Concept 
Perceptions of the proposed concept of a CCM were positive and encouraging.  A 
significant proportion indicated that they believed that the CCM concept was practically 
feasible and that it adequately considers the socio-economic environment in Fiji. 
Although participants were divided in their opinions of one aspect the structure - the 
implementation of the controlled approach - their feedback indicated that it was at least 
theoretically appropriate in that it was relevant based on its applicability to the needs of 
SMFs and buyers.  
The main findings of the investigation were that: 
1) It was appropriate and workable; 
2) It supported the collectivistic behaviour of native Fijians; 
3) It would be challenged by the cultural aspect of social obligations and business 
indiscipline; 
4) It would address market challenges facing producers and buyers. 
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8.2.1 CCM Structure is Relevant 
The CCM was seen to be relevant in the areas of effectiveness, governmental 
structure and competence.  These factors were seen to be relevant in light of the 
progress seen in Fiji’s agriculture sector.  
8.2.1.1 Effectiveness 
In terms of effectiveness, the structure of the CCM as a means of facilitating 
strategic partnerships with established buyers was seen to encompass a wide 
perspective in terms of enhancing efficiency and productivity.  Of particular significance 
was the finding that close to half of hoteliers believed that the model would strengthen 
their willingness to engage in business dealings with SMFs, as this is a market that has 
long proved difficult for SMFs to enter.  Hoteliers felt that the concept of establishing a 
marketing intermediary would facilitate reliable trade dealings given the difficulties they 
encountered in accessing reliable business operations to meet their food requirements.   
Participants from the ministry of agriculture and private organisations felt that the 
leverage provided to SMFs by the CCM through its centralization of distribution, the 
marketing intermediary, would result in ease of access and subsequently the 
achievement of greater efficiency.  Their perceptions support the findings of Bamford 
(1986) and Tapuaiga (2004) who specified market disparity and isolation as two major 
challenges facing SMEs in the Pacific region.  Similarly, McGregor and Gonemaituba 
(2002) and Collier (2003) highlighted the notable absence of agricultural markets in rural 
Fiji as a factor which has hindered SMFs from entering into sustainable business 
farming.  These findings resonate with the studies by Uzor (2004) and Tambunan (2005), 
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in Nigeria and Indonesia respectively, which identified the lack of market infrastructure 
for SME  clusters as a limiting factor in the achievement of market-focused production.  
They believed that the establishment of an effective marketing institution would be 
required for SMEs to experience growth and sustainability.  Several private organization 
participants indicated that they felt that the CCM would provide market stability and 
security that would assist in addressing SMFs’ vulnerability to external market forces. 
Some participants from private organizations expressed that the CCM would promote 
efficiency through the harnessing of commodities, the centralization of distribution and 
the creation of collaborative networks for farmers, suppliers and buyers.  These findings 
supported Diez (2001) and Cortright (2006) who identified the central focus of the 
cluster strategy as being to get SMEs to work together and identify collaborative 
solutions to shared problems. Academics perceived the CCM to be beneficial to SMFs 
with long-term potential for achieving economies of scale, but suggested that it must be 
initiated gradually and not forcefully. They also stressed the need for prior 
understanding of each specific social and cultural environment and that the current 
model must be able to be adjusted accordingly.  These findings agree with those of 
Chandra  (1998) and Diez (2001) who postulated that not every SME cluster strategy will 
be identical; meaning that clusters should be uniquely designed to reflect the cultural, 
political and economical context of the specific geographic region in which they are 
formed.   Thus the suggestion is that the CCM model may need to be developed as a 
more generalized model that includes mechanisms to make it flexible enough to be 
easily adapted as necessary to suit each individual context. 
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8.2.1.2 Legislative Structure 
The legislative structure of the model was identified by some participants as a 
key component to the marketing success of the CCM.  They felt it would provide 
cohesion among SMFs and stability on the operational side.  However, consensus among 
these respondents was that the model should be private-sector driven because of 
evidence from recent history that most projects initiated and operated by the 
government have lacked sustainability.  This was attributed to the government’s 
inability to compete in a market-focused environment.   
In terms of traditional structure, the model was seen to be somewhat relevant to 
the traditional communalistic behaviour of indigenous Fijian culture; with the extended 
family and clan group structure in traditional Fijian society identified as being 
accommodated by the clustering approach.   
8.2.1.3 Competence 
Based on research participants’ responses, SMFs need to step up their 
competence level in the business sector.  A significant issue raised by hotel participants 
was that of quality from a holistic perspective, and the resulting dilemma they face in 
terms of current practical limitations to buying directly from local farmers compounded 
by hindrances faced when importing produce. They expressed the feeling that the CCM 
could help to facilitate the delivery of local fresh food in a way that would also meet 
their required standards of consistency, aesthetic presentation, prompt delivery, off-
season supply and efficient business dealings.  The current difficulty for buyers in 
sourcing off season supply has been mentioned by research participants.  Concern was 
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felt about the cycle of surplus and scarcity that characterises the local supply of required 
agricultural produce.  Inconsistent and unreliable supply is thought to have an adverse 
effect on issues of trust and confidence, especially with hoteliers.  It was mentioned that 
SMFs require support in dealing with this challenge and suggested that updating 
technology and research would be likely to help in finding a solution.  A recent study by 
Veit (2007) showed that imported vegetables were indeed of a higher quality than 
domestic substitutes and that hotels in Fiji were willing to pay more to protect their 
reputations.   Import figures for Fiji confirm that hotels have been buying food produce 
from abroad (Berno, 2006, Veit, 2007, McGregor, 2006, Vining and Young, 2006, 
Salvioni, 2007).  It was mentioned that the imposition of trade tariffs to protect the local 
agricultural industry had been futile because of existing poor quality standards.  Several 
hoteliers mentioned that they preferred local produce because of freshness, 
accessibility and pricing, but the problem of quality has been an unresolved issue within 
the local agricultural industry.  This supported Jurasin’s (2009) observation that meeting 
quality standards even at the domestic level would help SMEs in fulfilling market 
standards internationally.  Djerdjour and Patel (2000) correlated low quality with poor 
training thus brings to light the necessity of training farmers in an effort to help improve 
the standard of quality for fresh agriculture produce, and to consistently meet market 
requirements without having to depend on growing seasons.  
8.2.2 Practically Feasible to Meet Market Requirements  
Respondents’, who accepted the CCM as practically feasible felt that it would 
address the market constraints of SMFs; be adjustable to the communal system; and 
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strengthen leadership and knowledge transfer.  As 96% of farmers in Fiji are categorized 
as small-medium farmers and given the constraints they faced were their vulnerability 
or weakness to market forces, research participants perceived that the CCM would be a 
viable tool to co-ordinate and implement interactive group work among SMFs because 
of their smallness.    
 
 
8.2.2.1 Address Market Challenges 
Academic participants valued the perceived workability of the underlying 
structure of the CCM in its ability to provide stability through addressing market 
challenges facing SMFs.  In particular, the ease with which efficiency and secure market 
access and service could be attained by SMFs through centralization was seen as vital. It 
was also suggested that the CCM would contribute to an increase in diversification, 
sustain production to reputable levels, and establish economies of scale. 
8.2.2.2 Upholds Communal System 
The traditional Fijian concept of working in groups, called “solesolevaki”, was a 
unique feature of the CCM that was deliberately incorporated to make it appropriate to 
the Fijian context.  It was encouraging to see that this aspect of the model was identified 
by some participants as one of the strengths of the CCM; participants recognized the 
ability of the model to foster group work amongst farmers through collaborative 
partnerships and networking by capitalizing on existing communalistic behaviour in 
Fijian society. In the past, the collectivistic behaviour of native Fijians has often led to 
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the breakdown of individual businesses because of social obligations.  Therefore it was 
suggested that understanding the culture was important in any entrepreneurial entity; 
not that culture had to be the determining factor for economic drive, but that it should 
be placed under important scrutiny.  
This assertion of the importance of culture supports arguments by Diez  (2001) 
and Porter  (1998) that cluster-based developments should be unique to the cultural, 
political and economic sphere of the host community.  History has shown that although 
successive attempts have been made at national levels by agricultural boards, marketing 
bodies and rural markets to improve the economic development of Fijian SMFs, they 
have somewhat failed to achieve long-term sustainability within the existing socio-
economic structure.  There has been a trend of the demise of externally funded 
agricultural ventures of foreign origin in Fiji, but post-mortems of past projects by 
government and academic researchers in Fiji have mainly focused on economic 
analyses, with very few looking into the impact of culture (Collier et al., 2003, McGregor, 
2002, Sharma, 1985, Singh, 1985, Veit, 2007).  These analyses have identified some 
reasons for the failure of such projects to achieve sustainability which have also been 
noted in this current study:  a lack of start-up capital, inaccessible credit qualification, 
high overhead costs, and lack of business management skills.   However, applying insight 
from Kogut and Singh (1988), Mendonca and Kanungo (1996), and Saffu (2003) together 
with the perceptions of the research participants, it has become clear that culture most 
likely played a crucial role in how entrepreneurship, management strategies and 
business entry were approached in past projects and significantly impacted on their 
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organizational sustainability.  A similar sentiment was shared by Yusuf (1998) for the 
Pacific Island region, where it was seen that culture affected every aspect of people’s 
lives and had a strong impact on the approach to and use of operational management 
practices by small enterprises.   
Participants from MOA, academia and private organizations felt that the 
clustering concept used in the CCM would be practically workable and recognized its 
relationship to the collective behaviour of Native Fijians and potential for utilization 
towards a commercial purpose.   Substantial discussion was raised in relation to the 
traditional Fijian concept of “solesolevaki.”  This term describes the process whereby 
farmers living in villages help each other in their farming endeavours.  Several 
participants strongly believed that the collectivist culture of working in groups would 
remain a strong aspect of native Fijians and must be consolidated towards a demand-
focused drive.  An interesting and important insight drawn from participant responses 
towards this complex cultural issue is the need to “quarantine” the business from social 
obligations:  members of the clan would be informed of the boundaries of the business 
and that these must be respected.   This notion of “quarantining” would mean that a 
member would say to their extended family members and tribe that they could only 
expect to share from the member’s personal earnings but not from assets belonging to 
the business.  This idea requires further investigation but could be incorporated as part 
of pilot trials in order to judge its usefulness in specific settings. 
8.2.2.3 Provides Leadership Structure, Market-Knowledge Transfer 
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The organizational structure, centralization and networking components of the 
CCM were seen as practically workable as a means to provide competent leadership, 
market accessibility and knowledge transfer to farmers.  
Some participants described their perception of the model’s leadership provision 
in terms of its clear entrepreneurial outlook and appropriateness to the cultural 
environment. The concept of market centralization was identified as strategic and 
workable for rural farmers as it would provide market access.  However, participants 
from the MOA insisted that the CCM needed to carefully consider the specific ethnic 
concentrations, religious beliefs, and the organizational culture of different communities 
within Fiji. 
For participants from academia, the workability of the model was perceived in its 
mechanisms that would effectively transfer research and technical information to 
farmers.  In addition, notions of partnership and collaborative networking were seen as 
necessary, and workable if implemented with prior in-depth research into the available 
social means of communication that could be used to effectively disseminate 
information to farmers.  
8.3 Participants’ Perceptions of Business Partnerships in the CCM 
Business partnerships, in the context of the CCM, entail having established 
buyers entering into concrete partnerships with SMFs through the MI.  At the primary 
level, the SMFs enter into strategic alliances with the MI through the controlled 
approach.  At the secondary level, the MI enters into business partnerships with hotels, 
export markets, area markets, and research and trade corporations.  The ideology of 
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partnership drew several themes from research participants. These included the 
perceptions that partnerships would be workable through the CCM if they were 
presented and maintained as essential, economically beneficial components of the 
model; and through establishing and enforcing market guidelines and business linkages, 
with a strong dependence on commitment and trust.  
8.3.1 Partnership is Essential for SMFs 
Responses to the issue of partnership tended to be firm. The majority of 
hoteliers believed that the establishment of firm business partnerships would help to 
establish sustainable markets for SMFs as they would provide avenues for diversification 
and would require SMFs to meet the diversified needs of hotels.  It was seen that 
locking both parties into such an agreement would be workable through the CCM and 
that the introduction of such regulated business partnerships would provide market 
security and market stability. 
8.3.2 Economically Beneficial    
Hotel participants want consistent supplies of high quality produce, and research 
participants believed that partnerships formed through the CCM could be a catalyst for 
the enforcement of quality produce through the implementation of a plan of negotiated 
action to provide off-season commodities by selecting and providing substitute crops to 
cater to the demands of hotels.  The partnership structure through an MI as given in the 
CCM was perceived as useful in order to accrue the best economic deals in order for 
both hoteliers and SMFs to promote competitive advantage and efficiency, and  to 
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establish standards, including the type of services required and provided, the fixed 
prices that are offered, and market security.  
8.3.3 Establishes Market-Business Guidelines and Linkages 
The establishment of clear, concrete business guidelines and linkages was 
emphasized as being crucial for successful business partnerships.  However, it was 
stressed that these guidelines would need to be realistic in view of the fragility of 
agricultural produce.  Hotel participants mentioned that nothing substantial had been 
established in terms of business partnerships with SMFs because of the volatility that 
had been found in partnering with individual farmers.  Weak market guidelines were 
identified as a contributing factor as it appeared to participants that most SMFs 
possessed little knowledge of the places their produce would eventually reach, and the 
logistics required in terms of competition and presentation.  It was felt that guidelines 
needed to be incorporated in every step from pre-planting to post-harvesting; to help 
coerce farmers to fulfil the market requirements and encourage buyers to commit to 
buying local commodities.  Participants from private organizations felt that the CCM 
would create an avenue for establishing higher levels of produce quality because of the 
potential market security that would stem from engaging in externally regulated 
partnerships with contractual agreements.   
Participants saw the current lack of concrete linkages as a huge challenge for 
SMFs that often resulted in SMFs choosing to sell their produce to middlemen as the 
most cost effective option.  Partnerships through the CCM could facilitate market access 
for SMFs through business linkages, reducing the struggles related to their small size.  
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According to several academics, the provision of market channels through the CCM 
would enable SMFs to access different markets to which they would not otherwise find 
linkages.  On the whole, market and business linkages through partnerships was shown 
to be important and a key potential benefit of the CCM for ensuring the development 
and maintenance of sustainable quality farming standards.  
8.3.4 Commitment and Trust are Important  
Commitment and trust were perceived as crucial for the development and 
sustainability of business partnerships with SMFs.  Commitment referred to the 
assurance of a guarantee that commodities would be forthcoming and that a market’s 
availability was sealed.  Trust referred to the provision within partnerships of concrete 
legal structures already in place to facilitate the business arrangements.  Participants 
identified a need to see this issue strengthened in the local context in order for 
partnerships through the CCM to be successful.   
Most participants agreed that a major obstacle was partners’ inability to trust 
each other in a contractual agreement and, although farmers were mainly emphasized, 
participants also mentioned the failure of established buyers, such as exporters, 
middlemen and hoteliers, to hold true to promises to buy from local farmers.  Hoteliers 
expressed concern that the issue of trust had not been honoured in the past, and their 
comments showed that they wondered if there was any sense in venturing into further 
partnership deals; with several mentioning that they would prefer to buy on loose 
arrangements so they could always resort to importing if needed. Conversely, 
participants felt that native Fijians were very suspicious by nature and that past project 
  
231 
failures had somewhat eroded their trust in the value of partnerships. It seems that in 
the past, as revealed by participants, few or no legal boundaries were available to 
protect partners in a partnership and that there is a need for clear and concrete 
structures to uphold the partnership process.  An absence of legal policies has meant 
that partnerships have been somewhat uncertain and fragile.  Insight gained from 
participants that was related to the CCM was the need to develop mutual trust in 
business partnerships and to work to achieve an agreement that was amicable to all 
parties involved.  
8.4 Perceptions of the Controlled Approach 
The controlled approach as given in the CCM is designed to in order to 
knowledgably dictate which commodities should be grown by SMFs; to decide which 
agronomic practices should be adopted based on market demands; and to shoulder all 
post-harvesting processes for incoming commodities.  SMFs would be required to abide 
by contractual agreements and to perform the agricultural practices stated in the 
contract.  In this way, SMFs would invest their time in the pre-planting and planting 
activities specified in the contract to produce the desired finished product, which would 
then be delivered to the MI.  Two thirds of participants expressed the view that the 
controlled approach through the MI would be either workable or important and 
strategic for SMFs in Fiji; the remaining one third of participants perceived that this 
approach would prove to be a challenge to implement and run effectively. 
8.4.1 Controlled Approach is Workable  
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An analysis of responses from participants who felt that the controlled approach 
as given in the CCM was workable, correlated the perceived workability of the model to 
the importance of culture and structural planning.  In particular, the workability of the 
controlled approach was linked to the auspices of communalism that already exists 
within the culture; in which groups of people within the same community contribute to 
social activities.  One participant from academia went as far as to suggest that the 
approach would transcend cultural barriers; for it appeared to suit both individualistic 
and communalistic behaviours, and could be used by SMFs from both native Fijian and 
Indo-Fijian cultures.   
The combination of structural planning, emphasis on collaborative effort, and 
strict monitoring were seen as lacking for most SMFs in Fiji, and it was felt that their 
initiation would be best orchestrated through an organized business entity such as the 
CCM that would also secure markets for farmers.   
8.4.2 Important and Strategic   
Most hotel participants felt quite confident that the approach would ensure 
quality produce and sustainability of supply; repeatedly stated as essential issues from 
the perspective of the hotel industry.  MOA participants felt that the facilitation of the 
controlled approach would be strategic and economical because of the inbuilt 
regulations and monitoring, but they mentioned a need for the provision of lockable 
partnership deals.  Private organization participants believed that the controlled 
approach would enable the execution of strategic planning and technical training for 
  
233 
SMFs, but would be best handled through an intermediary with a vested interest in 
achieving an increased marketability of SMFs’ primary agricultural produce.    
8.4.3 Controlled Approach is a Challenge 
Just over a third of research participants felt that the controlled approach as 
given in the CCM would be a challenge for Fiji.  The challenge was seen to lie in various 
aspects of the native Fijian social and cultural lifestyle that lie below the outward social 
and cultural constructs.  Concern was expressed as to the possible clash between the 
approach and the social obligations and traditional set-up of native Fijians; particularly 
in possible scenarios of an SMF having to meet deadlines and perform under pressure. It 
was felt that the controlled approach was too rigid and would test the discipline of 
native Fijians.  In the slow and easy pace of life at the village level, many things are 
taken less seriously than in the business world.  If an SMF failed the first time on a 
venture, it would not matter much to the other villagers and the SMF would bear few 
repercussions.  Such an attitude could be the cause of the apparent poor organization, 
work ethic and commitment, and the reluctance on the part of the farmer to perform 
under a business environment.  It was also seen that the idea of trying to achieve 
clustering unity among native Fijians from different provinces would require a lot of 
effort and organizational planning because of social barriers already existing in Fijian 
society.  One academic stressed that although the CCM utilizes the traditional 
solesolevaki concept of group work, the actual solesolevaki process “is very inefficient” 
and shows a “low level of return”.  Thus, having this social structure engrained in the 
concept was only part of the process.  It was suggested that it would be challenging to 
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incorporate this concept into a sustainable business venture at the level intended by the 
CCM.   
The planning of the use of a traditional structure to assist SMFs in growing 
agricultural produce for a commercial purpose may need to address the native Fijian 
mindset and deliberately assist in the shift from viewing this structure from a 
subsistence attitude to using it with an entrepreneurial focus.  The challenge appears to 
lie in determining whether the use of solesolevaki in this way would be accommodating 
and appeasing of the culture and its social rules or whether native Fijian SMFs would 
need to choose between meeting cultural obligations and having an entrepreneurial 
mindset.  One academic emphatically listed native Fijian cultural aspects that were 
counterproductive to business ventures, and strongly stated that farmers would have to 
choose between the culture and the commercial entity.  On the whole, the consensus 
from a third of research participants was that the controlled approach would require 
hard work and careful planning, and without a clear strategy to deal with the real 
challenge of cultural obligations, local growers would continue to struggle to meet the 
demands of the market.  
However, alongside this generalized view of native Fijian culture as rigidly 
collectivistic and not individualistic, with native Fijians under strict obligation to behave 
and conform as their culture expects, was the perception that while there is a strong 
sharing culture, this does not necessarily mean that individuals out of those cultures 
cannot move into the individualistic world and perform quite well; in fact they do. 
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8.5 The Issue of Traditional Culture 
All research participants agreed that the culture of the existing community is a 
necessary consideration when strategizing and designing a developmental project.  A 
third of participants attributed the low sustainability of past projects to the neglect of 
culture.  Their responses indicated their perceptions that recognition of culture will play 
an important factor in the successful operation of the CCM.   
According to the respondents, culture is the background against which business 
organizations must operate; the fabric of a society that would not change easily and so 
projects must be designed to work within the existing culture.  The culture of a group of 
people is an inherent part of the people, and totally neglecting this important aspect of 
society would be inappropriate.  Without an understanding of the community, the 
people and how they function, reasons for how events unfold in a project’s 
development may be wrongly perceived and erroneously analyzed.  These insights 
supported numerous studies and literature on the important role that an understanding 
of culture plays in the development of sustainable business venture, especially in 
developing and third world countries.  
8.6 Justification of the Model 
In regards to stakeholder perceptions of areas deemed necessary for the 
proposed implementation of the agglomeration of SMFs through the CCM, five broad 
categories emerged: research and technology, the trust issue, government support, 
SMFs’ acceptance of the CCM and support from established buyers and corporations.  
8.6.1 Research and Technology 
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The majority of respondents categorized the level of research and technology 
currently available to SMFs as below average.  Given the focus and interest given to 
research in the daily working lives of the academic participants, it was no surprise that 
an absolute majority agreed that there was a gap in research and that emphasis must 
increase in this area.  Suggestions were that the University of the South Pacific should 
implement relevant research for agriculture and that more research would contribute to 
an improvement in quality for different varieties of agricultural commodities.  Hotel 
participants appeared to assess the contribution of research and technology based on 
their perceptions of its impact on the quality, reliability and consistency of commodities, 
which they felt was currently below average. Participants from the MOA emphasized 
that a major setback was in technology: the lack of clear marketing chains and networks 
specifically established for different agricultural commodities.  Of the remainder, most 
research participants categorized the level of research and technology available to SMFs 
as being average.  Several participants mentioned that research is available but must 
more stringently focus on what farmers need.  Similarly, they asserted that although 
considerable technology was available, it was too costly for SMFs to access.   A 
participant from a private organization verbalized that the current level of research 
dissemination to SMFs via the extension mode had been a huge challenge and required 
much improvement.  Furthermore, Illiteracy was also seen as a hurdle to SMFs 
understanding and applying new information, suggesting the need to simplify 
information dissemination into respective vernacular languages.  
8.6.2 Trust Issue 
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The Consensus of responses showed a clear perception that the issue of trust 
impacts both producers and consumers and that strategies to ensure a sustained level 
of trust between negotiating parties was important for project sustainability.  Several 
participants shared that trust had been a hurdle in the past.  It was suggested that 
written policies were required to nurture trust, especially within Fiji’s socio-economic 
environment.  MOA participants commented that the trust issue was complicated and 
felt that it required an urgent solution.  It had been tried in the past; but mostly on loose 
arrangements without legal power to hold parties accountable.  Suggestions put forth 
included: creating a win-win strategy, educating farmers on partnerships, and 
investigating political dealings between purchasing officers and secondary buyers.  An 
interesting proposal put forth through academia was the establishment of contractual 
collateral such as the securitizing of crops, as this could be used to borrow money, with 
the crop collateral used as security. However, it was acknowledged that this would be 
more suited for crops that possess a longer post-harvest life such as coffee, cocoa, 
copra, yams and vanilla.  In light of this, it would be necessary to inquire about the 
possibility of extending shelf life of perishable commodities through refrigeration or 
other traditional methods of preservation. In contrast, hoteliers’ views of trust were 
more in terms of a guaranteed quality assurance that the produce would be 
forthcoming as required.  This was a volatile issue for them, as they described how trust 
had been previously affected.  They felt that the onus would be on SMFs to prove 
themselves.  Participants from private organizations suggested that trust could be 
resolved through the creation of secure transactions that must be honoured and 
  
238 
followed through to instil professionalism and integrity.  They also felt it would be 
important for partners to assume responsibility when contracts were broken.  A 
suggestion made through by a private organization participant was that this would be 
best dealt with through the establishment of legal contracts.   
As a whole, trust was a volatile issue which required careful planning and 
strategizing. It must not only incorporate both parties but must be mindful of the 
existing social and organizational structure within society. It pointed towards the reality 
that creative ways of strengthening this issue must be investigated which would deviate 
away from the negative implications of punishment but shift towards instilling positive 
reinforcements to keep partners faithful and encouraged.  
 
8.6.3 Government Support 
Research participants showed strong perceptions that government support was 
needed to assist small-medium scale farmers in their farming endeavours.  The types of 
support identified varied but included infrastructure, capital and equipment, and farmer 
training.   
Suggested support from the government for the development of infrastructure 
was identified as a high priority.  Hotel participants emphasized the necessity of 
amicable transport facilities in terms of roads and infrastructure to assist SMFs in 
accessing market locations.   Participants from academia expanded on this list to include 
structures such as refrigerated coolers and international quarantine facilities. 
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    Several participants identified government support through the provision of 
capital and equipment as the most necessary way to help SMFs in farming ventures such 
as the CCM.  One academic participant suggested that the government should identify 
strategic sectors of development where capital could be effectively injected, but that 
the ultimate end result should be to empower SMFs through sustainability and a 
market-focused drive.  
Some participants suggested that the government could provide crucial support 
to SMFs through assisting with the development of relevant training.  Relevant training 
was seen as incorporating training in both the current market environment and the 
socio-economic state of the country, with empowerment of SMFs emerging as the 
underlying theme. One participant from the hotel industry mentioned that training 
should be the initial step conducted prior to any capital injection.  This raised the issue 
of the most appropriate order in which the component parts of the CCM could be 
introduced during implementation. Participants from academia suggested that training 
should be designed with a culture-inclusive approach to assist subsistence farmers in 
their transition from traditional farming practices to commercial business-oriented 
farming practices, and this would be especially useful for farmers in rural areas and 
villages. 
8.7 Strategies to Improve Research and Technology 
There was consensus that the current level of research and technology was 
either below average or average. Four themes emerged from research participants’ 
responses on how to improve access to research and technology for SMFs: improve 
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dissemination of information, expand research activities, provide training to SMFs and 
other suggestions.   
The extension approach was viewed by several participants as an important 
element in disseminating the information received from research organizations and 
connecting this information with the life experiences of SMFs.  However, they 
emphasized that currently research information was not being effectively delivered to 
farmers, and that the extension mode of communication needed to be improved.  Some 
suggestions put forth by participants were to simplify the research information, adopt 
local languages, and establish an updated and revised model of the extension unit 
through the CCM.  
Those whose perception was of an urgent need to upgrade both research 
activities and the organizational structure of research activities in Fiji felt that more 
research emphasis should be placed by the government on either non-sugar 
commodities – such as milk and beef commodities that are currently imported from 
New Zealand and Vanuatu respectively – or on export oriented commodities.  Private 
organizations felt that research activities must be designed to be more farmer-oriented 
and relevant to SMFs’ needs as primary producers.  Another participant shared that 
donor organizations often dictated where research funding should be diverted and in 
this way researchers could rarely capitalize on what was most necessary for SMFs.   
Implications for the CCM would be to provide partnership opportunities to SMFs, source 
market connections with established buyers and direct funds for greater research and 
trade activities.  
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Participants also recommended the development of training for the SMFs, as the 
local human resources, as a means to improve the availability of research to SMFs. It 
was suggested that regular continuing education through training in agronomic 
practices and technology would boost the confidence of SMFs in their utilization of 
research.  Although the literacy rate in Fiji is over 90%, the majority of SMFs only reach 
primary or junior secondary school levels.  It was suggested that such training should 
include materials and methods developed in a way that reflects an understanding of the 
socio-economic environment in which SMFs live and work. The issue of culture was 
raised again through the suggestion that the training itself must incorporate 
communalistic behaviours with which SMFs are familiar. Several participants 
emphasized the importance of training in making SMFs aware of market requirements 
through exposure to the needs and requirements of end-users such as hotels.  They 
suggested that training should help SMFs understand what crop commodities to 
produce, the appropriate seasons for various produce and alternatives that can help 
them meet market requirements during the off season periods, the specific 
requirements from buyers, the concepts of demand and supply, and post-harvest 
practices and consistency. 
Other types of government support suggested by participants included land 
tenure, field visits, and credit and subsidies for farmers.  With regards to land tenure, it 
was felt that government assistance in terms of extending land leases would help to 
bring security, and subsequently the motivation to advance business farming, to local 
non-native farmers.  Another recommendation put forth was in the area of regular field 
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visits and follow-ups by government officials which would help with creating 
accountability on the part of farmers.  It was also noticed that SMFs faced difficulties in 
obtaining soft loans for farming development because of the strict policies of the banks 
or agencies and that the government could give support by helping to make capital 
assistance more accessible to farmers.  Additionally, participants thought that the 
government should introduce subsidies on agricultural inputs for SMFs to lower their 
overhead costs. 
8.8 Acceptance of the CCM by SMFs 
Given the differing relationships that the various research participants have with 
SMFs, they were each asked to give insight as to what factors might cause SMFs to 
accept the CCM.  Three themes emerged from their responses: benefit and ownership 
structure, trust and clarity, and market access and stability.   
it was felt that the ultimate priority for SMFs, would be the monetary return that 
they would receive from the sale of their commodities.  Participants also believed that if 
SMFs were to realize that better prices were offered elsewhere, they would readily 
forfeit any arrangement they had made and shift their allegiance.  For this reason the 
introduction of the CCM to SMFs must clearly demonstrate the additional benefits that 
they would receive from their participation in the model in the long-term.  They would 
need to be convinced that these would be concrete benefits with lasting value especially 
in terms of sustainably profitable market openings.  
In terms of ownership, several participants felt that providing some form of 
ownership and belonging would help to instil pride and confidence in farmers and 
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contribute to their acceptance of the model.   It was noted that such a structure must be 
well designed and thoughtfully orchestrated by the CCM management in order to 
provide a sense of ownership to SMFs but also realise the business goals of the CCM.  
Other participants felt that farmers were likely to accept the CCM concept if 
convinced of the trustworthiness and clarity of the model.  Trustworthiness was seen as 
important because of past project failures, and the resultant experiences of broken or 
unattained promises.  It would entail evidence of a guaranteed and consistent provision 
of concrete market openings and partnership deals for SMFs.  In terms of model clarity, 
these participants suggested that a good starting platform for the model would be a 
carefully designed presentation to ensure that SMFs were able to grasp and understand 
the general concept and structure of the CCM together with its benefits, privileges, 
obligations and commitments.  An opinion shared through the academic circle was that 
that due to the nature of the CCM, additional study would likely be required prior to its 
initial establishment in order to fully determine the sustainability of the various aspects 
of the project.  Another comment was that the CCM in its present form was too abstract 
for the literacy level of most SMFs, and in that order to effectively communicate the 
implications of the model to this target group, adjustments would need to be made; and 
possibly further adjustments would be needed in the future, to suit the level of 
understanding of each group of SMFs.   
A third perception was that the level of acceptance of the CCM by SMFs would 
be determined by its ability to guarantee market access and long term stability for the 
SMFs.  The issue of limited market security has long been a source of discouragement to 
  
244 
farmers, and has been further challenged by the introduction of middlemen and 
marketing agents into farming areas.  As a result farmers would prefer to sell directly to 
established markets because of the monetary benefits or would feel more confident 
with a marketing infrastructure that was well established and organized, with the 
stability of a structured system to abide by in terms of planting, harvesting and selling.   
8.9 Support from Established Buyers  
Participants were asked to provide their thoughts on the kinds of support 
structures that should be given to SMFs by established buyers such as hotels, 
supermarkets and exporters. Several themes emerged: the first dealing with the 
necessity of utilizing partnerships with established buyers; the second with the 
importance of extending structural and capital support to SMFs; and the third with the 
need for SMFs to meet market standards.  
8.9.1 Business Partnership  
The establishment of collaborative partnerships between established buyers and 
SMFs was perceived as an effective way to create a tangible structure that would extend 
support for SMFs.  Recommendations included shifting government subsidies to 
established buyers such as hotels; strategizing to establish closer bonds between SMFs 
and hotels; incentives for hotels giving support to government programs; and hotels 
incorporating local produce in their menus.   
8.9.2 Structural and Capital Support 
Participants suggested that support could be extended through the provision of a 
structural marketing platform conducive for SMFs in the form of strategic collection 
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centres, market access through an intermediary, and marketing agents.  Several hotel 
participants stated that they would also benefit from access to a structure that would 
provide quality produce and consistency of supply.  This is because hotels are not solely 
engaged in the business of food production and would most likely prefer to deal with a 
structured intermediary for their food requirements.  In addition, such structural 
support should involve the provision of training for SMFs to support them in 
understanding marketing standards so that they could compete with the quality of 
imported produce, and that this would be the responsibility of a marketing 
intermediary.  Academics viewed support through access to capital, secured markets, 
and tangible technology (like improved seeds and planting materials) as likely to lead to 
the achievement of better quality produce.  It was clarified that currently it was not easy 
for SMFs to access these resources because of their small farm sizes and vulnerability to 
market forces. This supported Muma’s (2002) comment that that the smallness of 
businesses in the Pacific region would always expose them to vulnerability because of 
external market forces.  
8.9.3 SMFs to meet Market Standard 
A significant number of participants emphasized that support would be forthcoming 
to SMFs if the requirements of the market were met.  More than half of the participants 
from hotels affirmed that they were willing to support SMFS, on the condition that the 
SMFs proved themselves worthy.  Thus, the onus was seen to be on farmers to prove 
themselves.  The carefully developed provision of a stable, well structured 
entrepreneurial platform within the CCM could likely help and support SMFs in 
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achieving these market standards.   
8.10 The Market-Focused Approach of the CCM 
The investigation of the acceptance of the market-focused approach of the CCM 
and its appropriateness for SMFs in Fiji was classified into two categories.  Category 1 
probed stakeholders’ opinions on the currently high import rate of agricultural produce 
that could be grown in Fiji and how this could be addressed.  Category 2 looked at 
assessing if SMFs were appropriately trained towards market-focused production.   
8.10.1 Addressing the High Import Rate of Food Produce 
When analysing participants’ responses, responses showed that:  there was a 
need for SMFs to improve quality of produce; the role of the intermediary was an 
essential factor; the need for capital support, investment opportunities and ownership 
structure was an instrumental factor; there was a need for the incorporation of SMFs by 
hotels; that the introduction of import substitution and tariffs would be a short term 
measure; and that government intervention was essential.  
Hotel participants saw the ability of SMFs to provide quality produce as very 
important if they were to challenge the current high level of imports and achieve a share 
of the market. It was verbalized that the hotel industry’s ability to thrive was based on 
the quality and consistency of the agricultural produce they received and served to their 
guests.  The hoteliers also mentioned their preference to buy from local farmers, but 
that the issue of quality and consistency determined their choice to import from 
overseas.    
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The ministry of agriculture participants felt strongly that the establishment of an 
intermediary would assist SMFs to overcome difficulties due to their small sizes, coupled 
with their disparity and isolation, and would pave the way for diversification, increased 
market openings and improvement of quality.  However, it was felt that a feasibility 
study would be required if the intermediary was to be established to specifically help 
SMFs meet the high import demand for agricultural produce by hotels.   
Participants from private organizations felt that increased willingness by hotels 
to incorporate SMFs would be a huge step towards addressing the high import level of 
agricultural produce by hotels.  It was shared that hotels should allow for group 
visitations by SMFs to enable them to view first-hand the processes involved in menu 
preparation, including the different varieties required for different seasons and the 
quality needed, as this would give SMFs a better idea of what they should look for in 
order to prepare their commodities accordingly.  In addition, hotels have been too rigid 
in their dealings with SMFs and therefore some flexibility is required on their part.  A 
suggestion put forth was that hotels should be encouraged to promote themselves as 
offering a more local cuisine and incorporate local food products in their food menu.   
Other feedback included the provision of capital structure, the imposition of 
import substitution and tariffs, and government support.  In terms of capital structure, 
huge emphasis was placed on the low level of financial assistance currently available to 
SMFs; recognising that in order for SMFs to improve the quality of their produce, they 
would require investment into their agronomic practices and marketing activities.  It 
was explained that it was currently difficult for SMFs to obtain loans with their limited 
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working capital because of the difficult lending policies of financial institutions.  
Participants suggested that these policies should be made more relaxed for SMFs. 
Another suggestion was for the government to impose import substitution and tariffs to 
protect the local industry.  Substitution crops could be identified to replace imported 
ones such as tomatoes, capsicum, lettuce, potatoes and rice; all of which could be 
grown locally.  Some participants felt that the imposition of tariffs on overseas 
commodities could help to protect the local industry; although the imposition of tariffs 
was not the best strategy as it was only a short term stimulus for the economy.  
8.10.2 Are SMFs Market-Focused Trained? 
 Participants were asked to provide their opinions as to whether they believed 
SMFs were appropriately trained to understand the requirements of the commercial 
market.  From the responses received a clear majority revealed a perception that SMFs 
are not market-trained.   
8.10.2.1 SMFs - Not Market Trained 
It was noted that a majority of participants felt that SMFs lacked market training.  
A significant point raised was that SMFs lacked knowledge concerning what 
commodities to prepare and how to prepare them to meet market standards.  As major 
buyers of agricultural produce, hotel participants pointed out that their main concerns 
about size, consistency and quality had not been addressed. They commented that 
based on the quality of the commodities and business service they had previously 
received from SMFs, they doubted if farmers have a real understanding of what hotels 
want.   
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Another suggestion was that the dominance of interest in sugarcane in the 
western areas of Fiji, where hotels are numerous, contributed to local farmers lacking 
depth in their understanding of the technicalities of growing other commodities.  This 
supported McGregor and Gonemaituba’s (2002) marketing report for Fiji’s agriculture 
sector.  In addition the private sector saw a strong and urgent need to train SMFs 
towards a market-focused approach.  Other participants, on the other hand, noted that 
most farmers found the requirements for the global market to be very foreign and 
challenging because of the strict international import regulations placed by overseas 
countries, and that this lack of understanding made SMFs inferior in their abilities to 
fulfil contracts to global market standards. Academic participants also recognized an 
inability by SMFs to understand the market climate in advance and prepare accordingly.  
 
 
8.10.2.2 SMFs - Market Trained 
Fifteen percent of research participants shared the perception that SMFs were 
appropriately trained to meet market requirements, given their limited resources.  
Although most examples and cases cited were limited in their scope, they provided 
insight as to what SMFs may require in order to be market-trained. 
A perspective expressed from the hotel participants was that SMFs were market-
trained but only for certain commodities such as root crops and some vegetables.  
Another insight from MOA participants emphasized that an assessment of SMFs’ levels 
of training would vary, being dependent on the individual markets that were available 
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for their specific commodities.  This was the case for ginger and papaya which have clear 
market guidelines and the result has been that some SMFs were able to successfully 
specialize in these commodities because of the prior awareness and training that was 
offered to them.  Thus, although these participants felt SMFs were market-trained, this 
was mostly limited to SMFs engaged in the production of specialized commodities such 
as ginger, papaya, sugarcane and certain root crops.   
8.11 The CCM in Fiji’s Context 
Research participants were asked for insight into the types of structures and 
support systems they felt were required to help SMFs in Fiji’s specific context.  The 
model (Fig 7.03) was developed from participants’ contributions and was created using 
Nvivo8, a qualitative software program.  It seeks to illustrate the important 
contributions shared by participants and the necessary actions that were deemed 
important for SMFs to accept and find success through the CCM.  Four major 
components were drawn from research participants’ responses: understanding the 
current situation; careful planning; selection and training of the initial group of SMFs; 
and addressing market requirements. 
8.11.1 Current Situation 
The centre piece of the model (Fig 7.03) represents the underlying importance of 
understanding the current situation in the local context, creating targets to be achieved 
by SMFs, and developing infrastructural support. This “centre piece” would need to be 
consolidated and strengthened via five components, as suggested by participants, 
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namely:   government mechanisms; financial institutions; supply chains; organization of 
SMFs; and an understanding the existing vanua structure in planning.   
8.11.1.1 Components to Address the Current Situation (the ‘CRUST’) 
Several participants expressed their opinion of the importance of understanding 
available government mechanisms and structural supports that could be utilized in 
launching projects, such as the CCM, for SMFs.  In addition, the contemporary political 
climate under which support for development projects would be procured must also be 
understood.   
The issue of property rights was raised through the academic circle where 
investigation into this issue and implications for work with SMFs was suggested.  This 
was seen to be an important aspect in the planning phase for project sustainability.  
Another suggestion was to establish a specific unit that would be responsible for 
assessing, obtaining and deliberating financial options for development, and could liaise 
with banks, financial institutions and developmental organizations to identify assistance 
for SMF projects.  In other words, participants felt it would be wise to establish a capital 
resource structure for the CCM, which should also include strategies for repayments and 
accountability.   
Several participants also suggested the ideas of constructing a supply chain for 
commodities, organizing SMFs into groups, and incorporating partnerships. An 
interesting comment was also made concerning the strengths and weaknesses of the 
vanua structure (traditional Fijian government) which should be evaluated and 
cautiously considered in the planning process.  This especially concerned its role in 
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SMFs’ traditional society and its effects and usefulness in the implementation of the 
model.  
8.11.2 Planning Phase 
Participants felt that careful and strategic planning would have a great impact on 
the success and sustainable progress of SMF based projects such as the CCM.  Feedback 
from research participants revealed perceptions that planning would involve an 
expansion of the components that strengthen the centre piece of the model.  
The ultimate focus of the CCM planning strategy would be to move towards 
market-focused or demand-driven production.  This has been identified in literature as a 
significant issue and a great challenge for SMFs in Fiji (Asian Development Bank, 1996, 
Mcelwee, 2006, McGregor, 2006).  The strategic focus of the planning phase would be 
the selection, training and coordination of a pilot group of SMFs towards a demand-
driven approach.  Ideas put forth by participants included: appropriate processes for the 
collection of produce from SMFs; promotional shows; gaining greater understanding of 
the dynamics of the lifestyles of SMFs; structured evaluation and feedback; identifying 
hotel requirements; and the selection of a marketing system. 
Research participants expressed a belief that a well-planned system for the 
collection of commodities from SMFs would play a vital role in upgrading their farming 
endeavours as it would reduce the time spent travelling to the market.  Consequently, 
they would have greater potential to increase efficiency on their farms.  Planning would 
entail, among other things, the provision of harvesting bins, the negotiation of collection 
dates, and the outlining of harvesting criteria.  The notion of collection centres was 
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recognised by a participant as a way to reduce the constraints of isolation and market 
disparity. However, this must be carefully investigated as there was more to this than 
the establishment of collection centres.  Promotional shows were suggested as a useful 
tool for promoting local products.  The MOA participants felt that strengthening group 
dynamics would be important because it would enhance efforts towards grouping 
farmers for networking, and utilizing communalism for business advancement.  Eliciting 
and evaluating feedback from consumers was also identified as important for improving 
the product trait of commodities; which would also mean targeting established buyers 
such as hotels and exporters.  The final planning criteria which were suggested involved 
the selection of a marketing system appropriate for the existing specific local 
environment of the selected SMFs.  
8.11.3 Selecting and Training of SMFs 
Participants felt that the CCM would need to identify the requirements of hotels 
and ensure that these were met. Training was also identified as one of the missing 
elements in the work experience of SMFs, with some insisting that every effort must be 
put in place to see that this was implemented.  Initially this part of the process may 
involve identifying farmers with potential and training them as future model farmers.   
The training phase was viewed as essential for the successful implementation of 
the CCM, and it was felt that the training must be based on a market-focused approach.  
In other words, managers and facilitators would need to understand the logistics of the 
market and work towards conducting appropriately designed but advanced training on 
how best to tailor commodities to meet market requirements.  Several important areas 
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were listed by participants as important for consideration in the training syllabus:  
quarantines and good governance; research and extension; quality assurance; export 
markets; hotels and the tourism industry; agronomic practices; grading; farming 
techniques; and paradigm and mindset change.  
Participants stressed that it would be of utmost importance that SMFs are 
prepared to meet the market requirements of the major established buyers. Fiji’s 
tourism industry has strong potential as a market opportunity for domestic food 
produce, despite being a relatively fragile industry.  The current high import rate of food 
produce that could be grown locally, with its associated outflow of capital away from 
the local economy, means it would be logical and beneficial to exert every effort in 
order to help SMFs understand the food requirements of hotels and capture a share of 
this vibrant but exclusive market.  
 
 
8.11.4 Addressing the Requirements of Hotels  
Several hotelier participants stated repeatedly that if SMFs could meet their 
quality requirements, hotels would have no problem buying from them, but stressed 
that their main area of concern was the inability of SMFs to provide consistency in their 
supply of produce.  However, this inconsistency may be understandable and related to 
SMFs’ small sizes, and this issue must be thoroughly studied to ensure that it could be 
handled efficiently by the CCM in order to secure the hotel industry as a market. The 
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idea of centralizing the supply base was welcomed along with the concept of a concrete 
structure for the procurement of agriculture produce. 
Participants from other sectors perceived that the hotel industry will remain a 
strong pillar for Fiji’s economy; and thus, once accessed would be a stable and lucrative 
market for SMFs.  They felt that it made sense to assist SMFs in capturing this vital 
domestic market opening, but that strategies must also be developed to diversify the 
contribution of SMFs to the agricultural sector and prepare them for current and future 
markets. It was suggested that effective and efficient styles of commodity chain 
networks should be designed and established based on the specific needs of individual 
commodities in order to provide clear guidelines and pathways for farmers to utilize in 
order to achieve best practice in their agronomic and initial post-harvest activities.  The 
consensus was that the CCM would need to assist SMFS to produce for the end market; 
as high quality end market produce appears to be in what is in demand.   
8.12 Conclusion  
The conclusions are organized into five categories.  These are drawn from and 
seek to give answers to the five major research questions outlined for this study.   
8.12.1 Category 1:  How was the CCM Received by Selected Stakeholders 
in Fiji According to the Following Criteria:  CCM Concept; Partnership; 
Controlled Approach; and Culture? 
8.12.1.1 CCM Concept 
The concept of grouping SMFs into cell and regional clusters was the 
underpinning structural focus of the CCM.  This idea of clustering, combined with the 
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facilitation of marketing through an MI was well received and accepted by the majority 
of the research participants.  The ideology of clustering was seen to be appropriate and 
acceptable in relation to the communalistic behaviour of native Fijians; however, it was 
felt that more information was needed on the potential practical impact of certain 
aspects of the culture on a commercial venture such as the CCM.  Specifically, the issue 
of the traditional concept of borrowing and sharing was raised with a distinct felt need 
for a strategy to separate and clearly demarcate the business entity from the SMFs’ 
social obligations in their communities. Clustering through the CCM is a culturally 
relevant approach, but great care must be taken to effectively integrate this clustering 
strategy into the business framework of the CCM. 
In addition, the idea of clustering according to geographic location for ease of 
networking and collaborative effort must also consider ethnic grouping and religious 
affiliations within the society. Clustering based on place of residence and geographic 
location is supported by clustering literature (Wolfe and Gertler, 2004, Sharma and 
Wadhawan, 2009). However, religious affiliations and ethnic grouping has not been 
previously identified as important factors for cluster formation.  This serves as a 
significant new finding for strategizing the clustering concept.   
8.12.1.2 Partnership 
Consistent with Wisnieski’s (1999) and Kaplinsky and Readme’s (2001) findings, 
participants in this study all agreed with the importance of partnership in business 
sustainability.  They viewed secure, accountable business partnerships as vital for the 
economic sustainability of the CCM, and the importance of maintaining a trusting work 
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environment came strongly into the forefront.  However, there was a need to more 
carefully investigate plans to secure native Fijian farmers in agreements with business 
partners in order to guarantee that they fulfil market requirements.  This is just one 
strategy to establish partnership within this concept.  Despite it being an arrangement 
primarily between producers and consumers, partnership should also incorporate other 
important players such as the government, regional organizations, universities, and 
research and trade services available in the country.  This argument supported Uzor 
(2004) and Tambunan (2005)’s findings that SMEs lacked governmental and institutional 
support to sustain their entrepreneurial activities. 
The CCM’s initiative of fostering business partnerships was perceived as a 
fundamental element for its intended achievement of successful business transactions 
between SMFs and reputable purchasers.  Conversely, the current experience of 
partnership between SMFs and hotels was viewed as fragmented and damaged; in great 
need of reform.  This reform would call for a paradigm shift concerning how partnership 
could be in the best interests of producer and consumer.  The careful but consistent use 
of legal boundaries to outline and ensure the maintenance of trust in partnerships 
would address this issue, but to a certain extent, SMFs in Fiji have not been equipped.  
For this reason there would be a need for training, pilot trials or substitute approaches 
in implementing this initiative. 
8.12.1.3 Controlled Approach 
The question regarding the use of the controlled approach in the CCM drew 
diverse and widely spread responses, with the research participants’ perceptions 
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divided into three roughly equal general categories.  The controlled approach was seen 
from three different vantages: as a challenge, as being feasible, or as a significant 
opportunity for Fiji.  
A significant number of participants from the ministry of agriculture believed 
that the controlled approach would be workable because it was supported through a 
self-sustaining marketing intermediary; it could utilize elements of the traditional chiefly 
system; and would facilitate a means to efficiently address controversial issues on food 
quality and safety for international markets and hotels.  Although Tambunan (2005) 
identified the need to have a marketing structure to sustain SME clusters, the idea of 
providing a self-sustaining market is a new concept.  Much of the literature focuses on 
the benefits obtained by being in a cluster where the formation of the cluster appears as 
given (Schmitz and Nadvi, 1999, Porter, 1990, Porter, 1998).  However, there is lack of 
understanding in the cluster formation process, sustainability and marketing 
(Felzensztein, 2003, Chung and Tibben, 2006, Uzor, 2004).   
On the other hand, a majority of participants from academia felt that the 
controlled approach would be a challenging test to the customary arrangement of the 
native Fijians, because it would call for a mindset change from the traditional work 
approach to a new level of discipline, and from subsistence to commercial and 
marketable farming practices.  In addition, it suggested that additional research would 
need to be conducted to investigate how to best address the issue of social obligations 
and challenges under a business-focused environment.  Given the range of responses it 
is difficult to concretely determine the effectiveness of the controlled-approach as it 
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was presented to the participants.  The segregated answers indicate there is validity and 
usefulness in this approach, but the insights of those who felt more reserved must be 
considered.  Thus, significant revision of the controlled approach is necessary before its 
implementation. 
8.12.1.4 Culture 
All research participants accepted that culture was a fundamental feature of a 
society that ought to be carefully regarded when formulating a strategy such as the 
CCM.  This supported literature stating that culture plays a vital role in business 
development and must not be neglected (Srinivas and Steven, 2008, Saffu, 2003, 
Mueller and Thomas, 2000, Hofstede, 2001).  
Two themes surfaced from research participants’ responses.  The first was that 
disregard of this central feature of society was the likely cause for the collapse of past 
agricultural ventures.  The second was that culture was a reality of life and should be 
used as the launching pad from which developmental projects are developed and 
facilitated.   
The understanding of traditional culture was still at a profound level in Fijian 
villages, especially in the areas of traditional protocols and societal functions.  A number 
of academics expressed their belief that an effective means of distributing information 
to SMFs could be developed through identifying existing cultural means of education 
that are currently found within potential host communities.  
It was clearly seen that the cultural spectrum of society must be approached 
from a holistic viewpoint, and from there strategies could be weaved in to achieve a 
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culturally appropriate structure for a sustainable and profitable business venture.  In 
addition, this would require time, effort and education in order to achieve an 
integration of the fundamental features of culture with an agricultural development 
project such as the CCM.   
8.12.2 Category 2:  Justification to Agglomerate SMFs through the CCM 
 The idea of agglomerating SMFs into clusters through the CCM was viewed as 
timely and appropriate by most research participants.  Important conclusions have been 
drawn from participants’ responses in terms of the current and desired levels of 
research and technology, the issue of trust, necessary government support and factors 
that would contribute to SMFs’ acceptance of the model.  
 Responses indicated strong feelings that the current levels of accessibility of 
research and technology need improvement through the development of strategies to 
ensure that more appropriate and relevant research is conducted, and by changing the 
type of methods used in the extension approach.  
The issue of the lack of trust between the producer and the consumer was seen as a 
huge potential obstacle.  Careful investigation and planning would be required to 
determine ways in which this volatile, but necessary issue could be improved through 
the implementation of the CCM.   Participants were not aware of any legal components 
currently in use in Fiji that would hold SMFs and established buyers accountable to each 
other.  In keeping with the importance of maintaining trust pathways, as described by  
Rodgers (2010), participants felt that the CCM must use underlying methods of positive 
reinforcement to allow trust to be established without undue discouragement on the 
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part of the SMFs.   
 Participants viewed government support as necessary in terms of providing 
infrastructural and capital assistance for SMFs.  Mahadevan (2009) also strongly 
emphasized this necessity of government support in his findings related to the Fiji sugar 
industry in terms of productivity and efficiency.  Consensus showed that SMFs needed 
empowering in these two areas in order to be able to function effectively under a 
market driven environment.  This supported the CCM’s intention to introduce and 
provide SMFs with underlying infrastructure to support them in agronomic practices, 
post-harvest strategies, marketing and training.  The majority of research participants 
felt that the basic underlying factor that would motivate SMFs to choose to participate 
in the CCM concept, and maintain their commitment, would be the monetary benefits 
that they would receive.   
 The developed infrastructure will ensure that the SMFs are able to provide the 
commodities required.  As these commodities are consistently supplied to the 
stakeholders in the CCM, a trusting environment will be facilitated.   
 
8.12.3 Category 3:  Is the proposed market-focused approach of the CCM 
appropriate for SMFs in Fiji? 
The majority of the research participants held a perception that SMFs were not 
currently market-focused or market driven.  Two contributing factors were outlined, 
namely: a need to address the high rate of food imports by hotels to give SMFs a market 
share; and a need to reassess how well SMFs were trained to meet the requirements of 
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the commercial market 
8.12.3.1 High Food Import Rate 
Several suggestions were put forth as to how to curtail the high level of food 
imports by hotels.  The most common responses related to improving the quality of 
local produce and providing for the SMFs’ need for a supportive mediating agent.  Other 
responses included the need for capital structure; the incorporation of SMFs by hotels, 
and government support.  The fact that quality was by far the highest concern for these 
participant stakeholders, demonstrated a significant felt need for SMFs to understand 
the quality requirements of the market, especially hotels.  In addition, the pressing need 
for SMFs to meet quality requirements was clearly highlighted as the hotels are major 
buyers, and academics understand and have specific interest in current literature 
pertaining to quality standards (Djerdjour and Patel, 2000).   
However, significant new findings of this research relate to the necessity of 
establishing a supportive mediating agent to represent SMFs.  Participants agree that 
this would help to empower farmers to achieve reputable quality standards.  Comments 
made by several participants indicated that having an intermediary to represent SMFs 
would address the issue of hotels not receiving the quality and consistency of 
agricultural produce they require.   
8.12.3.2 Market Trained 
Although Chung and Tibben (2006), Tambunan (2005) and Uzor (2004),  
emphasized that the missing element in SME clusters was the necessity of forming 
market outlets, the findings in this research identified that it is also essential to provide 
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market-focused training and alterations in the attitudes SMFs themselves perceive 
about the market. 
A substantial majority of the research participants indicated that SMFs were not 
well trained to meet the commercial requirements of the market; previous literature 
has also supported these findings (Salvioni, 2007, Veit, 2007, Berno, 2006).  Hotel 
participants revealed that specific required details such as size, quality and consistency 
had not been forthcoming from SMFs.  Academic participants expressed that a true 
market understanding went beyond the details of the commodity itself and necessarily 
entailed an awareness of the quarantine regulations required for the channelling of 
commodities through the marketing chain.  Participants from private organizations 
stressed the need for rigorous training as a means of changing SMFs’ mindsets on the 
required preparation of commodities for the more lucrative markets.   Similarly, ministry 
of agriculture participants voiced their concerns that SMFs lacked integrity and 
discipline as, for the most part, SMFs were mainly interested in receiving a tangible 
payment, and selling their commodities quickly and easily.  However, although profits 
were perceived to be the ultimate aim of SMFs, true success in terms of long term and 
sustainable profits through the CCM would require SMFs to be encompassed in a deeper 
level of awareness of the requirements of the market and an understanding of the 
logistics behind a demand-driven environment.  This had been lacking in SMFs’ work 
practices.      
8.12.3.3 Market Focused Approach of the CCM 
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Concerns about the current high level of food imports and low level of market 
training experienced by SMFs indicated that the market-focused approach used by the 
CCM could be appropriate.  The specific structural functions of the CCM (Appendix 3.2 
Part 2B: II and III) were designed to provide a detailed strategic plan for how the subject 
of produce quality could be addressed for SMFs.  In Appendix 3.2 Part 2C, I and II, the 
structural outline of the CCM in regards to the marketing intermediary would facilitate 
SMF business dealings to address hotels’ and export markets’ requirements.  The focus 
was the use of a market-focused approach to achieve a solution for the quality and 
reliability issues that have been expressed by hoteliers.  
An overwhelming majority of research participants felt that SMFs were not 
currently qualified to meet the requirements of the commercial market.  This is evident 
from the reality that local agriculture produce are below hotel market standards as 
specified by Veit (2007); Salvioni (2007); and Vining and Young (2006).  
  Academic participants identified the powerlessness of SMFs to meet quarantine 
requirements. This is because of the economic requirement entailed in it and the 
smallness of farm sizes (McGregor, 2002). For hoteliers, issues of quality and 
consistency were constantly their chief concerns (Narayan et al., 2010). MOA 
participants depicted a lack of uprightness, discipline and honesty as an obstruction to 
the attainment of market requirements by SMFs.  Several research participants from 
private organizations, on the other hand, suggested that it was essential to help SMFs to 
make a shift in their way of thinking towards the direction of a demand-driven society.    
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In light of the responses from research participants, the market-focused 
approach of the CCM was found to be appropriate for SMFs in Fiji, given their lack of 
marketing skills, in order to address commercial requirements of the market. 
8.12.4 Category 4: What aspect of the CCM needs to be considered for the 
Fiji context? 
The clear majority of research participants accepted most of the concepts 
incorporated in the structure of the CCM: the use of clustering and partnership 
structures, and the facilitation of all aspects of marketing and trade through a self-
sustained MI.    
Participants from academia suggested utilizing the local university to engage in 
stringent, tactical research to improve the agricultural sector.  Most importantly, 
participants stressed that effective dissemination of research information is very 
important for SMFs. In response to these findings, particular emphasis is placed on 
developing research and technology and ensuring SMFs are empowered to apply 
current research and technology in their farming practices.   
Participants’ feedback on the issue of appropriate methods of assistance for 
SMFs in Fiji included several important ideas, which could be incorporated within the 
managerial arrangement of the CCM.  The responses demonstrate that a strategy is 
necessary to identify the current situation of SMFs. Once identified, strategic planning 
can be applied in order to educate SMFs using a culturally sensitive market-driven 
approach.  
Responses from participants on their perceptions of the workability of the model 
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suggest that more weight should be initially placed on the requirements of hotels.  It 
appears that this is a strategic and highly visible starting point for the implementation 
of the CCM. In this way, the CCM would begin with the greatest market-focused 
attention on hotels, followed by area markets, and then exports.  As a result, the layout 
of the model needs to be adjusted to indicate this greater emphasis on the hotel 
sector.   
8.12.5 Revised Model  
The responses of the participants to the four research questions yielded 
significant conceptual alterations to the original design of the Centralized Clustering 
Model. A revised model has been designed.  The overall framework of the model 
remains similar to the original design.  
 
 
 
 
 
 
 
 
8.12.5.1 Revised Model Description  
Because research participants agree that there is justification for the 
agglomerating of SMFs, the cluster pattern of SMFs in the primary dimension remains 
Figure 8.01 Revised Model 
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Figure 8.02 Revised Marketing Intermediary 
consistent with the original model.  The most notable change in this dimension is 
represented by the thick red lines around the SMF cluster groups.  These thick lines 
represent a strategy to ensure the farmers are able to meet the obligations of the 
culture and continue to uphold the requirements of the business.  Research participants 
agree that cultural obligations within the society must be respected as emphasized by 
Ravuvu (1988), Toren (1990) and Saffu (2003).  The concept of “quarantining the 
business” from social obligations was described as a means to effectively implement the 
business structure within the framework of societal commitments of the farmers 
themselves.   
In the secondary dimension known as the Marketing Intermediary, multiple 
structural alterations were applied based upon the research participants’ responses.  
 
 
 
 
 
 
 
T
he 
structure of the marketing intermediary remains the central liaison between the SMF 
cluster groups and the market outlet.  The function of the intermediary has been 
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enriched by the participants’ responses to research questions 3 and 4.  Due to the 
emphasis on the necessity of quality produce, the MI will adopt a total quality 
management approach.  Several participants believed providing start-up capital would 
assist farmers.  The MI may address this issue by setting up some sort of credit facility.   
Regarding research dissemination and training the MI will assist the application of 
research through extension.  The quarantine facility from the original model remains a 
part of the MI as it was supported by the participants’ responses.  The self-sustaining 
aspect also remains from the original model.  
 In the tertiary level, the application of the HEART concept has been revised.  The 
primary focus will now specifically be on meeting the hotels’ market requirements, as 
this will set the standard for the area and export markets.  In light of the participants’ 
responses regarding the importance of ensuring the stakeholder group will be able to 
trust the local producers in the cluster networks, a protective mechanism will be 
investigated for the stakeholders themselves.  This is represented by the grey shaded 
area around the three triangles.   
A change was also made in the structure of the model related to the important 
component of research.  In the previous model this was listed as a member of the 
HEART group.  Because participants overwhelmingly identified research as an area of 
need, research will now be tied in directly with the needs of the buyers, and further will 
be farmer-orientated in order to ensure research is appropriately applied.  This is 
represented by the large arrow on the left stemming from the tertiary dimension and 
extending through every dimension of the model.  Research participants resoundingly 
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identified culture as an important criterion in the development of the model.  The 
increased emphasis of this component in the model is symbolized by the large arrow on 
the right originating within the SMF cluster groups and penetrating upwards through 
each dimension.   
8.13 Direction for Future Research 
In terms of culture, it is recommended that additional in-depth research be 
conducted in order to gain a more comprehensive understanding of the communalistic 
aspect of work in traditional Fijian communities. Areas for consideration would include 
the “solesolevaki” concept; the culture of sharing and borrowing; and the mechanics of 
the hierarchical structure in traditional communities.  Although literature has pointed to 
the importance of culture in relation to businesses in developing countries (Saffu, 2003, 
Fiji Government, 2008, Majidi, 2006, Rao, 2004, Mendonca and Kanungo, 1996); they 
failed to stringently identify which aspect within the culture needed investigation.  
The very significant concept related to the cultural norm of borrowing and 
sharing and how the business may best be able to be “quarantined” is an area requiring 
further research.  It is expected this may provide some very practical strategies for 
incorporating business into the current cultural context.    
Further research is definitely needed to survey the views and opinions of the 
small-medium sized farmers (SMFs) as key primary stakeholders in the concept of the 
CCM. However, a consideration of the scope and necessary sample size of such a study 
has suggested that it will be more appropriately conducted as a separate research 
project; for which this current study provides a valuable basis by defining and refining 
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the key issues.  
A significant factor in the SMF’s production is seasonality which has not been 
given sufficient attention. Periodic glut and scarcity characterise agricultural production 
in Fiji. This factor should be considered in future application of the proposed model. 
In order to best match the problems identified with the most suitable solutions, 
targeted research is also needed into the current situation of the SMFs in Fiji; to 
investigate  the specific factors which influence their existing farming practices, and to 
gain greater insight into the nature and quality of the support structures that are 
currently provided by the government and other stakeholders.  
Given the mixed responses by participants to the controlled approach, further 
assessment of this type of approach will be required before its actual implementation.  
One research participant suggested securitizing crops as a means of establishing 
guarantee for borrowing. This important contribution would require further 
investigation as it may be a very applicable strategy for the credit facility identified in 
the marketing intermediary.   
8.14 Final Remarks  
This research achieved its objective by evaluating the centralized clustering 
model, with input from stakeholders, and establishing a revised model based upon this 
evaluation.  The revised CCM provides a unique contribution to literature which is likely 
to contribute to the future development of clustering methodologies in Fiji and other 
developing countries.   
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The primary contribution of this model is the concept of a holistic approach 
including a self-sustaining marketing intermediary and smart partnership through 
strategic alliances. These were gaps identified in previous clustering strategies.  The 
acceptance of the model by participants was based on the idea that it generally 
supports the existing traditional concept of solesolevaki.  This indicates that this 
traditional concept can be utilized in a market-focused environment and is not solely 
limited to a traditional application.  
Given the important findings identified by the research participants, the model is 
now better able to address the specific needs required for agricultural system reform in 
Fiji.  The theoretical testing of this model has served to provide a solid platform that 
may be used to justify the actual implementation of the model. The need for agricultural 
system reform in Fiji is imminent, and the investigation of this model has served to 
provide a viable solution for further consideration.  
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APPENDICES 
Appendix 1.0 Research Participants Demographic Information 
    
HOTELS 
    
RP Age-Gp Position Yrs at institution Staff Work Exp Qualification Buy from SMFs No. of farmers  
19 40-49 Manager 5.5 8 20 Grad Dip Yes >2 (LA) 
22 60-69 Director 16 35 44 Work Yes >2 (LA) 
26 >69 Manager 11 11 40 Work Yes >2 (LA and MM) 
27 40-49 Executive Chef 29 60 29 Certificate Yes >2  (LA and MM) 
23 A2 General Manager 4.5 163 15 MSc Not directly >2  (LA and MM) 
5 30-39 Food Manager 5 0 10 Diploma Yes >2 (LA) 
28 50-59 Chief Sou Chef 5 80 30 Certificate Yes >2  (LA and MM) 
24 30-39 
Human Resource 
Manager 7 0 9 Diploma Middlemen (MM) 
20 50-59 Purchasing Manager 35 5 35 Form 7  Yes >2 (LA) 
21 40-49 Resort Manager 8 NA 29 Diploma Yes >2 (LA) 
    
ACADEMICS 
    
RP Age-Gp Position Yrs at institution  Staff Work Exp Qualification SMF Involvement Type 
9 50-59 Lecturer 8 3 35 MA Yes, Projects Tourism 
1 60-69 Academic 31 120 40 PhD Yes, Village level Family Business 
31 60-69 Consultant 20 10 35 PhD SMEs/SMFs advisory 
7 >69 Professor/Director 5  30 45 PhD No NA 
12 50-59 Lecturer Marketing 6 0 30  MS Yes, Livestock SMFs Livestock  
2 50-59 Lecturer Farm Mgt 20 3 26 MS Yes, Extension  Crops 
34 50-59 Consultant 5+ 0 15 MS Yes, projects Consultancy 
13 40-50 Economist 10+ 0 20 PhD  Yes, Sugarcane Research/Lecturer 
    
MOA 
    
RP Age-Gp Position Yrs at institution  Staff Work Exp Qualification SMF Involvement Type 
29 20-29 PEO 2.5 4 3.5 MA Yes Policy/Planning 
14 40-49 Chief Economist 20 20 20 Post-grad Yes Policy Advice 
10 50-59 Director Research 34 100 34  MS Yes Research 
3 40-49 PAO 21 140 21 Bag Yes Extension 
6 50-59 PIO 36 300 36 Post Grad Yes Infor/Communication 
18 40-49 SIO  22 19 22 MA Yes Mass Media 
11 50-59 PAO  35 35 35 Bag Yes Extension 
16 50-59 Director Extension 30 >500 30 Bag  Yes Extension 
   
 PRIVATE  ORG    
RP Age-Gp Portfolio Yrs at institution  Staff Work Exp Qualification SMF/SME  Type 
              Involvement   
32 50-59 SME Development 6 1 30 MBA SMEs and SMFs Small Business 
4 40-49 
Quarantine 
Surveillance 30 0 30 Bag Yes (SMFs) 
Quarantine 
Regulations 
17 20-29 Awareness 5 0 7 BA Yes (SMFs)  Communication 
33 30-39 Manager Exports 2 5 15 MS Yes (SME) Exports 
15 30-39 Resource Economist 2.5 1 7 MS Yes (SMFs) -Forestry Projects 
30 40-50 Trade Policy Advisor 2.5 2 12 MS Yes (SMEs and SMFs) Policy and training 
8 40-50 Director Co-operative 39 110 39 MS Yes (SMF and SME) Rural businesses 
25 50-60 Research Officer 13 13 20 MS Yes (Cane farmers) Research 
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Appendix 2.0 Letter of Invitation to Participants 
 
 
 
 
 
 
 
 
 
 
 
 
 
Dear Sir/Madam, 
 
You are invited to participate in a research project being conducted by the School of Economics, 
Finance and Marketing at RMIT University.  This information sheet describes the project in straight forward 
language, or plain language, or ‘plain English’.  Please read this sheet carefully and be confident that you 
understand its contents before deciding whether to participate.  If you have any questions about the project, 
please ask one of the investigators. 
 
Who is involved in this project?  Why is it being conducted? 
The investigator is a PhD student enrolled in a PhD degree in research in Marketing in the School of 
Economics, Finance and Marketing. 
 
The supervisors for this project are: 
• Dr. Raju Mulye (Senior Lecturer) Economics, Finance and Marketing, RMIT University  
 
• Professor Tim Fry (Director of Research) Economics, Finance and Marketing, RMIT University. 
 
Through this project the researcher hopes to determine the acceptance of the “Centralized Clustering 
Model” or CCM for short for SMFs in Fiji.  The CCM aims to group farmers together that are small in size; 
heretofore, these farmers will be referred to as small-medium scale farmers (SMFs).  However, before the CCM 
can be tested on the SMFs to determine their willingness to participate or not, the model must be refined in order 
to make it specifically relevant for Fiji.   Ultimately, this research is being conducted in order to create a 
launching point for the CCM to be implemented in Fiji.   
 
Why have you been approached? 
You have been approached to participate in this research because the researcher believes your expertise 
can be of valuable input in refining the CCM.  You have been individually and personally selected by the 
researcher and your contact details have been obtained either through phone contacts or through electronic media 
(e.g. email) available through the public domain directory.   
 
What is the project about?  What are the questions being addressed? 
The project is about developing a strategy to address the needs of SMFs in Fiji.  The CCM is a model 
that has been designed by the researcher which will be refined after phase one of the study through conducting of 
interviews.  The interviews will provide insight and a theoretical foundation for the model.   
 
The questions being addressed deal specifically with how the information from the interviews be used 
in order to refine the CCM.  The second question will be dealt with in the second phase of this research and it 
asks what significance the cultural values will have on the implementation of the CCM in Fiji.  Approximately 
21 interviews are expected to be held during this initial phase of the research.   
 
If I agree to participate, what will I be required to do? 
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If you agree to participate, you are requested to agree to be engaged in a 45-60 minutes interview with 
the researcher (Sully Taulealea) from any dates between June 25 and July 6, 2007 to be conducted in Fiji.  Please 
fill in the consent form (Appendix 1). 
 
The interview will be semi-structured with several open ended questions with the underlying focus 
directed towards discussing and analysing the proposed Centralized Clustering Model (CCM), in Fig 3.01.   
Although the interviews will be audio recorded, it is not mandatory and you have the right and freedom to 
request that taping cease at any time during the interview process.  An outline of the research questions for the 
interview is also provided in (Appendix 3.3).   
 
What are the risks or disadvantages associated with participation? 
There are no risks associated with participation in this research project and any future publication 
stemming from this research will respect your right as agreed in the consent form (Appendix 4.0).   
 
“If you are unduly concerned about your responses to any of the interview questions or if you find 
participation in the project distressing, you should contact Sully Taulealea (‘the researcher”) as soon as 
convenient.  Sully will discuss your concerns with you confidentially and suggest appropriate follow-up, if 
necessary” 
 
What are the benefits associated with participation? 
The benefit associated with participating in this research project is contributing your invaluable 
expertise and experience in helping the investigator to refine the CCM for SMFs in Fiji.   
 
In addition, it will also offer you the opportunity to publicise your personal information for scholarly 
publication pending your consent authorization as provided in the consent form.  
 
What will happen to the information I provide? 
All information provided in the interview will be tape recorded (consent of the interviewee) and 
transcribed.  The information will then be entered using Nvivo8 software to allow for the qualitative analysis of 
the results.  The analysis will be contribute towards refining the CCM and which will enable for phase two of the 
research project to be implemented.   
 
The analysis will therefore constitute phase 1 of the investigator’s thesis report, which may also be 
published scholarly journals.  Steps are also put in place to securely store and safeguard the information collected 
during the tenure of this research project and access to the provided information will only be for the investigator 
and his immediate supervisors (Prof. Tim Fry and Dr. Raju Mulye).   All collected information will be kept 
securely at RMIT for a period of 5 years upon completion of the research thesis before being destroyed. 
 
However, “Any information that you provide can be disclosed only if (1) it is to protect you or others 
from harm, (2) a court order is produced, or (3) you provide the researchers with written permission”.  
 
What are my rights as a participant? 
o As a participant you have: 
 The right to withdraw their participation at any time, without prejudice. 
 The right to have any unprocessed data withdrawn and destroyed, provided it can be reliably identified, 
and provided that so doing does not increase the risk for the participant. 
 The right to have any questions answered at any time. 
 The right to cease or refuse the audio recording of the interview at any stage. 
 
Whom should I contact if I have any questions? 
Sully Taulealea    Email:   
 sully.taulealea@student.rmit.edu.au or the supervisors listed above. 
 
What other issues should I be aware of before deciding whether to participate? 
o There are no other issues that you should be aware of as a participant. 
 
 Yours Sincerely 
 Sully Taulealea 
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Appendix 3.0 Research Background and Interview Questions 
 
 
 
 
1. Centralized Clustering Model (Summary) 
a. Background 
b. Centralized Clustering Model (CCM) 
c. References  
 
2. Interview Questions  
a. PhD Thesis 
b. Phase 1 of  Research Data Collection   
c. Scheduled for June-July 2007 
d. Venue: Fiji Islands 
 
Project Title: 
o Exploring the Acceptance of a Centralized Clustering Model by Small-Medium Scale Farmers in Fiji. 
 
Investigators: 
o Mr. Sully Taulealea (Business Marketing) PhD degree student, Economics, Finance and Marketing 
sully.taulealea@student.rmit.edu.au 9925 2690 
 
o Dr Raju Mulye:  Senior Lecturer, Economics, Finance and Marketing, raju.mulye@rmit.edu.au 
9925 5561 
o Professor Tim Fry: Professor of Econometrics, Economics, Finance and Marketing, tim.fry@rmit.edu.au  
9925 1478 
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App 3.1 Background to the Study 
Nestled in the heart of the South Pacific Ocean, the Fiji Islands hold a great potential for lush and 
abundant varieties of tropical agricultural commodities.  The bustling crowds at the vegetable markets on 
Saturday mornings demonstrate clearly how important the agriculture industry is to this developing nation.  
Interestingly, the Otanez census in 1999 revealed that 96% of the total agricultural producers, the farmers in 
Fiji, are small to medium scale farmers (SMFs).   
 
SMFs consist of farms as small as 3 hectares up to farms that are 49.9 hectares in size. The SMFs may 
only be able to engage in subsistence farming, intending to provide for the basic needs of themselves and their 
families and to earn a profit from their harvest at the local vegetable markets.  As a result, SMFs face obstacles 
such as an inability to achieve economies of scale (Saffu 2003); and an inability to  provide consistent produce 
to buyers due to their limited resource base (McGregor and Gonemaituba 2002).   In addition, the produce 
from SMFs often lacks the quality that professional marketing centres, such as supermarkets, hotels and 
international exporting agencies, require.   
 
In an effort to assist the SMFs to overcome these inherent challenges, clustering is seen as a strategic 
economic approach; which will both address the identified limitations and promote agricultural development in 
the context of SMFs in the Pacific Islands (United Nations 2001).   
 
The first phase of this study is aimed at refining and exploring the acceptance of the CCM by way of 
exploratory interviews.  A cluster is a geographical concentration of competing, complementary, or 
interdependent firms with a common need for talent, technology and infrastructure (Southern Minnesota 
Initiative Foundation, 2004).  It is suspected that the use of clustering would be a cost effective means of 
providing a broad, stable resource base for small-medium scale producers that would assist them to collectively 
meet production quotas, achieve quality standards and provide consistency in supply.  
 
The centralized clustering model (CCM) (Fig 3.01) proposes joining farmers together by the inclusion 
of a marketing intermediary (MI).  It is projected that the MI will function out of an existing agricultural 
enterprise that is self-sustaining and economically viable; independent of the SMFs.  In this way, the MI and the 
clusters of SMFs would function in a symbiotic relationship each benefiting the other but neither inherently 
relying on the other for its continuation.   
 
The MI will act as a governing body for the cluster network, and aim to provide expert business and 
farm management guidance and allow individual producers to access vital research and technology.  The CCM 
concept is aimed at supporting SMFs to continue permanently in their role as farmers and strengthen their 
production capability through strategic planning.  The clusters will aim to provide the highest quality harvest, 
and the MI will facilitate the achievement of this aim by providing new farming technology, research, education 
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and equipment.  The adoption of new technology and research will be aimed at improving production efficiency 
and tailoring commodities towards meeting consumer preferences.  The intended result will be a consistent 
supply of high quality harvested goods channelled through the marketing intermediary with the ultimate goal 
of securing a regional brand name.   
 
Interlinking arrangements with strategic corporations, research organizations, financial institutions, 
the hotel industry and overseas buyers will be crucial to the long-term success of this clustering model.   It is 
also imperative to evaluate findings related to clustering, especially in the area of joint partnership or mutual 
cooperation to achieve goals specific to each participant.   
 
App 3.2 The Centralized Clustering Model  
1. Clusters 
A. What is a cluster? 
i. The definition of cluster for this model is:  A sectoral and geographical concentration of 
enterprises (SMFs) which produce and sell a range of related or complementary 
products and are, thus, faced with common challenges and opportunities (adapted from 
Celgie and Dini, 1999).  
ii. A cell cluster is the operational union of approximately 9-15 farmers (a number to be 
determined through this study) who live in the same vicinity and are able to work 
together on farming endeavours. 
iii. A regional cluster consists of groups of cell clusters in one province or division, and 
provides boundaries for the network of cell clusters. The regional cluster provides 
boundaries for the cell clusters and will provide a liaison between the cell clusters and 
the MI.   
 
B. What is a network? 
i. The definition of network for the CCM is: A group of firms that cooperate on a joint 
development project –complementing each other and specializing in order to overcome 
common problems, achieve collective efficiency and conquer markets beyond their 
individual reach (adapted from Celgie and Dini, 1999).  
ii. The MI will aim to provide services that will promote the development of clusters and 
networks. 
 
2. Partnership 
A. Connections to the marketing intermediary (MI) by the different components in the model will 
involve an input and output relationship.  The clusters which consist of SMFs will come into an 
official agreement of partnership with the marketing intermediary (MI) through a cluster network 
as devised under the CCM. 
 
B. Input   
i. Individual SMFs will be invited to join a cell cluster through a partnership agreement 
with the MI whereby the proposed benefits will include: 
1. Market access 
2. Fair prices 
3. Bonus scheme 
4. Provision of farming advise 
5. Machinery hires and cost sharing 
6. Provision of a high temperature forced air (HTFA) quarantine plant 
7. Technology and research transfer 
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8. Farm Management guidance and husbandry practices guidelines 
9. Phase and commodity planting programme 
 
ii. In order to maintain the efficiency of the centralized clustering model (CCM) the SMFs 
must ensure they:  
1. Adhere to planting programmes and meet production quota. 
2. Conform to the farming husbandry and management practices. 
3. Provide standardized quality commodities.  
4. Strictly abide by the agreement in the contract at all times. 
 
iii. Marketing Intermediary (MI) 
1. The MI is responsible for the holistic marketing (packing, labelling, transporting 
& selling) of primary agricultural produce from the clusters.  
2.  It gives direction, to the clusters on what commodities to grow, how much and 
provides a phase planting program.   
3.  It is responsible to provide new research and technology, subsidies on inputs 
and machinery.   
4. The MI investigates the market climate in advance and identifies what the 
market requires in terms of product quality and standards from the potential 
buyers.   
5. The MI will also seek for partnership with corporate companies, hotels or 
research organization for the purpose of strengthening the whole cluster 
network. 
 
C. Output 
i. Hotels 
1. Through a contractual agreement the partnering hotels will expect a high 
quality and consistent supply of fresh agricultural produce from the MI. 
2. The MI will devise a phase planting programme to facilitate continuity and 
consistency in supply to cater for the wide demands from the hotel industry. 
3. The MI on the other hand expects a high percentage share of agricultural 
commodities demanded by the hotel industry with a lucrative monetary offer. 
 
ii. Export Market 
1. Export markets should visualize the MI as an established and stable source for 
reputable agricultural produce at all times. 
2. The fostering of strong buyer/seller contractual relationship with identified 
international buyers will be established with clear contractual agreements for 
both parties (i.e. the MI and buyers). 
3. The MI will be able to meet the required international quarantine standards of 
overseas countries. 
4. The cluster network upon which the CCM is built will enable for consistency 
and quality product to be achieved through the MI. 
 
iii. Area or Domestic Market  
1. The first category under the area market will be the supermarkets and 
shopping centres in Fiji.   
a. Ascertaining and meeting the market demand in terms of holistic 
quality and pricing will be administered through the MI. 
2. The second category will be direct selling through the MI to the general public. 
a. Affordable pricing will be a strong focus. 
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3. Research Organization/Industries 
A. Linkages to research services and programs will be a strong focus of the marketing intermediary.  
Potential areas to look at will include (the): 
1. National government. 
2. Regional government e.g. Forum Secretariat of the South Pacific Commission.  
3. Private sector (locally and abroad) 
4. Established industries 
5. Global organizations (e.g.) Food and Agricultural organization (FAO). 
 
4. Trade Services and Government Support 
A. The marketing intermediary will collaborate with trade and marketing institutions at the: 
i. Governmental level 
1. Fiji Ag Trade office 
2. Economics, Planning & Statistics (E, P&S) section of the Ministry of Agriculture 
3. Chamber of Commerce 
 
ii. Regional level  
1. Forum Secretariat of the South Pacific Commission. (SPC) 
2. University of the South Pacific (USP) 
3. Pacific Islands Private Sector Organization (PIPSO) 
 
iii. International level 
1. Asian Development Banks (ADB)  
2. World Bank 
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 App3.3 Interview Questions 
1. What are your perceptions concerning the CCM in relation to SMFs in Fiji? 
2. How do you view business partnership as an essential component of the CCM? 
3. What are your perceptions of trust when forging business partnership deals? 
4. How can SMFs receive support from well established business entities such as hotels, established 
supermarkets and overseas buyers? 
5. How can SMFs address the demands of hotels to captivate a fair share of the import revenue? 
6. What are your views of the controlled approach (administer program planning and post-harvest 
activities e.g. commodities to adopt, phase planting, quota, packaging and packing etc.) for SMFs 
under the CCM? 
7. How do you view the incorporation of both individualistic and communalistic behaviour in the CCM? 
8. Should the culture be considered when formulating a developmental project and why? 
9. What is the level of research and technology available to SMFs and how can this be improved to meet 
market demands? 
10. Are SMFs in Fiji appropriately trained towards market focussed production? 
11.  What type of support system do you think needs to be put in place to assist SMFs in Fiji? 
12. What might cause SMFs to accept or reject the CCM? 
13. Closing comments if any? 
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Appendix 4.0 Participant’s Consent Form 
 
RMIT HUMAN RESEARCH ETHICS COMMITTEE 
Prescribed Consent Form for Persons Participating in Research Projects Involving Interviews, 
Questionnaires, Focus Groups or Disclosure of Personal Information 
Portfolio of Business 
School/Centre of  
Economics, Finance & Marketing 
Name of Participant:  
 
Project Title:  Evaluating a Centralized Clustering Model (CCM) for SMFs  in Fiji 
Name(s) of      
Investigators:        
 
 
Phone:  
                                                 
 
 
Phone:  
 
 
1. I have received a statement explaining the interview/questionnaire involved in this project. 
2. I consent to participate in the above project, the particulars of which - including details of the interviews or 
questionnaires - have been explained to me. 
3. I authorise the investigator or his or her assistant to interview me or administer a questionnaire. 
4. I give my permission to be audio taped:     Yes    No 
5. I give my permission for my name or identity to be used:     Yes   No 
6. I acknowledge that: 
 
(a) Having read the Plain Language Statement, I agree to the general purpose, methods and demands of 
the study. 
(b) I have been informed that I am free to withdraw from the project at any time and to withdraw any 
unprocessed data previously supplied. 
(c) The project is for the purpose of research and/or teaching. It may not be of direct benefit to me. 
(d) The privacy of the information I provide will be safeguarded.  However should  information of a 
private nature need to be disclosed for moral, clinical or legal reasons, I will be given an 
opportunity to negotiate the terms of this disclosure. 
If I participate in a focus group I understand that whilst all participants will be asked to keep the 
conversation confidential, the researcher cannot guarantee that other participants will do this. 
(e) The security of the research data is assured during and after completion of the study.  The data 
collected during the study may be published, and a report of the project outcomes will  be 
provided to_____________ (researcher to specify).   Any information which may be used to 
identify me will not be used unless I have given my permission (see point 5). 
 
Participant’s Consent 
Name:  Date:  
(Participant) 
 
Name:  Date:  
(Witness to signature) 
 
 
Participants should be given a photocopy of this consent form after it has been signed. 
Any complaints about your participation in this project may be directed to the Chair, Portfolio Human Research Ethics Sub-
Committee, Business Portfolio, GPO Box 2476V, Melbourne, 3001.  The telephone number is (03) 9925 5594 or email address 
rdu@rmit.edu.au. Details of the complaints procedure are available from: www.rmit.edu.au/council/hrec 
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Appendix 5.0 RMIT Ethics Application 
 
 BUSINESS PORTFOLIO 
2007 
Application for Ethics Approval of Research Involving Human Participants 
1. This form is to be used by Masters, PhD, Professional Doctorate candidates and staff undertaking 
research in the ‘Risk level 1’ and ‘Risk level 2’ categories as described in the accompanying 
guidelines.  All applications must be completed by filling out this form in its electronic version and 
printing it out.  ‘Risk level 3’ applications must be completed on the RMIT Human Research Ethics 
Committee form available at www.rmit.edu.au/council/hrec 
 
 
2. Candidates should submit applications early and allow at least 30 working days for assessment and 
approval. 
Section A: Approvals and Declarations 
1.  Project Title: Exploring the acceptance of the CCM by SMFs in Fiji.             
Research Degree 
Staff Research Project 
Complete this column if you are undertaking 
research for a research degree at RMIT or another 
university (Masters of Business by Research/PhD/ 
Professional Doctorate) 
Complete this column if your research is not for 
any degree. 
Investigator Principal investigator 
Name:   Name 
Student No and Qualification: Qualifications: 
                School School: 
Address:  Phone and Email: 
Phone and Email:  
Degree for which Research is being   
                undertaken: 
 
Senior Supervisor Other investigator/s 
Name:  Name/s: 
Qualifications:  Qualifications: 
School:  School 
Phone and Email: Phone and Email: 
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2. Declaration by the investigator(s) 
 
I/We, the undersigned, accept responsibility for the ethical conduct of the research detailed below. 
I/We have read the current NH & MRC National Statement on Ethical Conduct in Research Involving Humans 
1999 (in particular, see Principles of Ethical Conduct pp.11-14), and accept responsibility for the conduct of the research 
in this application in accordance with the principles contained in the National Statement and any other condition laid 
down by the RMIT Human Research Ethics Committee 
Signed:      Date:      
(Signature of investigator) 
Signed:      Date:      
(Signature of other investigators  if applicable) 
 
3. Declaration by the Supervisor (if not an investigator) 
 
I have informed the student of their responsibility to undertake this research in a manner that conforms with the 
NH&MRC National Statement on Ethical Conduct in Research Involving Humans 1999, and any conditions of approval 
of this research by the RMIT Human Research Ethics Sub-Committee. 
Signed:      Date:      
(Signature of senior supervisor if applicable) 
 
 
4. Declaration by the Head of School/Centre 
 
The research project set out in the attached application, including the adequacy of its research design and 
compliance with recognised ethical standards, has the approval of the School/.  I certify that I am prepared to have this 
project undertaken in my School/Centre/Unit. 
Signed:      Date:      
(Signature of Head of School or approved delegate) 
Comments: 
School/Centre:      Extn:       
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Appendix 6.0 RMIT Ethics Approval 
 
 
 
 
 
 
 
Ref: Ethics Appl. 632 
 
Friday, April 13 2006 
 
Sully Taulealea 
 
Dear Sully 
 
          I am pleased to advise that your application for ethics 
approval for your Research Project has been approved by the Chair 
of the Business Portfolio Human Research Ethics Sub-Committee.  
Approval has been granted for the period from 13 April 2007 to 27 
February 2009. 
 
          The RMIT Human Research Ethics Committee (HREC) requires the submission of Annual and 
Final reports. These reports should be forwarded to the Business Portfolio Human Research 
Ethics Sub-Committee Secretary. The report is available from 
http://www.rmit.edu.au/rd/hrec_apply  under "After Approval" HREC Form 3.  This form 
incorporates a request for extension of approval, if required.  Annual Reports are due in 
December for applications submitted prior to September in the year concerned.  
 
          Please find enclosed a copy of the approval form.  Also enclosed is a copy of the Annual/ 
Final report form for your convenience. 
 
Best wishes for your research. 
 
Yours sincerely 
 
Secretary 
Business Portfolio Human Research Ethics Sub-Committee 
 
 
 
 
 
 
 
 
 
RESEARCH DEVELOPMENT UNIT 
RMIT BUSINESS 
Level 3 
255 Bourke Street 
Melbourne 3000 
Victoria Australia 
GPO Box 2476V 
Melbourne 3000 
V ictoria Australia 
Tel + 61 3 9925 5888 
Fax + 61 3 9925 1313 
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      Appendix 7.0 Number of Verbatim Interview Transcript Pages 
Interview Number No. of Pages 
RP01 11 
RP02 30 
RP03 25 
RP04 23 
RP05 18 
RP06 42 
RP07 25 
RP08 18 
RP09 31 
RP10 28 
RP11 15 
RP12 21 
RP13 15 
RP14 24 
RP15 22 
RP16 20 
RP17 40 
RP18 32 
RP19 27 
RP20 16 
RP21 27 
RP22 19 
RP23 18 
RP24 8 
RP25 26 
RP26 17 
RP27 16 
RP28 16 
RP29 24 
RP30 25 
RP31 22 
RP32 21 
RP33 23 
RP34 29 
Total Pages 774 
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Appendix 8.0 Category 1 Themes Obtained through Nivivo8 
Interview Question First Tree Node Responses 
(a) Views of the CCM Appropriate 19 
  On the ground 3 
  Workable 12 
(bi) Views of Partnership Committment & trust 5 
  Complex issue 2 
  Economical & viable 3 
  Responsibility of MI 2 
  Should be adopted 22 
(bii) workable form of partnership ACC 3 
  Incentive & Compatible 3 
  Needs addressing 9 
  No comments 1 
  Structure 13 
  Trust-based 1 
  Win-win approach 4 
(ci) Perception of trust Important 10 
  Quality-related 7 
  Remedy needed 7 
  Secure transaction 5 
  Weak & fragile 5 
(cii) Other Factors besides trust Committment & Hard work 3 
  Education & Communication 11 
  Monetary gains 4 
  Political climate 2 
  Standards 9 
  Trust - primary issue 5 
(ciii) Support from buyers Capital start-up for SMFs 2 
  Helping SMFs 4 
  Hotel assistance 9 
  Market intermediary 9 
  Meet market std 10 
(d) Response to the CCM Address quality 11 
  Appropriate & needed 8 
  Workable 15 
(e) Address agricultural imports Capital, investment & Ownership 4 
  Government 2 
  Hotels to incorporate SMFs 4 
  Impose import substitution & Tariff 3 
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  Intermediary 10 
  SMFs to produce quality produce 11 
(fi) View of controlled approach Challenge for Fiji 11 
  Important & way to go 9 
  Workable 12 
(fii) Other factors  CCM concept appropriate 5 
  Concept implementation 4 
  Culture & lifestyle of SMFs 4 
  Group leadership & training 2 
  Land tenure system 5 
  Natural disasters 1 
  Ownership 1 
  Paradigm mindset shift 6 
  Political instability 4 
  Spiritual values 2 
(gi) Views of 2 prone approach Challenging 12 
  Ethnic integration 1 
  Good concept 1 
  Market focused 1 
  Misconception 1 
  Monetary return issue 1 
  Workable 17 
(gii) Do we consider the culture What everybody does 1 
  Yes 33 
(hi) Level of res and tech Average 11 
  Below average 16 
  Expensive 2 
  Good 4 
  High 0 
  No comments 1 
(hii) Improve res & tech Dissemination 3 
  Extension Approach 8 
  FDI 1 
  Funding 2 
  Human resources 7 
  Intermediary role 2 
  No comments 1 
  Partnership 1 
  Research focus 4 
  Upgrade research 5 
(i) Trained towards market? Infrastructural development 2 
  No 26 
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  No comments 1 
  Yes 5 
(j) Support system for SMFs Funding or Credit facility 6 
  Government assistance 7 
  Intermediary 8 
  Reform co-operatives 1 
  Research & Extension 2 
  Rural infrastructure 3 
  Support available 1 
  Training & awareness 6 
(k) Government support for SMFs Depends on priorities 1 
  No 2 
  Conducive environment 1 
  Yes 30 
(l) Type of government support Capital & Equipments 7 
  Credit facility 2 
  Farmer training 6 
  Field visits 1 
  Infrastructure development 15 
  Land tenure 1 
  Subsidy 2 
(m) Why will SMFs reject the CCM Benefits & Market 12 
  Clarity 8 
  Incompetency 3 
  Individuality 2 
  Trust 6 
  Viable Concept 3 
(n) Accept the CCM? Benefit & ownership 23 
  Market access & stability 5 
  Trust & Clarity 6 
(o) Concept to assist SMFs Agr Auction or Show   
  CCM Concept 2 
  Communication 8 
  Co-operative model 1 
  Enabling environment 1 
  Farm Fiji Concept 7 
  Know situation, establish targets & infrastructure 1 
  No comments 9 
  Organizational structure 1 
  Personal model 2 
  Whole chain perspective 1 
(p) Comments on the CCM Address off-season produce  2 
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  Adopt holistic approach 1 
  Address SMFs ownership in the model 1 
  Agriculture - still the backbone  1 
  Bias against middlemen 1 
  Bottom-up approach 1 
  CCM to be privately operated 1 
  Clear depiction of cluster formation  0 
  Co-ordination & networking  3 
  Credit Facility 1 
  Facilitate farm tours 2 
  Firm contractual arrangement 2 
  Government Role 1 
  Human development - essential element 3 
  Identify market potential 1 
  Implementation -  key factor 2 
  Incorporate tertiary institutions 2 
  Investigate other studies & projects 2 
  Involve expatriates 1 
  Involve religious groups 1 
  Need to explain more on the CCM 1 
  No clustering model in the Pacific  1 
  No comments 2 
  Post-harvest activity  
   Festival to promote the CCM 1 
  Regulatory Mechanism - Patent 1 
  Should ensure SMFs to be beneficiary 1 
  SMFs representatives apart from MI 1 
  Specify cell activity & function 1 
  Specify phyto-sanitary requirements 1 
  Use visual-aids 1 
  Will be a challenge 1 
 
Summary of Nodes  
 All the interview questions were categorized into respective themes or nodes.  A total of 501 nodes were 
created whereby these nodes were grouped into category C1, C2, C3, C4, C5 & C6.  Category 1 represents 
the main node followed by category 2 or sub-nodes branching off from category 1; while category 3 
represents sub nodes from category 2 etc. up until category 6.  The total nodes (C1 – C6) = 501 nodes. The 
different categories with the number of nodes are shown as follows: C1 – 153; C2 – 211; C3 – 64; C4 – 42; 
C5 – 20 and C6 – 11.  
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Appendix 9.0 Marketing Intermediary Design (Source: Taulealea, 2005, pp128) 
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1A. Main receiving point 5B. Commodity exit (over the counter) 
1. (B AND C) Wet dump tanks 6. Cooler storage rooms (A, B, C) 
2. Grading of commodities (A, B, C) 7. Offices (A, B, C, D) 
3.Post harvest treatment and packaging 8. Milk vats (A, B) 
4. Recording and distribution room 9. Rest, Bath, Change Rooms 
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